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High Demand for ’55s 
Seen Curtailing Flow 


Into Bootleg Market 


Showrooms Are Kept Busy Selling at Near List Prices; 
Auction Offerings Held Prestige Test 


re SPITE of the fact that many industry observers expect 
1955 modeis to be in short supply for several months, new 
models are bobbing up in the so-called bootleg market. 
However, a check by AUTOMOTIVE NEws indicates that 
the situation is not as black as it has been painted by some 


sources. Latest reports indi- 
cate that while there had Bootleg Answer 
Lies in Congress, 


been some waiting on the 
part of customers to see all the 

Curtice Asserts 
By Pete Wembhoff 


new models, sales are now picking 
Editor, Automotive News 


up and dealers in many lines are 
getting close to recommended 

NABLING legislation appears to 
be the only solution to the new- 


prices. 
car zg problem, General 
saoticen Pecans H.‘H. Curtice told 
a national news conference in De- 
troit last week. 


GM’s hands have been tied in 
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Nash and Hudson Dealers to Sell Rambier— 
1955 Rambler becomes the first ‘basic volume car” of American Motors. Exterior styling changes include new grille treat- 
and full-wheel cutouts on front fenders to increase maneuverability. All models are powered by a 90-horsepower six- 
engine. Prices and dealer discounts have been adjusted upward. (See stories on pages 2 and 31). 


Cadillac to Pass 1950 Records .. . 


A® LONG as this situation pre- 
vails, the supply of cars for 
the bootleg market will remain 
limited. Used-car dealers cannot 
compete in new cars unless they 


By Thomas M. Hewitt 
Staff Writer 
OMPANYING the production 
post slated for this week, 
Gemobile and Cadillac will sur- 
ass their alltime record output 


and 17,395 trucks, according to ,most a sure thing, barring labor 
Automotive News estimates, com- | troubles. 
pared with 133,521 cars and 22,263 With only two days left in No- 
trucks in the preceding week, | vember, it appears that this 
which was the highest in 15 
months. 
Output this week. should rise 
‘ back to an even higher level, un- 
a eevente were ae ae q| less @ threatened strike is called at 
v with 110 535. Both’ mats Chrysler Corp.’s automotive body 
i be surpassed Friday (Dec. division, which makes all of Plym- 
Oldsmobile needs only 9,312 | °Uth’s bodies. 
= to top the mark, and Cadillac 
s 2,671. 


(Continued on Page 46, Col. 1) 


More Makes Join 
In Cutting Freight 
To Distant Points 


By Robert M. Lienert 
Associate Editor 


ORE manufacturers fell in line 


He said he thought that the 
NADA-sponsored 
be the answer to the con 
problem, Heads of various GM di- 
visions said they have been unable 
it fares in bidding from the market-|to cope with the situation. . 
wise used-car dealers. - o.. 3:08 

* 


Most dealers say the situation At THE conference, which was 


preliminary to production of 
is pretty well in hand by now! Gys 50 millionth vehicle Nov. 23, 


* * 

wus 1954 drawing into the 
home-stretch, a bet that this 

year will become the third-highest 

car-output year in history is al- 


Thanksgiving holiday cut 
last week to 109,685 cars 


Ic w Higher-Priced Makes 
i ght ‘Classless’ Car 


on’s Nore: This story is a 
to an article on the “class- 

car, which ap- 
in Automotive News Oct. 


_ By John T. Benedict 

E Engineering Editor 
“TODAY'S low-priced “classless” 
@ars are greater values than 
what’s being done to distin- 


Tep Cars 


Wew-car registrations, 9 months, 
i six states in October: 
Make 
Ford 7197,040— 2 
Chev. 1,033,312— 1 
Buick  357,655— 4 
Olds 249,580— 6 
Plym. 456,675— 3 
Pontiac 305,470— 5 
199,841— 8 
280,259— 7 


1953 Pos. 
~ 897,605 
- 310,597 
— 801,895 
o— 261,880 


guish medium and high-priced 
entries? 

In a nutshell, low-priced car 
buyers can get “everything,” but 
prospects for more expensive 
merchandise can obtain “more of 
everything.” 

Thorough analysis of the “more- 
car, better-car” approach will guide 
a customer in helping decide 
whether his needs can best be met 
by a medium-priced car with few 
extras — or a “dressed-up” low- 
priced car. 2 

* * 


S obvious that the trend toward 

“classlessness” has wiped out 
many of the traditional distinctions 
among car price groups. This is the 
result of a fundamental policy 
change designed to grant low- 
priced cars a better break in offer- 
ing the latest technical advance- 
ments. 

Although the high-priced makes 
still get most developments 
“first,” they aren’t allowed to 
hold the advantage very long. 
Such features as automatic trans- 
missions, power steering, air con- 
ditioning and powe r-operated 
window lifts have lost little time 


with the industrywide freight 
pattern last week and announced 
new rate structures. 

Joining the movement were 
American Motors Corp. (with its 
Rambler), Studebaker, Lincoln 
and Dodge Truck. 

Kaiser-Willys now is the only 
car-manufacturing corporation that 
has not acted on the freight situa- 
tion, although several independent 

(Continued on Page 4, Col. 5) 


because dealers were “wised up” 
during early 1954, when bootlegging 
reached unprecedented proportions. 
Dealers are smart enough now, 
association spokesmen say, 80 
(Continued on Page 42, Col. 1) 


Other Bootleg Stories 


City-by-city reports start on 
Page 40. Case for and against 
bootlegging on Page 2. 


in finding their way down to the | Keys to GM's 50 Millionth Vehicle— 


T. H. Keating (left), general manager of Chevrolet, presents to Harlow H. Curtice, 
The things you get in a medium | president of General Motors, the keys to the corporation’s 50 millionth vehicle— 


lowest-priced cars in each line. 


or high-priced car, which you can’t | a Chevrolet sport coupe, produced Nov. 23. Bright metal parts were 


|, and 


match in the lower-priced makes, | the vehicle later became the center of a civic celebration in Flint. The production 
milestone was observed by open-house celebrations in most GM plants. 


(Continued on Page 17, Col. 1) 


Curtice algo: 

1. Predicted that the industry's 
1955 production of cars for the 
domestic U. S. market would rise 
about 10 percent to 5,800,000, com- 
pared with 1954’s estimate of 5,- 
300,000. 

2. Forecast that 1956 truck out- 
put would “nudge the million 
mark,” compared with about 850,- 
000 year. 

3. rated that GM “sets prices 
only once a year,” indicating there 
will no changes during the 
coming model year. E 

4. Declared that GM will prob- 
(Continued on Page 4, Col, 3) 


Standouts 


union’s whipping boy? 
Page 16. 


Dealer devises a GAW for 
his salesmen, Page 9. 


Colored tires a definite op- 
tion for ’56..“Turnings,” 
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Distribution Chaos or Public Service? .. . 


Case For and Against Bootlegging || 


By Robert M. Finlay 
Managing Editor 
os sound and the fury over 
new-car bootlegging has settled 
down to the point where clear-cut 
ceases can be found on either side 
of the question. 

Alton Costiey, who as chairman 
of NADA’s National Affairs Com- 
mittee, has been at the center of 
NADA efforts to eliminate boot- 
legging, recently gave a detailed 
case against it at the annual con- 
vention of the Georgia Automo- 
bile Dealers Assn. 

Costley summed it up: 
“Hither the source of supply of 


as 
State Road Chiefs 
+ 
9 
Back President’s 
= 
Highway Program 

SEATTLE. — The American 
Assn. of State Highway Officials, 
at its annual meeting here, gave 
enthusiastic support to President 
Eisenhower’s proposal for a greatly 
éxpanded highway construction 
program and recommended “a new 
program with the necessary capi- 
tal expenditures substantially fi- 
nanced by the Federal Govern- 
ment.” 

The states should be responsible 
for the design and construction, 
the association added, and the 
states should “assume cost of main- 
tenance, operation and policing of 
the system, which igs to be con- 
structed to adequate standards,” as 
promulgated by the group. 

The group said a program should 
be adopted so that the interstate 
system and its urban extensions 
would be completed within 10 years 
“to further the national defense 
and the peacetime economy.” 

AASHO also went on record as 
favoring continuance of Federal 
funds for the Federal-air second- 
ary, urban and primary highway 

, less the interstate portion, 
“in at least the same amount as at 
present.” 

In a collateral development, a 
special Governors Conference com- 
mittee, studying President Wisen- 
hower’s highway proposal, recom- 
mended that the Federal Govern- 
ment spend $25 billion in the next 
10 years for interstate highways, as 
well as continue to aid with pri- 
mary and secondary roads. 

Meeting in Chicago, the commit- 
tee declared that the Federal Gov- 
ernment should assume primary 
responsibility for the interstate 
system to guarantee uniformity, 
particularly as long as the Federal 
gas tax remains in effect. 


Business 


Barometer 


Auto Production — 127,580 cars 

and trucks in week vs. 71,731 year 
‘} ago. 

Bankruptcies — 208 in week vs. 
223 in 1953. 

Business Loans—Up in week by 
$29 million. 

Business Population—4.2 million 
companies, unchanged from year ago. 

Business Volume — 102.1 percent 
of 1935-39 index vs. 107.4 year ago. 

Department Store Sales—2 per- 
cent behind last year. 

Freight Loadings — 708,757 cars 
ys. 727,058 year ago. 

National Income—$305 billion in 
1953 vs. $88 billion in 1929. 

Oil Stocks — 267,049,000 barrels 
vs. 270,402,000 week before. 

Steel Output — 79.3 percent of 
capacity, same as week before. 

Wholesale Prices—109.7 percent 
of 1947-49 level, unchanged. 

- 


Common Stocks 

Noy. i 1954 
23 High 
9% 


Low 


9% 


58% 
1% 


Am. Motors 
Chrysler 62% 
GM 92% 
Kaiser 2 

S-P 10% 


Average 35.50 35.27 











bootleggers must be eliminated, or 
you and I will be forced to abandon 
the type of setup that we are ac- 
customed to. Both cannot long en- 
dure together in the same market.” 
* * * 
THE other side of the fence 
are the used-car dealers. A few 
days ago at the annual convention 
of the National Used Car Dealers 
Assn. at Miami Beach, it became 
clear that independent dealers had 
been united by efforts of NADA to 
restrict the sale of new cars. 

As the used-car dealers see it, 
the question is one of free com- 
petition—and the used-car dealers 
intend to provide the competition. 

The used-car dealers see them- 
selves performing a public service 
by bringing new cars into an area 
to fight what they charge are packed 
prices. 

Once used-car dealers appeared 
to be on the defensive. 

* * * 
— new aggressive attitude 
may be traced to: 

1, NADA’s failure to push through 
Congress amendments to the anti- 
trust laws which would permit pen- 
alties against new-car dealers who 
sold new cars to used-car dealers 
for resale. 

2. Statements in opposition to 
NADA’s plan from the Federal 
Trade Commission and the anti- 
trust division of the Justice De- 

nt. 

3. Believing they have the full 
force of the Federal Government 
behind them, used-car dealers have 
instituted antitrust suits against 
new-car dealers, newspapers and 
others, charging conspiracy to re- 
strain trade. 

* * * 


IHESE factors also have had an 

influence on the factory posi- 
tion. While most of the manufac- 
turers have come out in opposition 
to new-car bootlegging, some have 
assigned men specifically to the 
problem, from a legal standpoint 
factories must take the position 
that their hands are tied by failure 
of Federal legislation to permit 
penalties, as well as the stands 


By Bob Sheldon 
Associate Editor 

A= of 1 to 2 percent in 

dealer discounts last week put 
most 1955 Rambler models in a 
class with those of the low-priced 
Big Three. Hudson, as well as Nash 
dealers, will handle the Rambler 
line for 1955. 

Coincidentally, George Romney, 
president of American Motors 
Corp., announced the “lowest 
competitive prices in the indus- 
try” for the ’55 Ramblers. 

Based on a new freight-charge 
formula, the prices of five models 
are up $19 to $64 over last season’s 
counterparts, while those of two 
others have been reduced $2 and 
$22. 

* * *~ 


HERE were these other devel- 

opments last week on the new- 
car price front: 

1, Because of a revision in the 
factory’s provision for excise, 
overhead and handling, Lincoln 
prices were pegged $2 under the 
levels prevailing at the close of 
the 1954 model year. Lincoln ab- 
sorbed a further adjustment in 
freight. 

2. Studebaker jacked up its 1955 
prices $14.12 to $92.25 on 23 out of 
24 models as it got in line with the 
industry's freight cutback. All 
prices, except for one model, re- 
mained below those of 1954, 


HE Rambler discounts now in 
effect are 22 percent and 24 per- 
cent, varying with the model series. 
The so-called quantity discount— 
a form of-bonus, paid on the basis 
of volume of cars sold during a 
model year—has been abolished for 
this make. 
Instead, AMC now is offering a 
flat bonus for each Rambler sold, 
with the size of the payment de- 


Rambler Discounts Up 


AMC Offering ‘Competitive’ Prices, New Bonuses; 
Studebaker Tags Up $14-$92 


taken by FTC and the Justice De- 
partment. 

However, the dealer-of-the-street 
attitude is this: 


Throughout most of the postwar 
period, the situation on bootlegging 
was what might be called fluid. It 
itched more than it hurt. New-car 
dealers were making large profits 
anyway. 

Few in the industry were sure 
who was doing what to whom. Wild 
charges were made on both sides. 
Fighting tactics were incautious. 
Everyone blamed everyone else for 
the problem. 

” * * 
New the blame is fairly well fixed 
and the “bootlegger” is identi- 
fied, although his identity tends to 
become obscured in the heat of 
debate. 

But, at least in the beginning, 
every careful student of the prob- 
lem, including Frederick J. Bell, 
executive vice-president of NADA; 
Charles Freed, president, and Cost- 
ely, starts out by identifying the 
bootlegger as the new-car dealer 
who supplies the used-car dealer. 

They say that the new-car deal- 

er who supplies the market is a 

traitor to his brother dealers, 

while the used-car dealer is mere- 
ly making the most of his op- 
portunity. 

However, after the first careful 
identification, new-car dealer lead- 
ers tend to warm up to their sub- 
ject and soon are calling the men 
who retail the cars, obviously used- 
car dealers, the bootleggers. 

* 


peas or not, it is clear that 
most used-car dealers are not 
interested in selling new cars. 

Most used-car dealers look on the 
used car as the basic American car. 
It offers good transportation at a 
price all can pay. They contend 
that prices on new cars, equipped 
as most buyers want them, have 
moved out of the range of the great 
mass market. 


(Continued on Page 4, Col. 1) 


s 


pending on whether a dealer is 
located in a single-dealer city, a 
multiple-dealer city or a metro- 
politan area. 


In many respects, the Rambler 
discount setup now resembles the 
Chevrolet plan. Except for price- 
leading models, the Rambler’s base 

(Continued on Page 6, Col. i) 






Chrysler Unveils New Army Truck— 


The 155, an experimental all-aluminum Army truck weighing 6,000 pounds 
than conventional models and utilizing a fuel injection system, hydraulic disc 
and ball join suspensions, has been demonstrated by Chrysler Corp. It is an “i 
truck not scheduled for quantity production. Each wheel is individually suspe 
The cab has an open top which can be covered with a plastic cover. The truck 
a waterproof six-cylinder, 200-horsepower, air-cooled engine and is capable of s 


over 60 miles an hour. 


Dispute at Body Plants 
A Threat to Plymouth 


By Joseph M. Callahan 
Staff Writer 


Gros aan of Plymouth produc- 

tion became a definite possi- 

bility last week following ratifica- 
tion by the UAW 
executive board of 
an overwhelming 
strike vote at Chrys- 
ler Corp.’s automo- 
tive body division. 

A union spokesman said that, al- 
though talks with the company 
were continuing, little “tangible 
progress” was being made. Both 
union and management officials 
strongly hinted that the situation 
was becoming critical. 

“Everything has been cleared 
with the International and with 
the membership,” the union 
spokesman “and now 
it’s up to Emil Mazey (UAW sec- 
retary-treasurer) as to when and 
if the plug will be pulled.” 

The automotive body division, 
which consists mostly of the former 
Briggs body plants, makes all 
Plymouth bodies and a few special 
Chrysler bodies. 

* + * 


UESTIONED about the sound- 

ness of calling a strike just 
when Chrysler was getting back 
into production, the union official 
said: 


“Well, we have these problems 
and they have to be settled. We 
couldn’t raise these issues last sum- 
mer when they weren’t making 
cars, could we? You have to go in 
there when you’ve got bargaining 
power.” 

Some of the smaller issues re- 
portedly have been solved. But 
































































































the principal issues, including a 
contract for the office workers 
and the discharge of 25 employes, 
were still unresolved. 

‘A strike also has been voted at 
the DeSoto division by a large mar- 
gin. As yet, the UAW executive 
board has not approved this strike 
and no meetings are being held. 

* * 


Ford Talks Expected 
N CANADA last week the strike 
of 7,900 workers against Ford 
Motor Co. of Canada was continu 
ing, although there were reports 
that talks would resume soon. , 
Involved in the nae which > 
began seven weeks were — 
5,200 at the Windsor (Ont) plant, 
2,600 at the Oakville (Ont.) plant 
and 100 at a Toronto parts depot, 
The strike grew out of the ex 
piration of old contracts and the 
inability of the union and i 
ment to come to new me 
firm has offered a four-cent hous 
raise. 


Pickets in Portland 


ot THE dealership front, pick- 
ets were reported last week at 
two Portland (Ore.) firms, Loder 
Motor Co. (Oldsmobile), and Joe 
Fisher Co. (Dodge-Plymouth). ‘ 
The Loder dispute resulted from 
the union’s insistance that a union 
shop provision be included in the 
new contract for the mec 
employes. x 
Wayne P. Loder, manager of 
the company, said he was oppos- 
(Continued on Page 6, Col. 3) 


sler Output 
Upped 10% to Meet 
‘Flood of Orders’ 


DETROIT.—With production | 
1955 models already over the 
mark, Chrysler Corp. last 
raised its sched- 
uled fourth-quar- 
ter output to 
about 280,000 cars, 
an increase of 
more than 10 
percent over the 
previously an- 
nounced target of 
250, 


Ae AEG 


Daily rate of 
incoming dealer 
orders is more 
than double the O. L. Jacobsen 
current daily output of the com 
pany’s five lines, C. L. Jacobson, 
vice-president, said. 

“Dealer orders for Plymouth 
Dodge, DeSoto, Chrysler and I 

perial passenger cars total 
than, 350,000,” Jacobson gees 
initial orders are being received 
the rate of more than 10,000 via 

Employment in the 
U. S. plants has passed the 
mark, Jacobson said. 
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Wires Pour In from Dodge Dealers— Early to Pre 
R. C. Somerville (left), Dodge sales vice-president, and L. F. Desmond, general sales Because of Thanksgi 
issue of Automotive News 









manager, wade through more than 2,000 congratulatory telegrams from dealers 
following introduction of the new models. According to Somerville, there are short- 
ages in all series, especially in the Lancer hardtop models. Production has been 
stepped up to fill the 91,661 orders on hand, he said. 


press on Wednesday, Nov. 
day earlier than usual. 
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COURSE, automobile dealers 
have recently had some good 
years. We ought to be proud of this 
fact and in no way ashamed. We 
gell a larger volume of merchan- 
dise than any other independent 
business man on Main Street and, 
as it has so frequently been said, 
the purpose of business is profit. 
But recently we have experi- 
enced a blitz year, a giveaway year. 
Let’s make next year a profit year. 
Let’s keep our mind on our state- 
ments, rather than on volume, I 
can’t go along with the idea of hav- 
ing dealers told, “The factory has 
been pretty good to you. You 
shouldn’t mind losing a little money 
in order to let the factory gain the 
top position.” 

Let’s stop and think. Were the 
factories responsible for dealers’ 
postwar profit? Was not all busi- 
ness profitable when we all were 
striving so hard to fill up the 
void in merchandise caused by 
the war? Was it not the condi- 
tion of the economy—not the fac- 
tory —that was responsible for 
dealers’ profit in the lush years? 

A dealer should permanently 
benefit by such a situation and 
keep his finances intact so as to 
weather economic storms, if and 
when they occur. Dealers should 
be cheered for their courage. They 
entered the war with the expecta- 
tion of loss, but with the firm re- 
solve to keep the personal trans- 
portation system of America func- 
tioning when the movement of 
goods and people were so impor- 
tant to the war effort. The auto- 
mobile manufacturers did not have 
to take this chance with their in- 
vestment. While automobile pro- 
duction was cut off, they received 
war contracts that helped to as- 


sure profit. 
= * 


Rewarding Courage 
COURSE, I don’t want to 
take any credit away from the 
manufacturers for the wonderful 
job they did during the war. I 
merely want to point out that the 
dealer situation was more precari- 
ous and that their courage should 
be rewarded. The profits resulting 
from this courage should not be 
dissipated in the battle for per- 

centage-of-price class. 

Neither do I think dealers should 
be disturbed because a lawyer in 
the Justice Department recently 
said to the Senate Committee on 
Interstate and Foreign Commerce: 
“The fact that bootleg sales are so 
prevalent in the automobile indus- 
try may indicate that a large seg- 
ment of the purchasing public 
favors a new method of distribu- 
tion in the automobile industry.” 
The ultimate destiny of our trade 
will be determined on economics, 
father than the opinion of a gov- 
emmMent lawyer who probably has 
had little experience in business, 
let alone our business in particular. 


As we enter the postwar mer- 
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Washington Column 


Dealers tell me 


By John 0. Munn 


chandising era, the cost of dis- 
tribution will always be chal- 
lenged. This is as it should be. 
We embrace every cost-reducing 


program in manufacturing and 
every attempt will be made not 
only in our industry but im the 
whole field of commerce to cut 


Never fear. There never will be 
a supermarket of selling all makes 
of cars. Cars are not a commodity. 
They are a capital investment. 
They are a specialty. A customer 
comes in the market not daily or 
even not yearly. To keep our fac- 
tories going requires. a specialty 
sales effort. 

This trade has had experience 
with supermarkets. They were fail- 
ures. Away back when used cars 
became a factor in this trade, in a 
great many towns automobile deal- 
ers got together, reconditioned their 
used cars in one shop and placed 
them for sale in a big supermarket. 
It just did not work, and the su- 
permarkets soon passed out of the 
picture in favor of individual deal- 


erships. 
~ * 


Store Tax Threat 


OST factories tried direct sell- 

ing many times in the past. 
That, too, was a failure. It was the 
reason why some manufacturers 
passed out of the picture. If the 
factories would attempt direct sell- 
ing again, chain store tax would 
probably be passed in every state 
at a rate to more than equal the 
present dealer discount. 


Automobile retailing—made up of 
thousands of individual independ- 
ent business men—will always be 
subject to forces and events which 
are beyond their individual power 
to cope. Permanence and profit de- 
pend on good management and 
conducting their individual institu- 
tions in public interest. We must 
not be thrown away from our goal 
by taking stock in the opinion of 
one individual, even though he may 
be a high government official. 
Neither should we knowingly suffer 
a loss for the benefit of our source 
of supply. 

But to correct conditions, which 
are beoynd our individual control, 
we must look to local, state and 
the national associations. We 
must continue to support them 
vigorously with membership, ac- 
tion and money. It’s the trend of 
the times. Whether we like it or 
not, in our present economy pres- 
sure groups and economic power 
will continue to exercise great in- 
fluence on us as individuals. Our 
trade must match this power by 
tight organizations, including all 
dealers, to assure that these great 

(See MUNN, Page 6, Col. 5) 


New Officers and Trustees of Ohio Dealer Organization— 


Gathered for their first meeting are recently elected leaders of the Ohio Automobile Dealers Assn. Front row (from left): Fred 
Pond, Mount Vernon; Frank Link, Sandusky; Kelly Dunn, Port Clinton; H. K. Raney, Dayton, and Dan D. Gross, Moline, trustees; 
Birkett L. Williams, Cleveland, NADA director; Walter Grabski, Cleveland; L. J. Trautman, East Palestine, and O. D. Wearley, 


Toledo, trustees. 








Second row: Walt R. Hamer, Columbus, executive secretary; D. C. Corbin, Akron, president; Robert H. Eddy, Toledo, retiring 
president; E. A. Molenske, Youngstown, and Edgar G. Planck, Columbus, vice-presidents; Lynn B. Timmerman, Lima, secretary; 
Frank E. Williamson, Marietta, treasurer; E. H. Sale, Ashland; George G. Llewellyn, Lorain; A. F. Schatz, Defiance, and Arden 


Ruttan, Kent, trustees. 


Bacx row: G. Robert Fellows, Steubenville, trustee; A. E. White, Columbus, NADA director; William A. McCoy, Wilmington; 
M. R. Purdy, Van Wert; Chester C. Adams, Cadiz; Glenn C. Teegardin, Troy; Ralph W. Yontz, Cuyahoga Falls; James Berry, 
Cleveland; W. J. Sander, Cincinnati; Clifford Jacobs, Cincinnati; Clyde Frost, Mechanicsburg, and Harry Burnsteen, Wooster 


trustees. 





N. C. Bootleg Sales 


Put at 1,761 for °54 


RALEIGH, N. C.—A total of 
1,761 cars was sold in the state 
by non-franchised dealers this 
year through Nov. 19, according 
to the North Carolina Automo- 
bile Dealers 


‘The breakdown is as follows: 
Cadillac, 38; Chevro- 





Louisville Dealers 
Reelect MacLean 


LOUISVILLE.—W. H. MacLean, 
of George Byers’ Sons (DeSoto- 
Plymouth), has been reelected 
president of the Greater Louisville 
Automobile Dealers Assn., which, 
at the age of one year, represents 
28 of the 32 dealers in Louisville. 

Other officers are J. A. Dishman, 
of Tri-City Oldsmobile Co., vice- 
president, and C. F. Smith, of C. F. 
Smith Motor Co., secretary-treas- 
urer. 


Directors named to two-year 
terms are Darrell Swope, of Koster 
Swope Buick Co.; Glenn Van Slyke, 
of Louisville Motors (Ford); Carl 
O’Daniel, of O’Daniel Motors 
(Studebaker), and Smith. 





‘Quartet Helps Inaugurate R. |. Dealership— 


At hand for the opening of Motorville, new DeSoto-Plymouth dealership in Provi- 
dence, R. |., were the Billy Williams Quartet and three New York models. Standing, 
third from left, is Melvyn Brodsky, president, and seated at desk, Sumner Pomeranz, 


vice-president. 


Just Like Old Times .. - 


Cars Scarce Again 
For Many Dealers 


By Robert M. Lienert 
Associate Editor 
A GROWING problem—of pleas- 
ant proportions — last week 
faced more and more new-car 
dealers. 

For the first time in two years, 

they were finding 
it difficult to get 
enough new cars 
to deliver to clam- 
oring buyers. 

While reports of discounting 
tended to indicate that some deal- 
ers might be forcing sales, the fact 
remained that retail orders so far 
are outdistancing factory deliveries. 


NUMBER of dealers said last 
week that they were reminded 

of the late 1940s, when big crowds 

pushed in to see the first major 
postwar model changes. A few said 
public interest this fall is in a class 

by itself. 

Much of the sales activity 
stems from pentup demand 


New-car excitement broke loose 
with the introduction of '55 Stude- 
bakers and began to boom with the 
debuts of Chevrolet and Pontiac. 
Introduction of the long-awaited 


model is introd faced ; 





(Monthly Sales Tables, Page 42) 





Plymouth Belvedere lines and on 
the Pontiac Catalina models. 


One dealer said he figured there 
weren’t too many flakes among the 
crowds in his showroom. He said, 


“I've noticed that people aren’t 


just coming in for five minutes. 
Some of them are staying for 
hours. It’s more like an auto show.” 


looks like they were all waiting for 
the '55s.” 


+ * * 


AN. UPPER Midwest dealer said, 


“People have been asking lots 
of questions. They seem to be more 
product conscious—want to know 
what they’re getting.” 


Despite flourishing sales, reports 


of some discounting continue. 





— 
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Distribution Chaos or Public Service? .. . 


Case For and Against Bootlegging 


(Continued from Page 2) 


eran of them—want nothing to 
with the sale of new cars. 

However, in some areas and un- 
der some circumstances, the new- 
car is attractive to used-car dealers. 
This group is said to be getting an 
increasing share of the new-car 
business. 

The two groups once were at odds 
over the sale of new cars, but at 
the NUCDA convention they found 
that for the first time they were 
united on this question. 

By resolution, NUCDA asserted 
that while it sought cooperation 
with other industry groups, it would 
fight to keep alive free competition 
in the auto business. 

+ * a 


wcceas general counsel, Joseph 
B. Danzansky, who, inciden- 
tally, is representing used-car deal- 
ers who are suing a group of Wich- 
ita (Kans.) new-car dealers under 
antitrust laws, puts NUCDA’s stand 
this way: 

“Where used-car dealers obtain 
new cars legitimately and retail 
them legitimately, they have a per- 
fect right to the business. As be- 
tween the new-car dealer and the 
used-car dealer, it is simply a mat- 
ter of who does the best job of 
merchandising.” 


ponents of either side of this 
question go to the same church, 
operate in the same market in 
Atlanta and are now brother new- 
car dealers. 

One is Costley, who in his study 
says that the basis of new-car boot- 
legging is profit, that it threatens 
auto distribution as we know it, 
and that it can be stopped only by 
shutting off the source. 

The other is James C. Downing, 
a former U. S. economist who has 
operated for a year as a new-car 
dealer, but who was a leading figure 
in the growth of the national used- 
car dealer organization and once 
served as NUCDA’s president. 

(Downing backs the cause of the 
used-car dealer only in a theoretical 
sense. As a new-car dealer he is 
not engaged in selling new cars out- 
side his own line.) 


oe . said that freight dif- 
ferential, over-production and 
maldistribution contribute to some 
extent to bootlegging, but in his 
view the prime cause is a “quick 
buck.” 

Used-car dealers interviewed at 
the NUCDA convention grant that 
profit is at the bottom of this as- 
pect of the business, as it is with 
any aspect, but from there on out 
they fail to see eye to eye with the 
new-car dealers. 

For example, how does the 


Editorial 


Page... 


hereafter will be on Page 12. 





ne neers aa ee 


or ae hand from a new-car 
, while the new-car dealer 
mara direct from the factory? 
New-car dealers had contended 
before freight adjustment by fac- 
tories that the differential opened 
the way, since the used-car dealer 
could towbar at a cost less than 
the charge made by the factory. 
Costley said that the standards 
of operation required of a new-car 
dealer adds about $200 in overhead 
to the cost of a car which he retails, 
while the used-car dealer retails 
with an overhead of only $25 a car. 
* 


H® CITED a hypothetical case of 
a small Georgia new-car dealer 
with a sales expectancy of 10 cars 
a month. Suppose, Costley says, he 
sells these cars in his area at nor- 
mal profit and winds up with a 
profit of $1,000 a month. 

Then, said Costley, suppose he 
convinces the. manufacturer that 
he is a great merchandiser and can 
sell another 25 a month. 


With his normal profit and ex- 
penses already covered, he can 
sell these with no overhead to a 
used-car dealer outside his area 
for $50 over cost. Thus he can 
more than double his normal 
profit with a little finagling. 

The used-car dealer, paying $50 
over cost and $25 overhead per car 
can still beat the franchised dealer 
by $100 a car. 

+ * * 
T’S how the new-car dealer 
sees it. Used-car dealers don’t 
agree. Downing contends that the 
standards of operation which Cost- 
ley speaks of are largely service 
buildings and equipment. 

But, says Downing, if the new- 
car dealer does a good job of serv- 
icing cars, his service profits will 
cover his fixed expenses and on 
overhead he will be in a competi- 
tive position with the used-car 
dealer. Downing says his service 
absorption is 106 percent. 


Used-car dealers generally con- 
tended that the key to profitable 
new-car sales by used-car dealers 
is not freight or overhead but 
packed prices on the part of deal- 
ers in some areas. 

“It gets down to this,” one dealer 
said, “packed prices leave a mar- 
gin for free enterprise on the part 
of the used-car dealer, and he is 
performing a public service by pro- 
viding competition.” 

* * * 
OST manufacturers have come 
out publicly in opposition to 
new-car bootlegging. 

However, used-car dealers (as 
well as some new) are somewhat 
dubious of factory sincerity when 
it comes to a sales race. 

One used-car dealer contends that 
a dealer for a top-selling line has 
a reputation for selling more cars 
out of state than any other. Shortly 
after his factory publicly opposed 
bootlegging, it appeared that he 
was in danger of losing his fran- 
chise. Yet that storm blew over 
and several months later this dealer 





K. C. Club Peeks Behind '55 Curtain— 


A private new-model preview for the Mercury Club of Kansas City was given by 
Jackson Motors, Inc. (Dodge-Plymouth). Roland H. Record is president of the dealer- 


ship, 





was given an additional franchise 


* * * 


 anererns where the independent 
spirit is still high, is one of the 
strongholds for used-car dealers 
selling new cars. 
Tom Blundell, manager of the 
(Continued on Page 8, Col. 1) 





37th Annual Turin Show 


To Run Apr. 20-May I 
TURIN, Italy.—The 37th Inter- 

national Motor Show of the 

Italian Automobile Manufacturers 


Assn. will be held Apr. 20-May 1 
at the Salone Internazionale Dell’- 
Automobile here, it was an- 
nounced last week. 


Corso 
raris 61, Torino (Torino), Italy. 








Brunswick Chevrolet in New Home— 

More than 6,000 persons attended the three-day opening ceremonies of the new 
25,000-square-foot building of Brunswick Chevrolet Co., Lawrenceville, Va., coinciding 
with the announcement of the new models. Robert S. Watkins is general manager. 


Curtice Looks to Congress 
For Bootleg Answer 


(Continued from Page 1) 
ably build its second 50 million | new cars actually meant about one 


vehicles by 1968. 
+ ” + 

SKED about GM’s current 52 

percent share of new-car sales, 
Curtice said his company has no 
plans to retrench from its goal of 
“a fair share of the market.” 

“We can’t cut production and 
discriminate against the people 
who want to buy a car of their 
choice,” Curtice said. 

He expects Chevrolet “will 
maintain its traditional leader- 
ship in the low-price field during 
1955” and said Chevrolet will 
continue to build its Corvette 
with a plastic body. 

He predicted that horsepower 
will be increased gradually in GM’s 
cars as the engineers “get more 
economy out of our present good 
engines.” 

+ * 

ITING America’s “desperate 

need” for better highways, Cur- 
tice praised President Eisenhower’s 
proposal for a $50 billion interstate 
system. 

He refused to discuss the 
UAW’s guaranteed annual wage 
proposals, saying he prefers to 
negotiate labor contracts across 
the bargaining table and not in 
headlines. He did comment that 
the consumer will be the determ- 
ining factor on seasonal buying, 
not management or labor. 
Replying to recent criticism, 
Curtice noted that GM “has been 
awarded no new defense projects 
since President Eisenhower was 
inaugurated.” As a result he ex- 
pects GM’s defense business “will 
decline importantly” in 1955. 

* * * 

Sag A talk carried by special tele- 

vision and telephone hookups to 
civic luncheons Tuesday in 65 ci- 
ties across the nation, Curtice de- 
clared that the national economy 
“ig showing renewed strength” and 
that he is “optimistic about busi- 
ness in ‘general for the next calen- 
dar year.” 

In praising the work of employes, 
suppliers and stockholders in pro- 
duction of the 50,000,000 vehicles, 
Curtice had this to say about GM 
dealers: 

“Highly important as members 
of the team are our 18,000 dealers 


hundred and fifty million sales.” 
a * * 


4 bw Flint celebration began at 
9:45 am., Nov. 23 when the 
body of the car designated as GM’s 
50 millionth—a 1955 Chevrolet Bel 
Air sport coupe—was lowered onto 
the chassis at the “body drop” point 
on the Chevrolet assembly line. 
Hardware of the historic car was 
gold-plated and other parts were 
painted gold. 

Headed by Curtice, top GM ex- 
ecutives and over 100 newsmen 
from across the nation followed the 
car down the final assembly line 
to its completion. Curtice spoke 
briefly to employes in the Chevrolet 
plant. 

An hour-long parade featured 
18 floats, golden cars or trucks 

representing all GM passenger- 
car and truck divisions and 
marching units. 

An eight-car “golden train,” 
pulled by a gold-painted GM 
Electro-Motive Diesel locomotive, 
carried 300- civic and industrial 
leaders from Detroit to Flint, where 
they watched the parade with Flint 
leaders from reviewing stands. 

The parade terminated in down- 
town Flint at the IMA Auditorium, 
where 1,200 guests attended a civic 
luncheon. They watched a 10- 
minute “Ballad of Progress” show 
with a New York cast of singers 
and dancers, and heard a talk by 
Curtice. 





Cars can only be produced about Joins Packard— . 


as fast as they are sold to custom- 
ers. Without sales, production stops. 


More Makes Join i 


In Cutting Freig nt 
To Distant Points. 


truck makers have yet to alt 
their freight —— % 
* 
Amc last Pe ‘eae thae’ 
new maximum freight charg 

of $135 had been set on the Ram. 

bler for Nash and Hudson dealers 
Last year’s maximum charge fo 

the West Coast for the Nash Ram. | 

bler was $224. Maximum savings 

under the new setup, therefore, 

be $89. 


ranges 
the factory in Kenosha, Wis. , 
While portions of Florida are ag 
far away, the freight rates 1 
are unchanged because they f, 
under the $135 maximum. 
AMC did not indicate wh 
freight charges on bigger Nash 


that they would have to be changed 
to conform to competitive preg 
sures. Announcement is expected 
when the remaining AMC ’55 mod. 
els are introduced. 
* - * 

Grusssaken, after lengthy 

study of the situation, also re 
vised 
week. 

New Studebaker maximums 
are $140 on the Champion 
$159 on the Commander 
President. Last year’s 
charges to the most - dist 
points were $253 on the Ch 
pion and $297 on the Ce 

As a result, comparative - sa’ 
under the new rates are $113 


its freight structure last 


the Champion and $138 on the Com é. 


mander. 

Studebaker’s new maxienuall 
not computed on a strict miles 
basis. A spokesman explains 
new setup this way: 

“In cases where freight last 
Was less than the new maxi 
the old charges will apply. In 
where charges were greater | 
year, the new maximum cha 
will apply.” a 

N PRACTICE, this area of t 

sition falls approximately 


oo 


miles from the Studebaker plant @ 


South Bend. 

The Rambler maximum of $1 
and the Studebaker Champia 
maximum of $140 compare W 
$139 for Ford, $140 for Chevrol 
and $141 for Plymouth. ¥ 

The Studebaker Comma 
maximum of $159 compares 
$162 for both Pontiac and Dodge 
and $168 for the Oldsmobile 88, ~ 

Lincoln, which participated _ 
the original Ford Motor Co. 
revision of Oct. 21, put further 
visions into effect last week. = 
new freight tables reduced the 
maximum freight charges progres 
sively by as much as $49. This was 
in addition to the maximum cut of 
$125 announced in October. 


INCOLN’S second revision 
plies in areas more than 
miles from the factory. Average 
maximum charges, to the most-dis- 
tant West Coast points, are $19 

under the new plan. 

With the preliminary re 
they had been $244 and the 
inal 1954 maximum charge 
been $369. Savings on the Lincoln 
now average $174 from the orig- 

inal 1954 rate. 

Lincoln’s new maximum of $1% 
compares with $197 for the Chrys 
ler New Yorker and Imperial and 
$200 for Cadillac. 


A SmConD ikea of freight te 
visions on the Mercury is 
ticipated this week when the 
models make their cote, ‘s 
New maximum sp : 
on Dodge " tracks wel 
put into effect oo Monday (¢ 
22) by the factory. They are 
fective in the 11 westernm 
states. ; 


The new maximum is $140 of 


Lee's Packard in. Jamaica, N. Y., is| half-ton pickup and $210 on 
the newest Packard dealership there.| two-ton chassis-cab model. 1 
Furthermore, two used cars have | shown (from left), are Lee Feore, presi-| prices are identical with # 
to be sold for each new-car sale.| dent; Lee Feore jr., vice-president, and| freight charges on Chevrolet 4 
Thus, the production of 50 million ' J. J. Hallinan, assistant zone manager. M 


C trucks, 
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1955 PRODUCTION 
UNDERWAY! 


Dealer Organization Grows! 


The power to build and the power to sell . .. 
both are being increased at Packard, as a 
result of the company’s great program. Meet 
afew of Packard’s newest dealers: 


Ralph Gorelick signs the franchise (upper left . 


hoto) for Burton Motor Sales, Inc., in 
Wayne, Michigan. Ross Schroeder, left, is the 
Packard representative. 


E. A. Root signs as new dealer in Ladysmith, 
Wisconsin. (Upper right.) Seated with him 
is Dewey Manning, Minneapolis zone man- 
ager; standing, Walter Peterson, Jr., district 
manager. 


leo Feore is president of Lee’s Packard in 
Jamaica (Hollis), New York. (Lower left.) 
Packard zone official, J. J. Hallinan, is seated 
with him. Standing is Leo Feore, Jr., vice 
president of the new dealership. 


James Abernathy, center, is congratulated 
by A. R. Marzelli, zone manager, and James 
Marooney, right, district manager. He’s the 
new Packard dealer in Willimantic, Conn. 


Two Leading 
Citizens! 


PACKARD DEALERS are leaders in their 
communities. Another honor has come 
to General Joe Foss, right, Marine Ace 
of World War II and Packard dealer in 
Sioux Falls, South Dakota. In the recent 
elections, he was chosen governor of the 
state. On the far right, Packard dealer 
James Gorman is shown presenting a 
new Packard Clipper to Stuart V. Reed, 
Superintendent of Schools in Summit, 
N. J., for use in student driving training. 


UE aE a) 


A Good Franchise for Today...and Tomorrow 







Packard Precision 
. Jest! 


ULTRA-MODERN MANUFACTURING LINES 
at the company’s new engine and transmis- 
sion plant north of Detroit began to hum 
last week as 1955 models went into produc- 
tion. At left, a quality control engineer 
checks a camshaft as it moves along the 
line. At the same time, Packard’s new car 
body and final assembly facility in Detroit 
is being geared for production of all-new 
Packards and Clippers. Also making sub- 
body assemblies, this plant is the first such 
combination operation in the industry. 
More proof of Packard progress! 
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a System Revised ... 
Rambler Discounts Up 
In Competitive Bid 


(Continued from Page 2) 


Plymouth Cites: 


Virtual Sellout 
Following Debut 


DETROIT. — Plymouth dealer 
virtually sold out their initial shi 
ments of 1955 cars in the first th 
days they were on public sale, Wij. © 
liam J. Bird, sales vice-president, ~ 
said last week. He added that ne 
shipments of cars were enroute to 
all dealers and that production & 
up to schedule to meet dealer ¢ 
mand. 


and retroactive discounts, as well|trimmed to $129 from $155.90. 
as the manner in which they are/| Multi-Luber, a new option, is $43. 
computed, are similar to those nor- 





mally awarded by Chevrolet. 
* * o 
anane AMC’s new price struc- 
ture for the Rambler, Romney 
departed from a time-honored cus- 
tom of auto makers, and referred 
to his competitors by name. 
Rambler prices are lower in 
Sear sumiees Ford, cuavte- 
‘0 
let and Plymouth models. 

Prices begin at $1,585 for the 
Rambler Deluxe two-door sedan, 
making it the lowest-priced Ameri- 
can-built car, Romney declared. It 
is $100 lower in cost than any other 
sedan on the market, he said. 
(Chevrolet has a two-door sedan at 
$1,685.) 

The corresponding '54 Rambler 
sold for $1,550. Romney explained 
that the price hikes made in the 
Rambler line were “due to freight 
charges, product equipment changes 
and product improvement, and in- 
creased dealer discounts.” 


E SAID, however, that a strong 
price position could be main- 
tained for the Ramber because: 
Competitors had boosted prices. 
AMC had effected economies 
through various facets of the Nash- 
Hudson merger. 

AMC’s freight equalization 
took advantage of a Wisconsin 
plant site, 200 miles nearer the 
West Coast than the FOB point 
used by other makers. 

a rise in Rambler 


AMC 
sales that would enable it to attain 
volume production efficiency equal 
to that of the largest producers. 
Romney said that optimum pro- 
duction efficiency could be found at 
a rate of 800 to 1,090-cars a day. 


Auc is looking for sales in- 
creases, Romney said, in the 
doubling in size of the Rambler 
dealer organization and in an an- 
ticipated swing to cars of the Ram- 
bler type brought about by traffic 
congestion, the growth of suburban 
living and the ascendancy of mul- 
tiple-car families. 

The. prices announced by Lin- 
coln, though off $2 from the late 
1954 schedule, actually represent a 
$26 net gain over the prices used 
during most of the 54 model run. 
The ’54 prices were raised $28 at 
the time of Ford Motor Co.’s first 
freight-fee realignment in October. 

7 * - 


p Aer week, another freight ad- 
justment was instituted for 
Lincoln, with charges on cars de- 
livered more than 1,500 miles from 
Detroit reduced progressively as 
much as $49. 

Lincoln power steering has been 


Dodge for Waters— 

William E. Waters (right), former gen- 
eral manager of a DeSoto-Plymouth deal- 
ership in San Francisco, signs a Dodge- 
Plymouth franchise. With him are S. ©. 
Ransom (left), Dodge San Francisco re- 
gional manager, and David Greer, city 
manager. ; 





Though spanning a wide range, 
most of the increases made in 
Studebaker’s 1955 prices top the 
$50 mark. One model—the Cham- 
pion Deluxe station wagon—was 
reduced $9.36. 

Studebaker started off its 1955 
model year with a price slash, and 
all save one of the adjusted ’55 
prices were $17.05 to $246.98 below 
the 1954 prices, even after the 
freight equalization was figured in. 

* * 


Tous one price which went up— 
that of the Champion Regal 
station wagon — is $16.26 higher 
than its 1954 counterpart. 

C. K. Whittaker, vice-president, 
said that the new adjustment 
kept Studebaker prices on all 
models in the same relationship 
to competitors as existed before 
the round of freight-realignment 


programs. 

Whittaker wrote dealers that 
“after giving effect to these price 
and transportation adjustments, we 
find that the very favorable com- 
petitive position we have enjoyed 
since the introduction of our 1955 
models is fully retained in all parts 
of the country.” 

Studebaker, he said, has pro- 
duced on overtime since Oct. 25 in 
an effort to keep up with demand 
and “has plans at the earliest pos- 
sible date to increase the daily out- 
put rate.” 

+ + + 
POLLO ING is a complete list 
of the new and old advertised- 
delivered prices for Lincoln, Ram- 
bler and Studebaker: 


Lincoln 
CUSTOM 
MODEL 1955 1954 
4-door sedan ........ $3,563.00 $3,565.00 


Convertible vente 4,071.50 4,073.50 
Rambler 
DELUXE 
MODEL 1955 1954 
4-door sedan ........ $1,695.00 None 
2-door sedan ........ 1,585.00 $1,550.00 
SUPER 
4-door sedan ........ $1,798.00 $1,300.00 
2-door sedan ....... 1,683.00 1,705.00 
Hardtop ................ None 1,805.00 
2-door stat. wag... 1,869.00 1,805.00 
CUSTOM 
4-door sedan ........ $1,989.00 $1,970.00 
Hardtop ................ 1 1,955.00 
Convertible .......... None 1,985.00 
2-door stat. wag. None 1,955.00 
4-deor stat. wag. ~ 2,098.00 2,055.00 

~~ 
Studebaker 


CHAMPION CUSTOM 


MODEL 
4-door sedan ....... $1,783.24 $1,730.00 
‘| 2-door sedan ........ 1,741.02 1,685.00 


asics $1,885.16 $1,830.00 
2-door sedan ........ 1,840.55 1,780.00 
5-pass. coupe ........ 1,874.50 1,845.00 
Station wagon ...... 2,140.64 2,150.00 

CHAMPION REGAL 
4-door sedan ..... $1,925.00 
5-pass. coupe ........ 1,974.50 1,945.00 
Hardtop coupe 2,128.76 2,085.00 
Station wagon ...... 2,311.59 2,255.00 
COMMANDER CUSTOM 

4-door sedan ........ $1,918.72 $1,835.00 
2-door sedan ........ 1,873.00 1,790.00 


2-door sedan ........ 1,969.03 1,885.00 
5-pass. coupe ........ 1,989.00 1,950.00 
Station wagon ... 2,274.12 2,260.00 
COMMANDER REGAL 
4-door sedan ........ $2,127.25 $2,035.00 








S. C. Dealers Join in Road Planning— 


City and state officials gathered with General Motors Club members in Columbia, 
S. C., fo study a statewide highway expansion program. Shown (from left, seated) 
are Claude R. McMillan, the state’s highway commissioner; R. T. Clarke sr., president 
of Central Chevrolet; Gen. Riley Ennis, commanding general of Fort Jackson, and 
C. G. Vogell, president of Mutual Motors. Standing: J. A. Cochran, safety director 
of the South Carolina Automobile Dealers Assn.; Francis M. Riordan, branch manager 
of GMAC; W. E. Hancock sr., president of Hancock Buick Co.; J. Clarence Dreher, 
mayor, and Gordon C. Campbell, state manager of Motors Insurance Corp. 


Dispute at Body Plants 
A Threat to Plymouth 


(Continued from Page 2) 


the instant employer under the 
board’s direct outflow standard set 
forth in the Jonesboro case be- 
cause, so long as $100,000 worth of 
cars crossed state lines, we find no 
substantial difference between the 
out-of-state dealers picking them 
up at the employer’s lot and the 
employer delivering them outside 
the state.” . 

This 8-to-2 division on the la- 
bor board, which most often 
favors management in close deci- 
sions, may disappear next month 
when Beeson retires from the 




























whether a man can do his work.” 

The Fisher disagreement also in- 
volves the absence of a union shop 
clause. Fisher employes reportedly 
accepted a contract in September 
which did not have the clause. But 
the local AFL Automotive Council 
refused to approve the contract 
and the council began picketing. 

Fisher has announced that his 
employes have petitioned the Na- 
tional Labor Relations Board for a 
decertification election. He said 
that 95 percent of his employes 
now are on the job. 

+ + * 

- NEW YORK, 12 dealers have 

received letters from the AFL 
Teamsters informing the dealers 
that the union represents their 
salesmen and asking them to nego- 
tiate a contract. A number of pre- 
liminary meetings have been held 
but no contracts have been signed. 


Beeson, appointed last February 
to serve out an unexpired term 
over labor objections, announced 
shortly after the November elec- 
tions that he would not be able to 
accept the nomination for a new 
term. 

x * * 
Ts two most likely possibilities 
regarding this open appoint- 
ment are: 

1. That President Eisenhower 
will appoint a middle-of-the-road 
board member who would be ac- 
ceptable to the new Democratic 
Senate. 

2. That the President and the 
Senate will not agree on a candi- 
date, thus leaving the board un- 
filled and producing prolonged 
stalemates on all but the most non- 
controversial issues. 

Meantime, in Port Washington 
(N. Y.), Local 259 of the CIO Auto 
Workers lost an election, 14-0, 
among the shop and service em- 
ployes of Russell Buick, Inc. 


The union took the action after 
being told by the local board that 
Davison was outside NLRB juris- 
diction. 


* + * 

NLRB Speaks Outs 
AST week the NLRB released 
two opinions in the Don Homer 
Chevrolet Co. (Detroit) case which 
to some extent typifies the think- 
ing of the present board regarding 
dealership jurisdiction. Homer was 
ruled outside NLRB jurisdiction by 

a 3-2 vote. 

A majority of the board—Chair- 
man Guy Farmer, Philip Rogers 
and Albert C. Beeson—concluded: 

“As we no longer use the ‘fran- 
chise yardstick’ to assert juris- 
diction over automobile dealers, 
and as the employer’s commerce 
data does not meet any of the 
other board established criteria 
for the assertion of jurisdiction, 
We grant the employer’s motion 
and dismiss the ition.” 

In a dissenting opinion, Members 
Abe Murdock and Ivar Peterson, 
declared: 

“We disagree with the dismissal 
of the petition in this case. It is 
clear from the record that the 
$230,000 worth of the employer's 
wholesale sales of used cars were 
made to out-of-state dealers who 
accepted delivery at the employer’s 
local used-car lot in Detrott. : 


"ES THESE circumstances, we 
would assert jurisdiction over 


Palatka (Fla.) Dealers 
Set Up Association 
PALATKA, Fla. — A dealer as- 
sociation has been activated in the 
Palatka area. 
Elected as president was Wade 
D. Philips. Named vice-president 


was R. G. Williams, and secretary- 
treasurer, H. T. Hickenlooper jr. 





Latest 


Auction Prices 


An earlier press deadline, due 
to the Thanksgiving Day holi- 
day, makes it necessary to omit 
the usual report on the Detroit 
Apteo auction prices this week. 
This regular feature will be back 
next week. 








Employes— 4 
1955 Chrysler Corp. models was held for ef 



















Bird called the introduction 
the 1955 Plymouth the “most gs 
cessful in the history of the cg 
poration.” More people saw 
cars, more orders were placed 
more cars were delivered than 
any previous announcement day, he © 
said. 

He estimated that 90 percent 
the cars originally displayed 
been sold within three days. 

Bird said Plymouth was now Pro~ 
ducing more than 2,500 cars per 
day, and productioin was | 
to exceed 3,000 daily within 
near future. 

“We believe we are going to 
to get our production pretty 
peak level and keep it there, 
cause there is every indication 
we have a very hot car this 
Bird said. 
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Munn 
(Continued from Page 3) . 
forces will not interrupt “ 
progress. 2 
Several months ago I suggested 
means of encouraging dealerg 49 
join up and maintain membe 
in their organized groups. Since 
then I have received considerable 
correspondence on the best : 
of selling dealers on the value of 
acting unitedly through their elect 
ed leaders..I received such a 
gestion from Ralph E. Cay 
secretary-manager of the 
gomery County Automotive Deak 
Assn., located at Dayton, O. If 
ommend to you his version of “The 
Emblem of the Automotive D 
Assn.” which follows: ea 

“I am the ‘Insigne’ of an Ap 
sociation of Franchised New Aw 
tomobile and Truck Dealers, ¥ 
recognize and respect their 6 
ligations to the citizens of the 
community. 

“I am a ‘Symbol’ of Fair Trade” 
Practices and represent ony 
those dealers who are pledged 
upon their honor to uphold these 
practices. 

“I am a ‘Shield’ for the C 
tomer against unfair and 
tionable business tactics. 

“I am ‘Representative’ of the 
Courtesy, the Friendliness and 
the Extra Service that is 
monplace between the local 
chant and the customer. : 


National Econemy, joining — 

from Manufacturer to ——_ 
“Indeed, I am the 2 

plays me—that Dealer or 

our Nation’s Industry—truly 


“I am ‘Symbolic’ of that 
portant link in the chain of | 
gether the source of the product 
and the ultimate Consumer= 
from Dealer to Buyer 
Neighbor to Neighbor. 

the Franchised New Au 

and Truck Dealer who so 
Business Man’ who has been k 
regarded as the ‘Back-bone’ 
integral part of our system 
American Free Enterprise.” 
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MECHANICAL “COPY TESTER” used in leading Philadelphia department stores! 


Here’s a copy tester without a peer (apolo- 
gies herewith to Messrs. Gallup, Robinson 
and Starch!) It’s the machine that tallies 
each day’s sales in Philadelphia’s depart- 
ment stores. And because these stores 
demand fast action every selling day, their 
FIRST choice is THE INQUIRER. 


And THE INQUIRER stands FIRST in ek cite tee 
national advertising, retail advertising, classi- DELAWARE VALLEY, U.S.A. 
fied advertising and total advertising. Good top national average 


Retail sales per family in Delaware 
reason then for THE INQUIRER to be Valley, U.S.A. are 4.6% higher than 


FIRST on your schedule in America’s national average. Here, 2.9% of 


U.S. population accounts for 3.1% of 
3rd market! total retail sales. 


The Philadelphia Prguiver 


The Voice of Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: 


NEW YORK CHICAGO 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH 
342 Madison Ave. 20 N. Wacker Drive 
Murray Hill 2-5838 Andover 3-6270 


West Coast Representatives: 


DETROIT SAN FRANCISCO LOS ANGELES 
GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 

Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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Bootlegging Debate: 
Chaos or Service? 


(Continued from Page 4) 


Texas Independent Dealers Assn., 
asserts that there is a good eco- 
nomic reason for this. 


Irv Rubin, a Cleveland used-car 
dealer, says “they'll never stop used- 
car dealers from handling new cars 
as long as new-car dealers in single- 
point towns pack prices.” 

The used-car dealers, Rubin con- 
tends, provide competition in the 
public interest. 

Used-car dealers also report that 
there is a trend among newspapers, 
which once denied them the right 
to advertise new cars for sale, to 
open up their columns. 

+ * * 
~CAR dealers have not closed 
their eyes to their own sins in 


GM Looks to Sale 
Of Million Auto 
Air Conditioners 


DAYTON.—The number of Gen- 
eral Motors cars sold with air 
conditioning will pass the million 
mark in the next six or seven years, 
Mason M. Roberts, Frigidaire gen- 
eral manager, estimated last week. 

Frigidaire is producing a new 
combination cooling and heating 
_—_ for 1955 Chevrolet V-8 


“ew its compactness and 
ease of installation, the unit repre- 
sents a tremendous forward stride 
in the auto air-conditioning busi- 
ness, Roberts declared. 

Roberts said a recent survey 
revealed that of the motorists own- 
ing cars equipped with air condi- 
tioning, 97 percent said they would 
get it in their next car. 

During the past two years, 
Roberts said, the industry hag sold 
about 125,000 units. 


Fisk Announces 
Tubeless Tire 


DETROIT. — A tubeless tire, 
priced the same as a conventional 
casing and tube combined, has 
been announced by Fisk division of 
United States Rubber Co. 

Bach cord in the tire is saturated 
with latex and each ply of cords is 
coated with a bonding agent. The 
tire also has an air-tight liner made 
of butyl. 

Company officials said the bead 
seal is so strong that the new tires 
withstood cornering tests in which 
the tires were nearly ripped from 
the rims. In impact tests, the tires 
showed no appreciable loss of air, 

said. 


‘Motor Month 


Tacoma Dealers Provide 


Free Car Checks 


TACOMA, Wash. — New-car 
dealers here report that “Auto 
Maintenance Month,” during which 
motorists were offered free safety 
inspections for their cars, proved 
to be a successful venture. 

Joining with the dealers in spon- 
soring the event during November 
were the Tacoma Safety Council 
and the Mayor’s Safety Crusade 
Committee. 

Participating were Brus Buick, 
So. Tacoma Motor Co., Walker 
Chevrolet, Steven Motor Co., Wake- 
field Motors, South Way Motors, 
Winthrop Motor Co. Irwin-Jones 
Motor Co., Munson-Smith Motor 


Co., Herb Satterlee Motors, Row- 
land Pontiac-Cadillac, Allen Motor 
Co. and Temple Motors. 


the bootlegging battle. For example, 


Costley asked: 

“How bad are our public rela- 
tions? I don’t know, but when from 
$200 to $300 to $400 and, yes, even 
$1,000 in discount is offered on new 
cars by both new-car dealers and 
bootleggers, doesn’t this make chis- 
elers out of the rest of us in the 
eyes of the public? 

“Incidentally, these big discounts 
by new-car dealers are sometimes 
known as ‘market stimulators’ if 
you have not heard. 

“The worst of it is that we con- 
tribute to their methods when we 
subscribe to packs. We are help- 
ing to make our competitors prof- 
itable when we overcharge on our 

” 


The next step for organized new- 
car dealers is to renew their efforts 
for antibootlegging legislation in 
the next Congress, starting in Jan- 
uary. NADA has already laid the 
groundwork for this. 

Organized used-car dealers have 
made it plain that they will put up 
a last-ditch stand in opposition. 

* * + 
S FOR individual new-car deal- 
ers, Costley urged them to help 
themselves. 

They can fight the pack with 
constant publicity on recommended 
new-car prices. (Costley recently 
ran a large display ad in Atlanta 
papers giving these prices.) 

All changes are not bad, he said. 

“Changes have occurred in prac- 
tically all businesses, and, in most 
instances, these have been healthy. 
No amount of legislation could have 
forestalled the super market .. 

“We thrive on change, other- 
wise we would not have new 
models every year.” 

Among those he mentioned: 

1. Volume display of new cars... 
Moving our goods out of the ware- 
houses into sight of the public. 
“They seem to like it.” 

2. New-car dealers have a big 
profit potential in service. 

3. There are clouds over the parts 
business, which needs our immedi- 
ate and energetic attention. 

4. Accessories. Why let all of this 
business go to the chain stores. 

5. Insurance. A wonderful oppor- 
tunity to add to our profits. 

6. A crusade of truth will eventu- 
ally overcome the screaming ads of 
misrepresentation. 

* * * 


OSTLEY concluded: “Finally, 


tude toward his business. 
“If he begins to look upon his 
pportunity 


conduct it on that basis. 


“If and when he does, we will 
begin to sell value, not price. He 
will begin to sell product, not allow- 
ance, And, above all, he will begin 
to sell himself and his dealership 
and not his competitor. 
ale his actions, we shall know 





Werle Honored— 


Commemorating 20 years of association 
with Studebaker, M. M. Scovill, Studebaker 


regional manager in Minneapolis, pre- 
sents a plaque to Floyd Werle, president 


of Empire Motors, Inc., Billings, Mont. 





‘Profit Defeat’ 
\Assailed in Wis. — 
Adopt Sound Policies, _ 
Dealers Are Urged 
MADISON, Wis.—Wisconsin n 
car dealers were warned last we 


not to let their “hot” ’55s 
hot potatoes. SS 
Louis Milan, executive vice. 
of the 


VECO 


petition. 

Milan said he had recently 
pleted a series of district mectings 
at which dealers and key personna 
impressed him with their hope a 
enthusiasm over their new mod 
Then he sounded a note of cau 

“Barring labor difficulties,” 
said, “1955 will be a big productive 
year. Consumer surveys indicates 
that the public is ready to absorm 
this production. The only remaj 
ing question is how this absorption 
of production will be made. 5 


“What alarmed me — “ 
recent trip,” he said, “was the 
conviction of many dealers : 
this absorption would be made at 
their expense.” : 
Milan termed this type of think 
ing: “profit defeat” before the 
ing season had really started. i 
must be changed, he warned, 
“This bad psychological f 
tion for a year full of profit 
tialities must be eliminated 
adoption of sound management / 
merchandising practices,” Milan 
said. ¥ 
“It must start at the top...” ~ 
Dealers, he said must deters 
right at the start that they will n 
subsidize transportation for 
benefit of manufacturers or 
ists. That, Milan said, is 
what dealers do every time 
give away part of their 


“Never forget, he said, | 
hether 


Racing Pilot Packs 200,000 Miles in Packard— 


Traveling from Indianapolis in his 1930 model Packard touring sedan, Col. Roscoe 
Turner (at wheel), famed World War | aviator and race pilot, meets with Packard 
officials at the firm's proving ground in Utica, Mich. Turner says his car has traveled 
more than 200,000 miles without needing major repairs. Shown are (from left) Col. 
J. G. Vincent, Packard engineering consultant; Ray P. Powers, manufacturing vice- 
president; Tommy Milton, racing driver, and William E. Graves, engineering vice- 


president. 


Lincoln and Dodge Sweep 
Pan American Road Race 


Calif. Miller’s car had a Model T 
body, a 1950 Ford frame and a 1951 
Oldsmobile engine. 

The small-sports class was won 
by Hans Hermann, of Germany, 
in a Porsche. His time was 19 
hours 32 minutes 33 seconds. Six 
of the seven finishers in this 
class were Porsches. 

The European stock class, was 
won by Gonsalvo Sanesi, of Italy, 
who drove an Alfa-Romeo with a 
time of 21 hours 50 minutes 42 
seconds. Alfa-Romeo captured the 
first five places in this class. 

Of the 151 cars starting the race, 
only 85 finished. 


Tubeless Tires 
Seen Taking Half 
Of Replacements 


CHICAGO. — Tubeless car tires 
may account for 50 percent of the 
nation’s replacement tire sales in 
1955, according to J. A. Hoban, vice- 
president of the B. F. Goodrich tire 
and equipment division. 

Speaking here to the Sales Exec- 
utives Club, Hoban said that motor- 
ists’ success with more than 35 
million tubeless tires sold by Good- 
rich since 1948 was responsible for 
the increasing popularity of tires- 
without-tubes. 

“Adoption of tubeless tires as 
standard equipment by car manu- 
facturers on 1955 models will now 
make tubeless tires a household 
word in the U. S.,” he said. “For 
that reason we are prepared to sup- 
ply steadily increasing demands for 
the tire in the replacement field. 

“About 75 percent of the passen- 
ger-car tire production capacity in 
BFG tire plants is presently as- 
signed to tubeless tires for the orig- 
inal equipment and replacement 
markets.” 











JUAREZ, Mexico.— Lincoln and 
Dodge swept honors in heavy and 
light stock-car classes in the five- 
day Pan American Road Race last 
week. 

Dodge won the first four places 
in the light stock class and had 
two other finishers in the top 10. 
Lincoln finished one-two in the 
heavy stocks and also 

eighth. 

Ray Crawford, Whittier (Calif.) 
grocer, drove the winning Lincoln 
over the 1,908-mile course in 20 
hours 40 minutes 19 seconds. Walt 
Faulkner was second with a Lin- 
coln. Lincoln won this class for the 
third consecutive year. 

Winning Dodge in the light-stock 
class was driven by Tommy Dris- 
dale, El Paso, Tex., who finished 
in the record time of 22 hours 35 
minutes 53 seconds. Second-place 
Dodge was driven by C. D. Evans, 
who won the class last year with 
a Chevrolet. 

Other winners in the heavy-stock 
class were Cadillac, third and 
fourth; Buick, fifth, sixth and 
seventh; Lincoln, eighth, and Pack- 
ard, ninth and tenth. 

The top 10 in the light-stock 



































































whether you retained ang p 

Milan also urged dealers to 
preciate the necessity of corre 
bookkeeping, of valuating cars ip 
inventory at not higher than whole 
sale replacement value or less, @ 
determining true fixed expense com 
ered, of re-educating employes for 
profitable performance and of keep 
ing inventories in balance. Bee, 

Milan had a parting word of ade 
vice: “Set a definite profit 
and then let neither com 
factory or any other consi ; 
deter you from your objective.” 2 
































in the heavy sports 
class went to Umberto Maglioli, of 
Italy, who finished his Ferrari in 
17 hours 40 minutes 26 seconds. 
The first four places in this class 
were won by Ferraris. 

Finishing fifth was a_ hot-rod 
driven by A. K. Miller, Whittier, 


DeSoto Demand 
Seen Carrying 
Deep into 1955 


DETROIT. — Dealer orders for 
1955 DeSotos have been pouring in 
at such an unprecedented rate that 
the factory backlog of orders will 
carry deep into 1955, according to 
J. B. Wagstaff, DeSoto sales vice- 
president. 

“On present orders alone,” he 
said, “we are completely sold out 
through December and far into 
January despite our best produc- 
tion and shipping efforts. 

With the order list growing daily 
it is clear that the 1955 models are 
being received more auspiciously 
than any new offering in recent 








Old Timers Elect 


Gilbert in St. Louis 
ST. LOUIS.—C. A. Gilbert i 
been elected president of the 
organized Metropolitan St. 
Council of the Automobile 

Timers, Inc. 

Other officers are D. C. 
vice-president; George M. 
treasurer, and Rus B. 
secretary. 





















































Wagstaff noted a particularly 
heavy early demand for Fireflite 
and Firedome hardtops. 


Ford Plants Cited 


DEARBORN. — Ford Motor Co. 
parts and equipment manufactur- 
ing plants at Ypsilanti, Manchester 
and Brooklyn, Mich., have been 
cited by the National Safety Coun- 
cil for perfect safety records from 
July 1, 1953, to June 30, 1954. 






Thunderbird Roosts in Land of Navajos— 


‘Monte Mansfield, Tucson (Ariz.) Ford Dealer, sic Gh dibiniouas antes ' 
sports car by decorating his patio-style showroom with color-keyed e 
which play an important role in Navajo Indian legend. Mansfield (right) 
staff wear modern versions of Navajo costumes. 




































Cg ode RN ae I a Re la BeeoNw seo 


aeckgatr cr 


- ce a 


m 
4 
e 
ye 
a 
ce 











¢ 
3 


* 
: 
% 
3 
oe 
se 
& 
i 


a es 


Se eee 


2S eS ee a 


ECS AS et Fe 


ee eee ae ee ee; oe 


lh erie eT ee Te EET 


Le OE hy eee ERee Mee eee eo 








DRT We Gil BAe Fight 
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With the Staff... | . | 


ALONG D 


A Dealer’s GAW 


A Buick dealer has beaten the 
unions to the punch by granting 
his version of a “guaranteed an- 
nual wage” to his salesmen. He 

that all parties are happy 
the arrangement. 

Under the plan, which became 
operative last April, each salesman 
is paid the same salary every week 
of the year. The salary is based 
on the average earnings of each 
man in the two previous years. An 
additional small sum was added to 


amounted to as much as $400 per 


nual adjustments. Not one of my 


1955 models since 
(official announcement 
Nov. 15) and that the 
factory, although aware of oe 

t 


“its going to be running out of my 
ears. However, I'll tell you what 
you can do. You can skip the coffee 
and just give us the dime. We both 
can use it.” 

e * 


s 
Re-Educate the Public 


A Detroit Big Three dealer says 
to 


the deaJer from which he buys can 
offer in the future. 

“Let's face it,” says the dealer. 
"If price were the only thing in- 
Wolved in the sale of a car, we 
‘Wouldn't be able to sell the more 
‘ L lines. 

Des asked for the trouble 
Migy got last year. They started 
mu and the public went 
crazy. But I still don’t think 









& that we must stress in the 
That, and the service we 
that buyer once he drives 
car away from the dealer- 


) has been sold by Earl Holz- 

to Charles D. Rossi, former 

sales , and H. 

M. (Hi) Dawson, veteran Detroit 
er. 

Rossi is president of the new 

frm, which has been named 

Downtown Sales, Inc. Dawson, 


30 years, will continue to operate 
hig three used-car lots, one used- 
truck lot and his collision shop. 


D. Leonard, formerly owner of 
Leonard Sales & Service (Dodge- 
Plymouth), has been granted a 
Ford franchise. 


ETROIT'S AUTO ROW . 


who is continuing as owner and | room in northeast Detroit, Leonard | are going from bad to. worse, and; 


of Hi Dawson, Inc., is | hag added a collision shop and a 
and treasurer. used-car lot. and has expanded his 


parts department. The firm, with 
Holzbaugh, a Detroit dealer for 702 feet of frontage, has os 
named Leonard-Ford, Inc. 


In another Ford change, Edwin 


Dan, who is president of the con- 


Operating from the same show-| cern, formerly was part owner of 


INTERNATI 


Rashid Motor Sales (Packard); This 

firm is now owned and operated 

by another brother, Philip Rashid. 
~ 


Dealers Classified 
A Detroit Chrysler-Plymouth 
dealer puts today’s auto retailers 
in two categories: 
1. The cynic, who thinks things 


‘We wrote 10 orders the first day 


2. The “cautious” ist, who 
thinks things will be better in’ ’55, 2 ee 
providing dealers carry out their 
responsibilities, but with a few 
reversals or bad breaks could be 
swayed to the cynic’s side. = 

a Veale from 


Big Fight Awaited 
Enthused about crowds at the 
introduction of his new models, a 
suburban Chevrolet dealer sees '55 
as the year of a real fight for sales 


NAL Pioneou the move 


TO 4-BARREL CARBURETION!? 






HOLLEY CHOSEN FOR POWERFUL 
NEW 501 ENGINE SERIES 


International’s most powerful new engine—the Royal Red 
Diamond 501 valve-in-head—is installed in the new 220 
truck series. This amazing new engine delivers 201 horse- 
power and 430 pound-feet of torque. It is the first produc- 
tion truck engine to be equipped with a 4-barrel carburetor. 


If you’re wondering how to do a job 
of fuel metering better and more effi- 
ciently, cali Holley’s Carburetor Engi- 
neers. Let them listen, test, recommend 
and design. 














This Holley-developed 4-barrel carburetor increases both engine output 
and power range. It is the first 4-barrel carburetor with a built-in 
governor; first with vacuum controlled secondary barrels. 
The secondary barrels remain closed at low engine speeds, 
the engine to maintain satisfactory velocities and distribution. 
i i breathing capacity 
needed, the vacuum controlled secondary barrels open automatically. 
Working closely with International engineers, Holley desi 
developed this advanced carburetor-governor combination. It is original 
equipment on all tractors and trucks in International’s new 220 series. 


a. 


VAN DYKE, MICHIGAN 


Working with Automotive Engineers to. Increase Standards 
of Performance and Economy for More than Half a Century. 


Hil 









For Holley carburetor 
parts and service for Inter- 
national trucks, see your 
local International Har- 
vester outlet. 
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for the Future, 
Inc., a nonprofit 
corporation for 
research and ed- 
ucation in the 
field of natural 
resources, which 
was established 
in 1952 with the 
cooperation of 
the Ford Foun- 
dation. 

The report 
stresses the 






AUTOMOTIVE WASHINGTON 
Ayres to Continue Fight 
For Reciprocity Probe 


By V William Ullman 
ashington Correspondent 


ge William Ayres, Ohio ae last week said he is 
planning early meetings with the new House leadership 
to obtain action on his proposal for a Federal investigation 
into the interstate highway situation which has caused a 
breakdown in reciproeity and which confronts the trucking 
industry with so-called third- © 
structure taxes. 

will return to Con- 
gress with the Democrats in con- 


trol, but he feels that the reciproc- 
ity-breakdown situation is a non- 


Heinrich Ups McCord 


Sam McCord has been appointed 
truck sales manager of Heinrich 
Motors, Inc., Rochester, N. Y., 









research, 
eration in solving America’s 
natural resources problems. 
Using the actual words of hun- 
dreds of participants, the volume 
is 7 open forum; in goog og 
eading issues in e field it 
partisan issue and so will continue | 
to champion the cause for which ae = nee eaeeete an 
he fought in the 83rd Congress. S , nae Re oe Oflice 1008 New 
He said anaes agg or Hampshire ave, Washington 9, 
support o eagues on D.C. 
sides of the political aisle, though S 
it still was in committee when the 
House adjourned in August. 
* * 


* * * 


2 Road Parleys Set 


T= U. 8. Chamber of Commerce 
Study of Resources announced last week that the 
A 432-PAGE book, “The Nation|second in its series of “Better 

Looks at Its Resources,” was| Roads — Better Business” confer- 


salesman for Heinrich since 1948. | published last week by Resources|ences will be held in Richmond, 








29, 1954 


Va., Dec. 7. The first was held in 
Topeka, Kans., Sept. 30. 

The Richmond conference; on 
Virginia and national road needs, 









Discussions, it was said, will deal 
with toll roads, the President’s $50- 
billion highway pro- 
gram and other proposals for 
meeting the growing needs for 
modern highways and streets. 


International Road Meet 


TS second world meeting of the 
International Road Federation 
has been set for Oct. 2-7, 1955, in 
Rome, it was announced at IRF 
headquarters here last week. 

The meeting is expected to at- 
tract more than 400 delegates from 
some 60 countries, it was said. The 
first world meeting was held in 
Washington in May, 1952, with 70 
delegates from 25 countries in 
attendance. The official languages 
are Spanish, English, French and 
Italian. . 


+ + 
Deane on Committee 
ILL DEANE, the Roswell, N. M., 
Goodyear dealer, who was re- 
cently chosen as head of the 
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the modern and swanky Contin 
tal building here, 
+ 


‘Tempo’ Topics 

UTOMOBILE dealers throw 
out the U. S. who, in days gay 
have squirmed and sweats 


by, 
during industry ona held iy 
those long, low, ashington 


“Tempos” may i interested 
learn this: ‘¥ 
Those temporary Governme 
buildings, some classified as “tem, | 
porary” since World War I, t 
much more to maintain than th 
newer, permanent and more ha 
some structures, according to the 
General Services Administration, 


and Congress is always very 
with the people’s money. 

The human point of view com 
cerning the Tempos is getting some 
support these days from thy 
esthetic—which flourishes in Wasi | 
ington — and if we don’t hg 
another world war or an “en 
gency,” maybe there will be 
change the next time you comig 
the National Capital. 

But don’t come before 19 
you may be disappointed. 


Public Reception 
‘Greatest Ever, — 
Chrysler Asserts ~ 
3 

DETROIT.—One thousand Chi 

ler dealers played host to 

re on announcement day fi 
955 Chrysler and Imperial autom 
bileas it is announced by "3 
Braden; general sales manag 
Chrysler Division. ; 

“This is the greatest public 
ception and acceptance ever given 
our product in. Chrysler ry 
Braden:said. “Our dealers have rm 
ported a tremendous demand amd 
an unprecedented list of sign 
orders.” . é 
Although only 1,000 of the 
Chrysler dealers wired their atte 
ance fij Braden sent all 


figures, 
gratulatory telegrams. oe 
Braden said that iat een for 
Chryslers ran so high that by 
of announcement day, Nov. - 
hardtop, models scheduled for pro 
duction had been ordered through 
January. 
Charles G. McKimmie, chairman 
of the. Chrysler dealer a 
council, wired Detroit from 
mond, Va., that he had felt the 
” auto announcement me 
action from the public in 
than 34 years as a dealer, 
said. 
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New Hudson Dealer— 


James Delaney, owner of Milton 
Mart, Inc., Dorchester, Mass., signs 
Hudson franchise. Looking on (from 
are Edward L. Lodge, district 
R. W. Dillaway, zone manager, and 
L. Doyle, assistant zone manager. 
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you'll see striking \ upholstery made with 


For its handsome Forward-Looking 1955 Belvedere 
series, Plymouth chooses a rich boucle upholstery fabric 
woven with Enka’s Jetspun rayon yarn... perfect com- 


plement to Plymouth’s beautiful new. cars. 


Plymouth relies... rightly...on Jetspun’s fine qualities 
for beauty of color ; Jetspun colors are style-engineered 
by Howard Ketcham, no stranger to the automotive 
design field, for lasting color; Jetspun colors are light- 
Wt, spun into the yarn for the long, long life of the 


“Wabric, for fine performance and easy upkeep ; this smart 


Boucle is abrasion-, water- and fire-resistant . . . non- 


‘static and comfortable in any weather. 


Jetspun makes possible this superb original trim—rich 
inappearance, luxurious in texture, completely modern 
infunction. Enka is proud of the part it plays in making 
this 1955 Plymouth beautiful. ..throughout. 


Write or phone us for details on the great future Jetspun 


Can build for your business. 





JL 


Enka’s color-fast yarn 













AMERICAN ENKA CORPORATION 
ms | 206 Madison Avenue, New York 16, N. Y. MU 9-0510 
ft Standard Building, Greensboro, N. C. 

ay ena aes became tL 


mokers of rayon and nylon for textiles and industry 
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Attitude Is All-lmportant 
In Approach to People 


ae are more important than facts. It takes so 
oe ee ee 


re any dealer, who undertakes a public-relations pro- 
gram to elevate his standing with the public, must under- 
stand it thoroughly and get across its meaning to everyone 
in his shop. 

Christ told the little group of men around 
Him: “You are the light of the world.” That, 
religious leaders say, appeared to be a ridicu- 
lous statement. At the time, Christ and His 
followers seemed a pitifully small minority 
with a hopeless cause in a hostile world. 

Yet the tide of Christianity swelled across the earth and 
is still growing after 2,000 years. 

Theirs was an attitude of love carried forth on faith that 
conquered all the forces arrayed against them. 

The right attitude must start at the top, with the dealer, 
and spread throughout the whole organization. 

The dealer who plays fair with the public, his employes, 
his fellow dealers and himself has little to worry about. 


But the dealer who embarks on a program to build a good 
reputation and chisels along the way will be mocked by his 
own words, In the long run, we don’t kid others, we kid only 
ourselves. 


So, our final word in this series on sie relations is this: 


ee ee er ae 
cheerfulness, enthysiasm for work and confidence. Re 
member that action follows thought. 


Once the dealer has the right attitude himself, he will have 
little difficulty in spreading that attitude throughout his 
establishment. 





IN A 


Then, and only then, is he ready to blow his public- 


relations horn. 
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Events 


Dealer Conventions 


Dec. 2-4— Montana Automobile Dealers 
. Convention, Florence Hotel, Mis- 


Dec. 7 — Milwaukee County Automobile 
Dealers Assn. vention, Milwaukee 
Athletic Club, Milwaukee. 


1955 


Jan, 29-Feb, 2—NADA Annual Convention, 
Hotel Conrad Hilton, Chicago. 

Feb. 26-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, New Orleans, La. 

Sept. 16— Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16-17 — New Mexico Automotive 
Bealer Assn., Nickson Hotel, Roswell, 


Sept ae — 32nd Annual Convention, 
ew York State Automobile Dealers, 
Inc., Saranac inn, Saranac, ¥, 

. 19—Minnesota Automobile Dealers 
eres Radisson Hotel, Minneapo- 
is, 

>. * *@ 


Dealer Auto Shows 


Nov. 23-28—Sioux Falls Automobile Show, 
Coliseum, Sioux Falls, S. D. 


1955 


Jan. 813 — Houston Automobile Show, 
Sam Houston iseum, Houston, 

Jan. 8-16—26th Annual Auto Show of the 
National Capital Area, District of Co- 
lumbia National Guard Armory, Wash- 
ington, 

Jan. 8-16—Chicego Auto Show, 
tional Amphitheater, Chicago. 

~~. OE Rapids Auto Show 

oe Civic Auditorium, Grand 

Rootes, 


Jan. rd oo og ~ Automobile Show, 
Manufacturers ., Indiana State Fair 
Grounds, ehentelic 

Jan. 21-30—Los Angeles Automobile et 
Pan Pacific Auditorium, Los Angeles. 

Jan. 21-30 — Seattle Automobile She, 
Seattle Armory, Seattle. 


Interna- 


Jan, 22-2%—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
aor and, 

22-30—St, Louis Gemweuhe Show, 
Jie! Auditorium, St. 

Jan, 29-31—Tri-State aor "Show. Evans- 
ville Automobile Dealers Assn., Evans- 
ville Armory, Evansville, falicke. 

Jan. 29 - Feb. 5—Rochester — ah 
Rochester , Rochester 

Jan. 29-Feb. 6—Detroit Auto Show, tk 
gan State Fair Grounds, Detro 


Jan. 29-Feb. 6 — ved-City aiaesias 
Daven lowa, Rock Island, Moline, 
‘ast ine, ul.) Rock Island Armory, 
Rock Island, Ill. 


Feb. saa Renatkas Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial ‘Acditoriem, Des 
Moines. 

Feb. 5-i2 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 6-13 — Schnectady Auto Show, 
oe Armory, Schnectady, New 
ork 

Feb. 8-13 — Omaha Automobile Show, 
mete ha New Civic Auditorium, Omaha, 
le 


Feb. 13-20—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. ps aM Auto Show, Onon- 
dega County War Memorial Bidg., 
os ae New York. 

24-27—Sioux City Automobile Show, 
"Slow ae Municipal Auditorium, Sioux 


City 
Feb. ie sarc ch 5—Kanses City Motor Car 
Show, ie i Miscou Audi- 
torium nsas Ci issou 
March-—Lewiston Automobile Show, Lewis- 
Armory, Lewiston, Maine. 
egos iateias Automobile Show, Spo- 
kane ae Spokane, Washington. 
March 4-4—3rd Annual Kansas Automobile 
Show, imkicoes Sports Arena, Hutch- 
inson, Kansas 
March ‘29-April '3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 
nia. 
—< il 20-23—Danville Auto Show, Danville, 
rgima. . 


General 


Dec. SF eetee Os and Equipment Whole- 
sees Sood ation Convention, Conrad 


Dec, es Netigeat Shee Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 


(See CALENDAR, Page 16, Col. 5) 


Letterbox 


‘Pro and Con. ... . J 


This is an open forum for the discussion of any subject of interest to 

letters are welcomed. N 
letters but you may name with the assurance 
used, if you so request. ‘Address Edi Editor, Automotive News, Detroit 26, 


readers, and your 
sign your 


Useful Purpose 

Re John Benedict’s article, 
“Truck Automatics: Pro, Con,” in 
your Oct. 25 issue. Congratulations 
on an excellent job of putting to- 
gether some diverse opinions. 

It is our opinion that such ar- 
ticles serve a very useful purpose. 
— TT. Backus, vice-president in 
charge of engineering, Fuller Mfg. 
Co., Kalamazoo, Mich. 


* * * 


Cross-Section 

(Eprror’s Nore: The following 
comments were made by dealers 
ordering the promotion signs fur- 
nished by Columnist John 
Munn.) 

We enjoy your column every 
week. Automotive News is our bible. 
—C. A. Sweer sr., Palmyra Auto- 
mobile Co., Inc. (Ford), Palmyra, 
Neb. 

Your articles are most inspiring 


The Big Stories 


Innovations in the 1935 Studebaker cars include a new-type knee- 
action hydraulic brake. The base price of the President line is $1,245. 


The Dictator group’s base price is $695 . 


. Addition of a hardtop 


coupe in both the six-cylinder and straight eight lines for 1935 is 


announced by Auburn . . 
een in all windows ‘ 


. Graham Paige’s 1935 models will feature 
. The Federal Government obtained 
less revenue from automotive products and services 


during October than it did during the same month last year. Despite 
a@ 83 percent decrease in the rate of the Federal tax on 

motor fuel collections dropped less than 17 percent, while revenue 
from other automotive sources decreased from 21 to 45 percent . 
William B. Stout, president of Stout Engineering Laboratories, Inc., 
predicts some day automobiles will fly, or that airplanes, with their 
wings folded, will run through the city streets. 


—From the files of Automotive News. 
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o attention is given to un 
that it will 


and helpful to me each Wem 
Please continue with the wonder 
advice—C. B. Currey sr, Fla 
B. Chipley, Inc., Rocky Mount, N€ 

Keep up your excellent columm 
on behalf of all automobile dea 
ers.—ANorew J. Berrus, Drew Me 
tors, Inc. (Studebaker), x 
N. J. 

The writer never misses 
column or the “Letter to Sal 
They’re great—Joszpu P. 
Lacher’s Chevrolet, Heron La 
Minn. 


Please keep up your fine 
Rurvus C. Camp, Camp Ch 
Inc., Norcross, Ga. 

* * = 
Pair of Requests 

I am an old friend and 
customer of your fine 
automobiles. So please allow 
call on your excellent 
office with my request. ae 

Several times I have read wit 
great interest of the United 
ears of tomorrow—which must 
the top achievements of your | 
vanced automobile style d 

Please send me some ¢ 
illustrated “futuristic imp: 
designed by your foremost aut 
bile designers and art stylists. 


(ine 


“| 


Vavenn, Lincoln sales m 
Atlanta. 


ee ne ee seas cag TN a eee see okie 
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Today’s most wanted power 


“Baad” *\ow pedal 


POWER brake 
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by 
POWER steering 


Because Bendix Power Steer- 
ing is of the linkage 
vehicle manufacturers find it 
especially adaptable for pro- 
duction line installation, with- 
out extensive engineering 
changes in present steering de- 
sign. Manufacturers can now 
meet the increasing demand 
for steering more effi- 
ciently and more ic 
with Bendix Power Steering. 


“Baad” WYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 


Bendix 


Products 


—, * 
Le IAVAL | 
LAIV sai O/7 








14. 
Sales Conditions in Various Areas... 








Auto Market Reports 


tional, 32; GMC, 14; Dodge, 8; | Volkewagen, 2; Kaiser, 1; MG, 1, Int tn: sat 


Chevrolet, 26; tist ti 
GMC aS tional, masieciiee ‘Shane fe 
16; GMC, 12; Ford, 10, and Willys, ing ae deliveries 


San Antonio White, 6; Studebaker, 2; Divco, 2; 
Motor-vehicle sales in San An-| ang miscellaneous, 14d, H, Reed.) arreeh 


tonio and Bexar County continued oe a8 Reo, 21; 

their decline through October. An Col, 

as seuted umbus, O. 1.-(Bert Strang.) 
ex 9 rang. 

: — See New-car dealers in Franklin * * 


however, and it may offset declines 


of the three preceding months. County (Columbus), O., sold 596 


previous month. New trucks were | the same period of October. 
down 21 percent, from 216 regis- 
trations in September to 170 in |be attributed to Ford, which — cars were 

from 300 sales in the first half of 


Atlanta 
days of 
October new-car sales totaled |2¢W cars in the frst 15 A total of 2,006 new cars were 
907, a drop of 5 percent from the November, compared with 870 in| registered in the Atlanta area dur- 
ing October, a decline of 17 percent 
Nearly all of the decrease could | from September, when 2,431 new | absorption in anticipation 


titled. 
October truck sales totaled 287, | year 
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rolet, 102; Ford, 81; GMC, %; In- 


October. 
October new-car sales by make | October to 80 sales in the first half | down 13 percent from September's ment.— (Sam x Hurst.) 


were: Ford, 285; Chevrolet, 191; | of November. turnover of 329. 


Buick, 99; Oldsmobile, 77; Mercury, New-truck sales totaled 102, 
57; Dodge, 34; Plymouth, 29; Cad-| compared with 117 in the same 
illac, 19; Nash, 19; Studebaker, 16;| period of October. 212; 
Pontiac, 15; Chrysler, 12; Lincoln, 


Car registrations by make were: 
Ford, 715; Chevrolet, 445; Buick, 


Salt Lake City 


7; DeSoto, 5; Jaguar, 3; Henry J, Plymouth, 57; Oldsmobile, 49; Mer- Sacodae ae ; DeSoto, 27; month. 


1; Kaiser, 1; Triumph, 1; Volks-| cury, 41; Buick, 34; Studebaker, 24 
wagen, 1, and miscellaneous, 7. 

New-truck registrations were: | Dodge, 7; Hudson, 6; Packard, 6; Hudson, 2, 
Ford, 53; Chevrolet, 52; Interna-' Chrysler, 5; Lincoln, 3; Austin, 2; 


Nash, 11; Cadillac, 8; DeSoto, 7;| col, 10; Kaiser, 8; Willys, 3 
miscellaneous, 
Truck registrations were: Chev- 


in September. 


Now, for the first time, 
auto seat cover fabrics of 





CHROMSPUN 





Eastman color-locked acetate fiber 





Nationally advertised cHRoMsPUN, the color-fiber your customers 
know by name and associate with Eastman quality, is now available 
—for the first time—in a unique line of seat cover fabrics. 


sun-uime fabrics, woven of Chromspun by Sunbury, are more 
than a beautifully designed group of jacquards and dobbies. They 
offer you these Chromspun selling features: 


HIGH DIMENSIONAL STaBiTyY that makes for lasting smooth fit, 
without wrinkles. 


immunity TO miuDew-—even in hot, humid weather, Chromspun 
does not mildew or mold. 


Lastine cotor seauty locked in against all normal fading 
hazards and free from crocking. 


Luxurious Texture errecrts that only Chromspun can provide. 


In addition, sUN-LINE fabrics of Chromspun meet the trade’s critical 
standards for abrasion resistance. They are highly water repellent, 
fire resistant, stain resistant, and easily cleaned. 


Specify CHROMSPUN on your next order! 





EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak Company, 260 MADISON AVENUE, NEW YORK 16 










SUN-LINE 


fabrics of 











are distributed 






by 
NATIONAL 


AUTOMOTIVE 
. FIBERS, INC. 








138: ee” tone te registrations in Salt 
’ e City amounted to 668 in Oc- 

Car sales by make were: Chevro-| 130; Pontiac, 71; Plymouth, 54; /tober, a slight increase over the 

12; Hudson, 9; Willys, 7; Packard, |iet, 165; Pontiac, 85; Ford, 80;| Dodge, 48; Nash, 41; Cadillac, 30; | @50 reported for the previous 
Truck sales were down, however, 
totaling 122 as compared with 193 


Car sales by make were Ford, 

























165; Chevrolet, 1388; Buick, 
Oldsmobile, 77; Mercury, 
Pontiac, 21; 


13; Cadillac, 12; 10; Dod 
9; Packard, 7; Nash, 6; 
5; Hudson, , 3. 


2, and White, 2 a 
Pittsburgh 


Pittsburgh area in the week enda 
Nov. 13 were up considerably frog 
the previous week, according to ¢j 
Bureau of Business Research of 
University of Pittsburgh. 

The bureau’s index of gene 
business rose to 153.6 
cent of the 1935-89 average = 
week. It had been 146.3 a Y 
earlier. 

Steel mills operated at 75.5 
cent of practical capacity, the high 
est figure reported since the beg 
oer of March.—(Leon M. Leffing 
well.) 


* > s 
Toledo 
Toledo and Lucas County dealen 
delivered 1,348 new cars in October, 
24 percent under the September 
total of 1,787. 
Used-car sales by dealers totaled 
1,961, compared with 1,982 in th 
previous month. Casual 
7 in — rake ae te 
up from 1, such tran 
in September. — 
New-truck registrations 
152 in October, compared with i 
in September. 
New-car sales for the ‘first 

























A sharp drop in new-car sales 
was evidenced in the Cl 
area for the Week ended Nov. 18% 
prospective buyers held off pending 
complete introduction of nw 
models. 

New-car sales ee 878, com 
pared with 1,074 in nee 

week. Used-car sales amounted to 
1,484, slightly ahead of the previ 
ous week. 

Irv Rubin, newly elected presk 
dent of the Cleveland Used Gi 
Dealers Assn., said that p 
1954 has been better for used-car 
dealers than was 1953. He p 
that 1955 would show 
improvement.— (Sanford Markey.) 


Vancouver, B. C. 

Cash discounts and 
ances are being freely used by aes - 
ers in Vancouver to stimulate sales 
rts 


creased, but are still below the? 
tals of previous years.—(F. H.! 
lerton.) 


PS alee, 2 Site Teg OF ae BATS. tn tsb 
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...And 3 more't 
| you should know 
about women! 


PS BF BAREZ FFF 


ngs 





CH 





a“ 

far 

| 

i 2 

nas 

es 

> 

. 1, That woman-response is differ- 

ent from man-response, even to 

2 the same piece of news. If you 

: praceeins coboerichag ean 2. That a woman responds best 3. That the magazine which cre- 

a mate that’s all hers and only gets the most response from the 

= her language and devotes itself Journal. 

) to all her interests. H statistical Dept.: The Journal is No. 1 
in circulation and advertising revenue among 
all magazines edited for women; No. 1 in 

om newsstand sales among all magazines. 

al- 

: 

: Never underestimate the power of the No. 1 magazine for women... 

: 
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Savings in Plastic Die Compounds— 


Use of epoxy resin compounds to face draw dies for stamping automotive parts 
can result in savings of 25 percent in production costs and 40 percent in delivery 
time, according to Rezolin, Inc., Los Angeles. Production of an experimental die for 
an advanced design of a luggage-compartment cover panel took only six weeks with 
the compound, as against a required time of eight to 10 weeks with a zinc alloy 


casting, the company said. 






FOB FACTORY 


anteed annual wage. 

Among a grow of 
demands by UAW: 
tion.” In this pamphlet the 
union tells in detail its pres- 
ent thinking about automa- 
tion. To those who have supposed 
that the annual improvement fac- 
tor represents a fair division of 
the fruits of improved processing 
methods, the union warns that this 
is not enough. 

The compensation for in- 
creased productivity represented 
by the improvement factor, it 
says, can in no sense be consid- 
ered to be compensation to the 
individual worker whose specific 


Automation May Be Used 
As GAW Ammunition 


aoe may turn out to be the whipping boy the 
UAW-CIO will use to beat out its demand for a guar- 


hlets spelling out the latest 
oO is a brochure titled, “Automa- 
wwe — 
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job has been raised to higher 

levels of responsibility by the in- 

troduction of automation. 

In its pamphlet the union men- 
tions the fact that Chrysler Corp. 
stated in its monthly magazine 
that its investment per worker 
increased 32.1 percent between 1951 
and 1952. Such large increases per 
worker mean increased responsi- 
bility per worker, the union argues. 
The argument goes on to state that 
changes in investment per worker 
require the negotiation of new 
wage classifications carrying higher 








Series CMI] V ICKERS 





MM 


RIA! 


NM A j } 


New, compact, more versatile design of valve. End 
sections combine in one casting the inlet or outlet mani- 
fold plate together with any operating-valve section. 
Inlet section also contains relief valve. individual outlet 
plates available for single unit valves. Single- and 
double-operating valve sections can be added between 
end sections as needed. Valve can be adapted for 
tandem (series) operation. Single-acting valves available 
for either direction of lever shift. 


Other features include protection of pump from reverse 
flow during shifting . . . three point mounting for more 
simple installation . . . cylinder connections with %4-16 
N.F.-2 straight threads (AND 10050 type) which conform 
to SAE standards help insure leak-proof connections... 


6794 


ahs 


oon i Ss > ‘ ~ 


NIT VALV 
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LOAD 





simplified Design 










optional outlet ports in end section so valve can be 
gasket mounted to the oil reservoir or pipe connected. 
Designed for use with Vickers Series V-200 Vane Pumps 
(up to 11 gpm), the CM11 Valve can be used up to 
2000 psi working pressure. For further information write 
for Installation Drawing M168643. 
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rates that reflect the incress@ 
investment per worker. & 
* * * 


Fears for Future 
how the UAW-CIO inten 
to reconcile this new investme 
wage theory with its other the 
of equalized wages for equal 
everywhere is not discussed. 
In its latest wage demands, 
UAW-CIO mentions a promi 
Harvard economist as saying thi 
if the upward trend in expen 
tures to automate industrial fa 
ties continues, American ind 
may be fully automated within 
decade. 
If productivity is incre 
within the framework of full p 


“If automation is irrespo 
introduced and exploited, it 
bring unemployment and misg 
instead of security and abundance” 
the: tinion says. Be 4 


The UAW-CIO does not mention 
the fact that, thugs far, emplow 
ment has held for the most jp 
at high levels while automation 
been increasing at what it be 
to be an alarming rate. The fag 
that without process improvement | 
the price of today’s cars would he 
very substantially higher than they 
are today is, of course, not m 
tioned. 


Big Omission ‘ 
PBREAPS the outstanding 


sion in the UAW-CIO argum 
is the demonstrated fact that ¢# 
auto firms and auto parts ms 
who have failed to improve th 
Processes _ technologically , 
rapidly losing their competitive 
position. This is true of the inde 
pendent producers whose greatest 
weakness today may be a lack of 
efficient processing equipment. 


Similarly, several r 


No one denies there are problems 
in connection with the introduction | 
of new and more efficient pro 
sing equipment in the big 
plants. It will certainly be ‘ 
by the car manufacturers at h 
forthcoming negotiations that the 
cure being prescribed by the w 
is much worse than the disease 
The proposed extension of union 
authority into the realm of m 
facturing methods will be vigom 
ously resisted by every producer, — 

ae 


4th Canadian Plant 
For General Tire ~ 


DIDSBURY, Alta—General Tite 
& Rubber Co. of Canada has ae 
quired a 200-acre industrial site 
here and plans to begin 
tion of a plant early next year. 

General currently has three 
in Canada, all of which are in 
east. The rapid industrial 
sion of Canada’s western pi oe | 
prompted plans for building & 





fourth plant. 


Calendar 


(Continued from Page 12) 
Genera! 





ke 
e 
Dec. 8-10 — Automotive Service industries 


Show, Navy Pier, Chicago. Ss 


1955 


Jan. 10-13—American Road Builders’ Am 
sociation Convention, Roosevelt Re 
New Orleans, La. ; 

Jan. 10-14—National Annual Meeting and 

exhibits, Society of Automotive 

neers, Sheraton-Cadillac and St 


Hotels, Detroit. q 
Jan. 11-14—34th Annual Meeting of . 
Highway Research Board, Building * 
the National Academy of Sciences e 
ie ee Research Council, Wi 
ington, D. C, 

Jan, 27-29 — Truck-Trailer Manufacturers” 
Association Convention, Boca Raton 


Feb. 15-18—Annual Meeting National Car 
Rental System, Netherland Plaze Hotel, 
Cincinnati. 
Mar. 16-18—I|th Annual Canadian Auto 
motive Service Show, Automotive 
. N. E. Grounds, Toronto, Can 
April 20-May !—37th International 
Show, Turin, ttaly. 
May 2é-June 4—Exhibition of Automotive 
Spare Parts, Mel ne, Australia. 
June 12-16—Directors and Coun 
Presidents Spring Meeting and : 
Tournament, New York State 


bile , Inc 
. New York. 


Sa 

































































expti sess c wet Cee: | ee =| 





—_— 2 oo ee ot ee oe oe a oe” 6 


SPeetnetnrente a 


Ce ne 


Receereesevwvrocrrgcvwu nr ac: st, 2S BSB 












Se 
















by John T. Benedict 





UT “Turnings” down for the 

first prediction that colored 
tires will be the most talked-about 
innovation when 1956 models are 
introduced late next year. Our. May 
17 column gave you a hint of work 
in progress at the tire companies 
—and we've recently had confirma- 
tion that at least one major car 
manufacturer has decided to offer 
colored-tire options in 1956. 

Looking beyond 1956, further 
down the road to the “next gen- 
eration” in tire and wheel devel- 
opment, a designer sees the long- 
range possibility of a unified 
tire-wheel combination. Tire de- 
sign may tend toward a style 
resembling present airplane - tire 


ently used on cars. 

This would not give a fat-looking 
balloon or doughnut appearance, 
since the sides would be flat rather 
than rounded. Stylists join ride 
engineers in pushing the develop- 
ment, since they’ve progressed so 
much in other design areas that 
the appearance of the “thing the 
ear is rolling on” is somewhat of 
a design bottleneck. 

Stylists object to the present 
impression of a “busy - looking” 
assembly in which the eye is at- 
tracted separately to tread, side- 
wall, circular portion of wheel rim, 
and large chromed wheel disc. 
They look hopefully ahead to in- 
tegrated design of the tire-wheel 

ts as a “whole” structure. 
” * * 


Custom Shop Techniques 


In Mass-Production Plant 


THE rush of new-model 
announcements, you may have 
overlooked some of the steps taken 


(Continued on Page 26, Col. 1) 


at 





Vital to Production with Automation . . 





‘New Role for Maintenance 


By John T. Benedict 
Engineering Editor 
A Sr ANT trend growing 
out of the race for automation 
has been emergence of the main- 
tenance function as a full-fledged 
partner to production operations. 
Extreme mechanization of pro- 
duction brought about by the 
drive for maximum output at 
lowest unit cost has caused a re- 
shuffling of the relation between 
elements comprising unit produc- 
tion costs. 

In many automotive manufactur- 
ing operations, the direct labor 
costs are becoming less of a factor 
in total production costs, while a 
higher percentage of operating ex- 
penditures goes into maintenance 
services and downtime losses. 

As a result, the maintenance- 
downtime relationship may well de- 
termine whether a plant is success- 
ful and profitable. 

* * ca 
wir vast sums of money in- 
vested in plant equipment, top 
management is vitally interested in 


avoiding unscheduled production. 


interruptions and minimizing idle 
periods when no return is earned 
by invested capital. 

Annual maintenance expendi- 
tures of American industry cur- 
rently amount to about $11 bil- 





By Ed Brown 

Staff Correspondent 
WW YORK.—A. new process in 
roll bonding promises to reduce 
costs of tooling for auto radiators, 
as well as reduce 
the size and im- 
prove the con- 
ductivity of the 
radiator, accord- 
ing to Huntley 
Campbell, general 
manager of the 
metals division 
of Olin Mathieson 





Huntley Campbell 
by Chrysler to distinguish the 1955 | proved commercially in the refrig- 


has already been 
eration industry, where it has re- 


Offsetting ‘Classlessness’ Trend .. . 


Costlier Cars ‘More of Everything’ 


(Continued from Page 1) 
May be classified in one of three 
general groups. 

convenience, the writer has 

them: “tangible,” “real-but- 
subtle” and “intangible.” 


a 4 Ook 
ACCORDING to J. B. Wagstaff, 
DeSoto sales vice-president, the 
basie “tangible” advantage is “size” 
«++ and he says 
that a number of 
teal points of su- 
y may be 
traced to this fac- 
tor. In the first 
Place, improved 
®PPearance is 
because 
wheelbase 
OVeral! di- 


the stylist to exe- 
Cute a design 





J. B. Wagstaff 
that couldn’t be compressed 


satisfactorily for a shorter car 
without destroying the effect. 


Along with greater length, the 
designer gains width that enables 
him to provide interior spacious- 
ness that can’t be equaled in a 
smaller car. As one stylist put it: 
“We're generous in establishing in- 
terior dimensions for cars in our 
lowest-price line — but we’re even 
more generous when we set up the 


— | interiors of our expensive cars.” 


Interiors also are one of the 
places a body engineer or stylist 
can spend some of the additional 
money available in designing a 
medium or high-priced car. A 
comparison of different - priced 


ENG. NEW PRODUCTS 


Page 22 





Hot Idea for Cooling 


New Process Holds Promise of Better Radiators 
Of Smaller Size, Lower Cost 


THEORETICAL MAX, 
PROD. —» 


LOST 
PRODUCTION 


PRODUCTION 


No Planning— 2 


The theoretical maximum production 
rate of a machine is compared with actual’ 
output for a certain period of time. Note 
the amount of lost production caused by 
breakdowns. 





THEORETICAL MAX. | 






PRODUCTION 


PLANNED OVERHAULS 


; TIME 
The Pay-Off— 


This chart shows the amount of produc- 
tion gained by long-range planning of 
overhauls, The actual output with this sys- 
tem comes closer to the theoretical maxi- 
mum production rate. 





This is, indeed, a staggering sum. 


of money—and industry obviously 
must direct to its maintenance 
functions the same degree of man- 
agement skill now devoted to pro- 
duction. Present and future volume 
production, requirements demand 
the training of highly skilled per- 
sonnel and well- mainte- 
nance to prevent idle machinery 


duced retooling costs for new evap- 
orator plates from $50,000 to $50; 
cut retooling time from the usual 
six months to one week; lowered 
end-product and production osts, 
and at the same time inc) -ased 
efficiency of the plates by more 
than 25 percent. 
* a ~ 
Apacs the actual applica- 
tion of this new method to au- 
tomobile radiators has not been 
studied extensively, it was esti- 
mated by one of the company offi- 
cialg that the size of the conven- 
tional radiator could be cut in half 
while improving the heat conduc- 
tivity of the unit substantially. 
This means lower initial unit 
costs, while allowing more flexi- 
(Continued on Page 20, Col. 3) 


cars will readily show the added 
effects in ornamentation, dash- 
board, carpeting and trim mate- 
rials. Just as real, but not quite 
so apparent, are the more costly 
seat springs, thickness of foam 
rubber pad and added conveni- 
ence features made possible by 
the higher selling price. 


Some of the added expense items 
on the exterior are obvious in 
brightwork, bumpers, grilles, etc. 
Other high-cost features, such as 
use of intricate die-castings instead 
of stampings, and sharp-edged or 
“reverse-contour” sheet meta] styl- 
ing effects (such as Cadillac uses), 
are not so evident to the unprac- 
ticed eye. 


WER and performance are 

other measurable factors still 
scaled according to price levels, 

(Continued on Page 23, Col. 1) 






and profit-eating downtime costs. 
In the words of 
Howard McCul- 
lough, generai 
manager of the 
service shops 


eral Electric Co., 
' “The ultimate 

aim of any main- 

tenance program 
is to reduce unit 

Piecuce soe 

anne - 
H. F. McCullough tnance helps do 
this by getting the maximum use 
from equipment and scheduling 
modifications or renewals on a 
planned rather than a hit-or-miss 
basis.” 

When GE staged its Productive 
Maintenance Forum in Detroit, re- 
cently, a capacity attendance of 
about 250 plant engineers and main- 
tenance supervisors attested to a 
growing awareness of 'the mainte- 
nance function’s importance. 


Maintenance Vital 
To Productivity 


HE title “productive mainte- 

- nance” itself is significant, since 
it is believed to indicate immedi- 
ately that maintenance is just as 
vital to productivity as the ma- 
chinery and the men who operate 





it. The modern trend is to break 
ee 





away from the concept of mainte- 
nance as “just overhead.” 


Manufacturing companies are re- 
minded to “take a fresh look at the 
whole apple” and make sure they 
have an up-to-date, realistic pic- 
ture of the sources of over-all costs 
ot goods produced. 

GE’s productive maintenance 
program is designed to give the op- 
timum ‘production from 
facilities. The five basic steps are: 
(1) Gather complete equipment 
data. (2) Evaluate routine mainte- 
nance so that the equipment costs 
will show how much care is war- 
ranted. (3) Establish a routine op- 
erating control system and organ- 
ize maintenance schedules. (4) 
Evaluate the critical maintenance 
needed for planned overhaul of 
vital equipment. (5) Establish a 
critical maintenance program by 

(Continued on Page 18, Col. 1) 


Perpetual Summer 
Helps Test GM 
Air Conditioners 
YTON, O.— Around-the-world 
summer weather conditions can 
be made in a matter of minutes in 
an automobile air conditioning test 
wind tunnel at General Motors’ 
Frigidaire division. 
Mere in this unique test cell, 


engineers of the proving test de- 
partment control weather by flip- 


ping switches. 

The tunnel was designed and 
built to test Frigidaire automotive 
air-conditioning equipment without 
the trouble, expense and uncer- 
tainty of road tests. Now, an air 
conditioned car can be driven into 
the tunnel and the desired simu- 
lated weather “turned on” without 
moving an inch, 

Any summer temperature and 
humidity condition can be dupli- 

(See TESTING, Page 20, Col. 3) 


Checking Temperatures in Air-Cooled Cars— 


Frigidaire’s wind tunnel test cell simulates summer driving conditions, with the 
car operating up to speeds of 60 miles an hour on a dynamometer. Temperatures in 
20 and’ more locatiors in the cor and in the air-conditioning system are recorded 
as are intensity of simulated sun load, wind velocity, humidity, engine r.p.m., 
ombient temperature in the tunnel and road horsepower load applied to the rear 
wheels. 
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Called ‘Heart’ of Automated Production . . . 


Maintenance Lowers Unit Cost 


(Continued from Page 17) 


setting aside a budget to stock crit- 
ical renewal parts and minimize 
down-time costs. 

In introducing the program at 
the GE forum, Harold Bongarten, 
manager of the Detroit service 
shop, declared that productive 
maintenance is “a working, posi- 
tive thing.” He said, “It doesn’t just 
prevent something; it produces. It 
doesn’t mean added operating 
costs; it means added profits.” 

Thig is, of course, precisely why 
top management is so interested in 
having the maintenance function 
performed on a sound, well-organ- 
ized basis. pe ie 


Qr= WILLIAMS, manager of 
the maintenance department, 


Beck Expands 


Beck Chevrolet Corp., Fredericks- 


burg, Va., has ex ded its service | tenance is desirable, and in other 
- 6a | cases a plant-wide system is best.| machine may be gauged by asking! invested in this machine? (3) Will 


department. 














plant ene, So ae eee 


ufacturing staff, 
says that a good 
preventive main- 
- tenance program 
is the heart of 
production. F'i g - 
ures cited by Wil- 
liams indicate 
that maintenance 
operations are a 
vital part of the 
manufacturing 
@. A. Witness activity — since 
maintenance costs in Ford Motor 
Co. are approximately $150 million 
a year, and nearly 20,000 men are 
employed in this work. 

Williams says that maintenance 
procedures must be tailored to 
fit the case. Decisions as to the 
type of maintenance organization 
to use depend on many factors, 
including the size of the plant. 

Sometimes so-called “area” main- 


Often a combination of the two 


systems is needed to do the job 
most efficiently. 
* + * 


Planned Approach 
Needed for Job 
PLANNING a maintenance 
program, Williams advocates: 
“Pick out the units on which it 
pays to exercise maintenance. Don’t 
spend a dollar to save a dime.” 

He says that to effectively con- 
trol maintenance costs and to mini- 
mize unscheduled repairs, it is 
necessary that definite plans for 
maintenance activity be made and 
then followed. 

You’ve got to know which ma- 
chines must have constant, care- 
fully planned maintenance to 
guard against downtime losses— 
and which equipment safely can 
be neglected without serious 
penalty. 

The importance of a particular 








Quality Supervision— 


W. Grimesey (right), divisional super- 
intendent of the paint department at the 
Nash body plant in Milwaukee, checks a 
unit for proper paint thickness. L. Profilio, 
assistant general foreman, waits to record 
the results of the magnetic instrument 
reading. 


these three questions: (1) Will the 
failure of thig machine stop pro- 
duction? (2) Is there much capital 


UNITED 


on the wav... 


em 2 new star in the 
upholstery field 


coming soon from United States Rubber Company 
—a revolutionary fabric which offers a new dimension 
in beauty and opens a whole new world of decorative 
opportunity in the upholstery field. 
Watch these pages on December 13 for the complete story 
of this remarkable “U.S.” achievement. 


STATES RUBBER COMPANY «© Coated Fabrics Dept., Mishawaka, Indiana 


o- 


lated, each maintenance org, 
zation is able to establish s 
and spares inventories by act 
usage experience. “Normal u 

for each stock item and spare 

may be determined by checking ¢ 
signed life expectancy against 
tual experience. Any item used jn 
excess of normal usage should be 


reduce cost, yet stay within safe 
limits of time during which de- 
fects ordinarily do not develop to 
the point of emergencies. 

The most economical ins 
frequency is determined by experi« 
ence with a given piece of equip. 
ment. ' 

Williams and his staff have made 
some noteworthy progress in stand- 
ardization of materials used in 
maintenance. On lubricants, for ex. 
ample, they have succeeded in es 
tablishing standard apecificatiaas 
for each requirement. This also 
simplifies the purchasing tuned 
and makes it more effective—sinee 
the purchasing agent considers ie 
only from sources supplying I 
cants that have been “app 
as conforming with maintenante 
specifications. 

In the latest maintenance 
ards, information is given on 
should be lubricated, how 
what type of lubricant to us, : 
who is to do the job. aes 

* * * : 


‘Selling’ the Boss 
Called Important 


yee had a_ worth 
suggestion for handling 


principal problem plaguing main: 
tenance supervisors — namely, = 
difficulty often encountered in 
vincing management of the 
for and pe esa of a tnoroughy 


Aue 






nance man should 


management superior a mh 
organized, carefully y 
schedule. Principal points to be 


course, have data to back up Ms 
various statements regarding 
needed. (A few case 

past expensive brsneey 
would be helpful 


time, budget or manpower lim 
tions, at least plant 
will be in the position of 
responsibility for what happ 
Also, the maintenance sup 
tendent will have served his cau 
better by anticipating trouble 
by waiting until something 
pens, then going into the from 
office with his complaint that @ 
was not permitted to do a proper 
maintenance Jeb. : te 


- HIS foci pednnanatiidal LG 
Clover, GE’s manager of 
engineering and maintenance 
ices, offered some excellent : 
tions for the approach to be 

in submitting a budget requ 

top management. 

e asserted that a clear-cut: 
cation of money should be 
for routine maintenance, 
overhaul, buildings and gf¢ 
upkeep, miscellaneous unp 
ble work, new installations 
arrangements of existing fac 

Clover one ses ee that 


ce Enkiag of beaakiiewne ; 
plant over a given period of 
This breakdown list also 


(Continued on Page 19, Col. 1) 
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Said to Lower Unit Cost... 


Maintenance Seen 
In ‘Partner’ Role 


(Continued from Page 18) | 


Next, a complete description 
should be prepared to show what is 
believed to be the most favorable 
or desirable maintenance program 
for the plant—including a carefully 
worked-out budget. 

This should be presented to man- 
agement with a concise comparison 
between the cost of existing down- 
time losses and the cost and bene- 


, fits of the proposed maintenance 


program. 
* * 


‘Area’ Maintenance 
In Engine Plant 


A recent talk on Automation, 
Norman Conrad, general main- 
tenance superintendent at Ford’s 


maintenance is strongly recom- 
mended for hydraulic equipment. 
Although properly designed hy- 
draulic equipment theoretically 
may be expected to operate indefi- 
nitely under ideal conditions, ac- 
tually, it is pointed out that condi- 
tions seldom remain “ideal,” except 
in the laboratory. 


During Vickers’ 1954 forum on 
production machine tool hydrau- 
lics, Gregory McKeown said. that 
regular inspection of hydraulic 
equipment should be made for 
such factors as leakage, oil level 
and condition, air breathers, 
noise level, oil tem and 
cyclé time. An adequate stock of 
spare parts was recommended to 
reduce machine down time. 


The groundwork for proper pre- | tion. 


ventive maintenance is, of course, 


Cleveland engine plant, outlined a/|. 


simple example to show the impor- 
tance of downtime. Conrad de- 
seribed two lines of producing ma- 
chinery merging into one where 
machine capacity permits — and 
then back to a double line. This is 
done entirely by electrically con- 
trolled, pneumatically or hydrauli- 
cally powered shuttle systems. 

This gives an idea of the com- 
plex electrical system needed for 
proper interlocking, plus the hy- 
draulic or pneumatic cylinders 
used for motive power. It is ap- 
parent that, if one operation stops 
for any reason during working 
hours, a production line is halted 
—and the entire plant operation 
is affected within a short period 
of time. 

After pointing out that some de- 
partments in the plant are auto- 
mated 100 percent, Conrad told 
about the new “productive mainte- 
nance” methods that are used. He 
said that it is no longer satisfac- 
tory to operate on the basis of de- 
laying repairs until a machine 
breaks down. 

To gain fast, efficient mainte- 
nance service, it was found neces- 
sary to decentralize maintenance 
activities. This led to so-called 
“area” maintenance, with the plant 
divided into five areas, instead of 
having all maintenance _ service 
come from one central shop. Each 
area has one man responsible for 
all the maintenance of his zone 
over a 24-hour period. He in turn 
has foremen on each shift responsi- 
ble to him. 

The men to run these depart- 
ments are chosen for their ability 
to keep everything in first-class 
condition and to recognize signs of 
impending trouble. Hourly workers 
also are assigned to each specific 
area. With this arrangement, Con- 
fad said, both supervision and 
hourly workers are thoroughly ac- 
quainted with the equipment, anJ 
top efficiency is obtained. 

* oe ~ 


Record Keeping 


Is Essential 


{FORMATION gathered in con- 
nection with the maintenance 
Program aids in determining any 
Perishable parts that must be 


- Stocked for special equipment and 


Machine tools, as well as standard 
Maintenance stock. 

An IBM record system is used 
by Conrad’s staff to make avail- 
able complete maintenance data 
for any machine, over any period 
of time, at a moment’s notice. 

This information may be used 
for highlighting any machinery by 
single unit, or by department. It 
also is useful in supplying engi- 
neering departments with pertinent 
aos data relating to any spe- 

machine tool or piece of equip- 


Conrad also has found that a 
rds program” igs a valuable 
aid to productive maintenance. At 
engine plant, standardization 
“f materials, processes, industrial 
ent and specifications as- 
tists in simplifying the problem of 
& adequate replacement sup- 

Dlies in stock. 


+ * ~ 
At VICKERS, a planned pro- 
tam of systematic preventive 


All under one roof... offer- 
ing complete facilities, from 


As tah tg ape nail 


i 


Both users and builders of produc- 

tion equipment recognize the need 

for following Joint Industry Con- 

ference recommendations in pre- 

_— g specifications for new ma- 
es. ‘ 


Hydraulic units should be applied 
to operate within the manufactur- 
er’s recommended limits. Reservoir 
design must provide adequate pro- 
tection against dirt and overheat- 
ing. 


Machine Design 
Aids Maintenance 


At CROSS CO., Chief Engineer 
Kurt Tech emphasizes the im- 
portance of “tagging” or identify- 
ing the various . 
components on 
the machine. Tech 
recommends that 
all limit switches 
be identified by 
number corre- 
sponding to the 
electrical dia- 
gram. Valves 
should be identi- 
fied by both unit 
number and func- 


* 


Kurt Tech 





~ 


whether they are electrical race- 


ations. 


Another phase of mechanical 
at Coeen Ok $0 te Sele ae 
at Co. is to design ma- 

so they can be kept clean. 


The second design consideration 
is to keep the lines of the machine 


when possible, remote mounting of 


Machine compartments should be | power cylinders, plastic covers on 
laid in the machine design stage.'adequately tagged to indicate | limit switches and separate mount- 


designing and engineering to 
finished metal working models. 
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Hot Idea for Cooling 


New Process Holds Promise of Better Radiators 
Of Smaller Size, Lower Cost 
(Continued from Page 17) 
bility in placement under the | homogeneous sheet of metal. Al- 
hood of the automobile, thereby 
up new design methods. 
e new process makes it possi-| bonding, including copper, high 


ble to create any pattern of tubing, | copper alloys and stainless steel. 
however intricate, within a single| Experimental radiators, Camp- 


For Speedy... Economical Assembly 
SPECIFY 


MUNDILAIN 
Welding Nuts 


by 
process have no solder. Nothing 
but copper. By roll bonding, fins 
can be made an integral part of 
the radiator. Tubing within carries 
the coolant. Only copper is between 
the collant and the fins; so heat 
could be dissipated through 
copper with its high conductivity. 
This means that the radiator of 
tomorrow may be much smaller; 
much more efficient, he said. 
* * aa 

ANOTHER important considera- 

tion in the application of this 
new process, it was pointed out, 
is the reduced chance for tubes 
within the rolled plates to develop 
leaks. 

Any pattern that can be drawn 
on a piece of paper can be re- 
produced as tubing within a 


Testing 


(Continued from Page 17) 
cated, plus a wind velocity condi- 
tion of air blowing completely over 
and around the car at speeds up to 
60 miles per hour. 
’ * * * 


BATTERY of overhead infra- 

red heat lamps is controlled in 
banks of three sections. The lights 
throw heat directly on car, simu- 
lating hot summer sun. Additional 
heat is introduced into the tunnel 
by means of a steam-heat coil lo- 
cated in the return air chamber. 


Fresh outside filtered air is 
added at the rate of 25 per cent 














Ideal for Hard-To-Get-At Places 
-».Will Not Work Loose or Rattle! 
Whether you’re designing a product or 


building it, the Midland Welding Nut 
is the answer to the problem of accurately 


In setting up a test, the car is 
driven into the tunnel and stopped 
with the rear wheels resting on a 
dynamometer. This device is used 
to tell the road horsepower load 
applied to the rear wheels. 

Thermocouples are placed in the 
ear and in the air conditioning sys- 
tem at 20 to 30 locations. The tun- 


and securely fastening metal parts into a nel is then closed and a proving 
> ‘ ‘ test expert remains to conduct the 
main assembly . . . speedily, economically. tests from within the Gai: 


_ It is welded to the parts so that a bolt 
can be turned into it without the need 
for any device to hold it and keep it from 
turning. 

This frequently means that one man 
can do the work of two, for with an 
ordinary bolt and nut one man usually 
has to hold the nut in place while a 
second man turns the bolt into it. 

Midland Welding Nuts are perfect, 
‘too, for those hard-to-get-at places in 
assembly operations. Welded in advance 
to those inside spots where it is difficult 
—or impossible—for hands or tools to 
reach, Midland Welding Nuts hold fast 
while bolts are turned into them. 

Write or phone for com- 
plete information today! 


7s test sictiis ans and an 
assistant sit outside the tunnel. 
They observe the proceedings and 
give instructions to the man inside. 

The outside 0 has an 
array of instruments that tell 
him at a glance how the test is 
going. 


He can control and observe such 
things as the speed of the car, road 
horsepower, the ambient tempera- 
ture and the relative humidity 
around the car, wind velocity, car 
engine r.p.m., and the temperature 
at any point inside the car or air 
conditioning system. 

Even though actual road tests 
are still being conducted by Frigid- 
aire research men, the wind tunnel 
takes out any guesswork. 


Light Metal Developed 

CHICAGO.—A lightweight titan- 
ium alloy considered suitable as a 
replacement for steel in military 
vehicles has been developed for the 
Ordnance Corps by Armour Re- 
search Foundation of the Illinois 
Institute of Technology. Officials 
said the alloy is 40 percent lighter 
than high-strength steel and re- 
sists corrosion. 











The MIDLAND STEEL PRODUCTS COMPANY 
6660 Mt. Elliott Avenue + Detroit 11, Michigan 
Export Department: 38 Pearl St, New York, N.Y. 
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relation to air-conditioning units 
in automobiles within the next few 
years. Automobiles will come 
equipped with far more efficient 
units, at less cost, by using the 
new sheet tubing method. 

This process is being used cur- 
rently by a major manufacturer in 
the refrigeration industry. It has 
been possible to eliminate entirely 
a freon accumulator compartment, 
which normally is attached to the 
side of a refrigerator evaporator 
plate.. By substituting the tubing 
within metal sheets all of the 
former copper and aluminum weld- 
ed joints have also been eliminated. 

Olin Mathiewson hag begun con- 
struction at East Alton, Ill. of a $6 
million plant to put the new proc- 
ess on a mass-production basis for 
other industries. 

+ + * 

B beens process of producing a re- 

frigerator evaporator plate by 
the new process is as follows: Two 
flat pieces of aluminum or copper 
are cut to size and cleaned. Using 
a silk screen process, the pattern 
that will become tubing and other 
passages is applied to one of the 
flat sheets. The “paint” used to ap- 
ply the pattern is a stop-weld ma- 
terial that prevents a surface 
painted with it from. bonding to 
another piece of metal under heat 
and’ pressure. 

The stop-weld material is 
squeegeed onto the metal by a 
rubber roller. The two sheets are 
to form a 
The “sand- 
wich” is heated and rolled. The 
first hot rolling produces a com- 
plete bond. : 

Subsequent cold rollings reduce 
the now homogeneous sheet of 
metal to proper thickness. Further 
rolling operations elongate the pat- 
tern several times. The key to suc- 
cess of the operation is to plan a 
silk screen pattern which, when 
elongated, will result°in perfectly 
proportioned patterns. 

After roll bonding, the fused ma- 
terial is annealed. Everything bonds 
except the area where the stop- 
weld pattern has been applied. 
After annealing, one end of the 
elongated metal plate is trimmed. 
This bares the lead-in end of the 
stop-welded pattern. A needle, much 
like that used to inflate a football, 
is then inserted into the bared end 
of the stop-welded pattern. 

* om * 


— next step is to place the 
bonded plate between two 
heavy platens in a hydraulic press. 
Hydraulic pressure is then applied 
to inflate the non-welded design. 
Areas where stop-welding has been 
applied become passageways. These 
passageways are an integral part 
of the material. 

There is, according to company 
officials, absolute fusion of the 
metal with complete grain 
growth, This means the metal 
fuses together as if it were one 
original piece of metal. 

The passageways are then flush- 
ed out and cleaned to remove the 
stop-weld. It is then thoroughly 
dried internally. 

* 


= * 






























Cast Stee! Cranksheft— _ 


The automotive industry's first cast steel 
crankshafts were machined on Wickes 
center drive lathes with Wesson band-type 
multicut holders and Wessonmetal carbide 
at the Wickes Bros. plant in Saginaw, 
Mich. Cast steel cranks are slated for in- 
troduction by a major auto manufacturer — 
in a 1955 model. 


Cast Steel Cranks 
Scheduled for 
Full Production 


SAGINAW, Mich. — Cast steel 
crankshafts which will be intro- 
duced by a major auto manufac- 
turer in a 1955 model, are scheduled 
to go into full production, after the 
first units have been machined suc- 
cessfully at the Wickes Bros. plant — 
here. ° 

The units were made on center 
drive lathes with Wesson band- 
type multicut holders and Wesson- 
metal carbide. 

Several modifications have bees; 
incorporated in the cast steel set- 
up, compared with the first ca 
iron crankshafts of several years — 
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ago. 

While formerly 34 tools were re- © 
quired to turn all five main bear- — 
ings, flange end and stub, only 25 — 
multicuts mounted on two slides — 
are required on the steel crank — 
tooling. Also, dual-insert holders — 
which turn the mains and journal — 
fillets are designed to perform — 
cheeking operations when desired, — 


Competition Cited — 
For Better Tires 


CHICAGO.—Better tires as the 
result of vigorous competition be-— 
tween rayon and nylon in >the 
tire-cord field were forecast here 
at the convention of the National 
Assn. of Independent Tire Dealers. 

Nine out of 10 tires produced — 
now are made with rayon cord, © 
Benjamin Wood, director of the — 
American Rayon Institute, told the 
delegates. He credited the rayon 
industry with leading the way in” 
cord construction. 

In another address, W. D. RB 
Straughn, of duPont’s textile fibers — 
department, prophesied increasing — 
penetration of the tire cord ma 
by nylon. Straughn pointed out that 
in 1953 there were three brands | 
of nylon tires available, one 
with 32 brands at present. Wey 


WeldedRoads _ a 

Torches Help to Speed Up 

Highway Building : 

YORK, Pa. — Modern high $ 
are being literally welded tog pigs 
according to R. C. Freeman, get 
eral manager of General Electric's 
welding department. 

In a talk at the opening of Glee 
new welding plant here, Freeman 
noted that “steel reinforcements — 
for highways are being welded t0 
provide more durable thorough- 
fares for the country’s heavy 
fic load.” 

“This method,” he said, “is grad- 
ually replacing the old-fashioned, 
time - consuming manual joining 
process.” 


New Firm Offers 


Armoring Process 

FORT WORTH. — Formation of 
Armoloy Co., which will offer t 
industry an exclusive process 
armoring moving metal surfaces 
against frictional wear, has beet 
announced by George A. Jagget® 
president. 























































Armoloy not only reduces fric~ oy 
tion, Jaggers said, but p 
a lubricated surface that will not . 
pat chip, flake or peel when sulb> 
jected to standard bend tests. 


A finished is shown in the upper photo, with one-half of the 
“sandwich” from which it is made ilivstrated below. The finished plate was made 
by adding the other half, rolling to bond the two aluminum sheets and squeeze 
them opt to finished length, and dilating the ‘‘stop-weld" pattern with hydraulic 
Pressure. 







Representatives for PITTSBURGH TUBE COMPANY 


COLD DRAWN BUTT WELDED 
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Millions Urged by Auto-Lite to 
Visit Car Dealer Show Rooms 


TOLEDO, OHIO—Across the nation, 
readers are urged through the 
special advertisement reproduced 


on this e to visit car dealers 
and see brand new 1955 models. 
It will a on November 27th in 
the SA’ AY EVENING POST 


as an important part of the over- 
all cam: heralding the intro- 
duction 
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manufacturers served by Auto-Lite. 


Posters Displayed in all 
Auto-Lite Plants 
Colorful posters reproducing the ad- 
vertisements are being displayed in 
28 Auto-Lite’ plants from coast-to- 
coast and a special letter has been 
sent by Mr. James P. Falvey, Presi- 


new models by car | dent of the Company, to nearly 30,000 





PERE 


eo Mees RR, 





Se Sg ae. pina ABM 


Sat pot BRT RR RSI eR 88 


ng a ROT ab 


pa eT AO 0 RC OS eR: ER SFE 


oot 









ADVERTISEMENT 


employees. Included with the letter 
was‘a.small folder giving employees 
tentative announcement dates. The 
importance of the introduction of 
1955 cars and their acceptance by the 
— was given special emphasis at 
oremen’s meetings. 


Trade Told of Program 


Through its field resentatives, 
news of this program been re- 
layed to the trade so they, in turn, 
could encourage their employees and 
rn to join in activity. 

ition, special presentations 
were made to officials of trade or- 


ganizations in the automotive field| told of the 
Bagg Bar a spthrame 


so that they would have an under- 
standing of the program. 
Program Publicized Nationally 


The program is being given extensive 
blici tionally in daily news- 
and in business and consumer 
pu tions. Present tabulations in- 
dicate that the total circulation of 
the program hav yrepanred ty Semty 
e ve a is nearly | not 
twelve million. In the cities and 
towns where Auto-Lite plants are 
located, community leaders and 
molders of public opinion have been | and their dealers.” 


The Biggest 
Show on Earth 


You ane mvvirep by the car dealers of America to attend the 
biggest show on earth . . . to see the exciting new and 
better 1955 cars on display in their showrooms. 


They know you will thrill at the hundreds of engineering 


advancements. . 


. the splendor of new fabrics and metals 


in breath-taking harmony, as well as countless new 
advancements in engine power and performance. They 
know, too, you will experience still more thrills when 

you get behind the wheel for a demonstration drive. 


Auto-Lite is privileged, through its close association with 
leading car-manufacturers and their dealers, to be a part 
of this biggest show on earth. Today the more than 


400 products Auto-Lite manufactures in 28 plants from 
coast-to-coast are world-famous for outstanding quality 
and performance . . . good reason why 1 out of $ cars in 
America are equipped with Auto-Lite. 


AUTO-LITE 











Depth Gage Utilizes 


Interchangeable Bars 


An indicator depth gage for practi- 
cally any part condition may be selected 
by utilizing a standard series of inter- 
changeable bars and gage pins. 

All standard models have .200 inch 
adjustment and may be set to either gage 
blocks or a master set gage. A. G. Davis 
Gage & Engineering Co., 21435 DeQuindre 


Rd., Hazel Park, Mich. 
om th 





14-Inch Drill Press 
Speeds Production 


Among the features of the new 14-inch 
drill press are a belt guard hinged at the 
rear and counterbalanced so the guard 
can be swung up out of the way and 
suspended in that position, and a pivot- 
ing motor mounting plate permitting quick 
belt tension release. 

The machine is available in single or 
multiple spindle models, high or slow 
speed, standard or production tables, 
floor or bench type. Delta Power Tool 
division of Rockwell Mfg. Co., 437 N. 


Lexington Ave., Pittsburgh 8, Pa. 
of * ob 
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Tool Control Unit 


Decreases Costs 


The Cross tool control unit is available 
for all types of metalworking equipment, 
including screw machines, drill presses, 
gear hobbers, punch presses, gear shavers 
and milling machines, in four different 
sizes. 

The Toolometer is said to stop the 
machine automatically for a scheduled 
change, to reduce tool costs and increase 
machine efficiency. Cross Co., 3250 Belle- 
vue Ave., Detroit 7, itch. 

* 











Pneumatic Valves Offered 
For 3,000 PSI Pressure 


A line of solenoid-operated shutoff and 
selector valves for aircraft and industrial 
applications has a pressure range from 0 
to 3,000 p.s.i. and a temperature range 
from 65 degrees below to 265 degrees 
Fahrenheit. Mar Vista Engineering Co., 
5420 W. 104th &., tes Angeles 45, Calif. 


Ultrasonic Generator 
A multi-erystal ultrasonic generator for 
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construction of larger and more flexible 
industrial cleaning equipment has been 
announced by the Specialty Control De- 
partment of General Electric Co., Schenec- 
taday 5, N. Y. It consists of a power 
oscillator and the transducer assembly 
which contains five quartz vibrating crys- 
tals and can be remotely located from 


the oscillator. 


* * 





High-Speed Hobber Handles 
Up to 8 Pitch Gears : 


Model 1445 features “plunge” cutter 
feed and automatic work-holding tail- 
stock. It machines both spur and helical 
gears at variable speeds up to 570 r.p.m. 
and handles up to eight pitch gears up 
to five-inch diameter and four-inch face 
width. 

The hobbing spindle head allows three 
adjustments: hob thread angle, gear helix 
angié and hob position shift. Another in- 
novation is the hydraulic cross-feed which 
drives the hob across the work at the 
desired helix angle. Michigan Tool Co., 
7171 €. MecNichols Rd., Detroit, Mich. 

* 





Thread Broach Operates 
At High Speeds 

The Shearcutter Super-Speed Thread 
Broach is said to operate at speeds three 
to six times faster than normal taps and 
to cut labor cost from 25 to 75 percent. 

Using the shearcutter principle, the taps 
require less than half the power of 
ordinary taps. Shearcut Tool Co., 7045 
Darby Ave., Reseda, Calif. 


o 


Air Clutch Provides 
Finger-Tip Control 


The Air-Grip is said to respond in- 
stantly to touch of the throttle because 
a minimum of air is used in the operation 
of the clutch. Instant disengagement is 
achieved by release valves built into the 
clutch, 

Other advancements include provision 
for internal ventilation and for mechanical 
engagement in case the air supply fails. 
Dodge Mfg. Corp., 1952 William St., Mish- 
awaka, Ind. 


Bearings Bulletin 


A new line of low-cost, self-aligning 
pillow blocks and flange bearings is de- 
scribed in Bulletin PB-54 issued by Con- 
gress Drives Division of Tann Corp., 3750 
E. Outer Drive, Detroit 34, Mich. The 
bulletin illustrates the increased lubrica- 
tion life said to be provided by Perma- 
wick packing, which holds nine times its 
weight in oil up to five times longer than 
wool felt wicking. 
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Cam Clutches 
For Indexing 


The Series HT indexing clutches are 
designed for application on stepped 
shafts in machinery drives. Typical appli- 
cations include feed rolls, spring coilers, 
metal forming equipment, dual drives and 
two-speed operations. 

The clutches feature constant pitch spac- 
ing, alternate cam and roller construction, 
providing accurate indexing operations. 
They come in three models: HT-10 is rated 
at 15 foot-pound torque; HT-20 at 55 foot- 
pound torque, and HT-30 at 160 foot- 
pound torque. Morse Chain Co., 7601 
Central Ave., Detroit 10, Mich. 

.. 2s 





Conveyorized Storage 
Reduces Steps 


The Flow-Rack combines gravity wheel 
rack components. 
Goods are moved to the front through 
use of gravity. 

it is six feet high, but may be any 
width or length, and is adaptable to 
size, weight and nature of the product. 
Rapids-Standard Co., Inc., Rapistan Bidg., 
Grand Rapids 2, Mich. 


* x * 


_ | Slide Rule Pencil Writes, 
Measures and Calculates 


The series 400 Devco pencil handles 
like a conventional slide rule. It is six 
inches long and sturdily designed. 

lt features dimensional stability, de- 
pendable calibrations and compactness. 
Device Development Co., 226 W. Fourth 
St., New York 14, N. Y. 





Die Casting Machine Offers 


New Clamp Design 


This new H-P-M cold chamber, high 
pressure, die casting machine features a 
new clamp design and advanced-design 
injection ends. The clamp offers a com- 
bination of hydraulics for smooth move- 
ments. 

The injection end is a compact, self- 
contained unit, including pump, motor 
and reservoir. Its speed contro! operating 
valve brings variable acceleration to 
metal plunger action. Hydraulic Press Mfg. 
Co., 830 Marion Rd., Mount Gilead, O. 












Pushbutton Hand Switch 


Model 1PH1 switch is designed to fit 
into conventional FS and FD electrical 
boxes and is designed for use on punch 
presses and other hand-operated equip- 
ment, according to Minneapolis-Honeywell 
Regulator Co.'s Micro-Switch division, 


Freeport, Ill. 





Blast Cleaner Obviates 
Pit for Hopper 


This airless blasting machine is de- 
signed for cleaning and peening applica- 
tions and differs from other swing-table- 
type devices in that it requires no pit 
for the abrasive hopper. 

The machine has a 40-inch work height 
clearance and can be used for cleaning 
castings, forgings, weldments or stamp- 
ings. The 72-inch diameter work table is 
mounted on the door of the machine. 
When the door is opened, the work table 
comes out into the room for ease in 
loading and unloading. American Wheel- 
abrator & Equipment Corp., 1016 S. Byrkit 
St., Mishawaka, Ind. 





Pedestal Design 


if On 1955 Lathes 


Featuring greater operator convenience, 
this heavy cast-iron pedestal encloses the 
motor and drive. The tailstock leg pro- 
vides storage space for tools and acces- 
sories. 

The pedestal is available on all 10, 11 
and 13-inch swing lathes. Among im- 
provements are double neoprene cog 
V-belts to the spindle for greater pulling 
power. “Zero precision” tapered roller 
bearings have a single takeup for adjust- 
ment and wear. Sheldon Machine Co., 
Inc., 4258 N. Knox Ave., Chicago 41, Ill. 


* * * 





Work Support Offered 
For O.D. Grinding 


The Steady-Rest is designed as work 
support in outside-diameter grinding op- 
erations. It is said to maintain equal 
support of the work pieces regardless of 
length, while permitting grinding wheel 
to pass back and forth without stopping. 
for 
universal grinders five to six inches in 
center height; for universal grinders six 
to 7% inches in height, and for No. 13 
universal B and S grinders. Last Word 
Detroit 


it is available in three models, 


Sales Co., 18500 Mount Elliott, 


34, Mich. 
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Electronic Unit Controls 
Grinding Machine's Cycle 


The Electro-Autosizer is said to control 
a grinding machine's cycle and guarantee — 
tolerances as low as .00004 inches. The 
standard Model CG-2 is about the size 
of a shoebox. 

Uniformity through large runs was” 
found in tests in which the millionth” 
piece was identical to the first within the — 
guaranteed tolerance of .00004, according 
to the Electro-Autosizing Machine Division 
of Industrial Gauges Corp., 42 Grand 


Ave., Englewood, N. J. 
S$.) 8o-® 
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2-Way Bending Unit Works 
Clockwise, Counter-Clockwise 


Series 1400-A features a _ horizontal 
semi-automatic tube bending machine de- 
signed for beth clockwise and counter- 
clockwise operations. An extended main 
spindle and double ways are mounted on 
top and bottom of both the stationary 
and swinging arms. The unitized head 
and top assembly is double-hinged to the 
base, turning over the assembly 180 
degrees. ] 

Changeover to either operation can be 
made in a few minutes. Production rate 
is approximately 300 bends (150 pieces) 
per hour on one-inch 16-gauge steel tub 
ing of four feet in length, according to 
Pines Engineering Co., Inc., 601 Walnut 
St., Avrora,’ Ill. | 


Ss @ = © & tee 





i 
a 
-@ 
ti 
at 





Mertens 


SPBEESEFTS cc. 


Compact Torque Converter 4 


Offered by Funk 


Model C-20 is an exceptionally shot 
coupled torque converter for ‘use where 
length is a problem. It is available it 
both ventilated and non-ventilated type 

Standard outside flanges attach f 
right-angle drives, transmissions, gear 
ductions, power takeoff hubs or ofher 
drives. Funk Aircraft Go. Coffeyville, Kans. 
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Inside Micrometer Caliper — 


Features | to 2-Inch Range 


No. 700 Inside Micrometer Calipé 
measures. hold diameters and linear di | 
mensions between inside surfaces. 3 

The instrument has a range of 10% 
to 2.000 by thousandths of an inch. Ti 
jaws are hardened on a radius for 
accurate “feel” without cramping. & * 
Starrett Co., 101 Crescent St., Athol, i 
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Off: ctting ‘Classlessness’ Trend . 


g ostlier Cars More o f Everything’ 


(Continued from Page 17) 


with a stepup as you move from 
one price class to another. Prac- 
ticality of the power advantage is, 
however, a debatable point. With 
1955 lowest-price cars surpassing 
the horsepower figures of the most 
ogee vin of only four or five 
years ago may be said with 
some janthcation that the least ex- 
ve cars are approaching the 
practicable, usable limits. 

Principal acceleration superiority 
still claimed by higher-priced cars 
ig in the middle and high-speed 
ranges. There is plenty of reserve 

r in the bigger engines to as- 
gure agility for highway passing 
maneuvers requiring es acceler- 
ation from speeds of 50 miles per 
hour. 

Other specific — of — 
superiority, cited by medium and 
high-priced car engineers, come 
‘under such headings as balanc- 
= tolerances, materials, design. 

manufacturing processes. 

illustrate these points, DeSoto 

eer George Gale, referred to 

lier shaft balancing to a fine 
that would not be possible 

less cost; and rigid specifica- 
tions for balancing wheel and tire 
gasemblies to limits of eight inch- 
ounces—which requires fine quality 
gontrol and adds to the cost. Ad- 
ditional items mentioned by Gale 
as indicative of medium-priced car 
ty were superfinish brake 
extra-cost heat treating on 

gome parts, and costlier alloy speci- 
fications to add strength or. dura- 


At Cadillac, Carl Rasmussen, as- 
sistant to the chief engineer, had 
alist about six pages long of things 
Cadillac does that simply cannot be 
afforded in a low-priced car. Items 
on the list range from dozens of 
so-called “detailed refinements” 
(special glass in outside mirror) to 
more important individual points, 
guch as the amount of development 
work on control of vibration and 
_body shake. e 


Subile Advantages 


ETURNING now to subtle dif- 

ferences arising out of the cu- 
mulative effect of the many points 
of mechanical superiority—a better 
tide and more all-around comfort 
ate qualities indisputably associ- 
ated with the higher-priced cars. 
_In this country, size and weight 


rally have been related to rid- 
a with wheelbase a key 















ion in design for maximum 
ort and ease of handling. Per- 
tinent design factors include: Ratio 
of sprung to unsprung weight, leaf 
pring length, tire size and jounce 
available for wheel deflec- 


nced by such factors as en- 
balance and reserve power, 
lose eS ae ae tolerances 
throughout the car and attention 
vibration suppression. 
i Noise level is, of course, affected 
‘the above points. But it also is 
to a minimum by more liberal 
e of insulation and sound dead- 
in the higher-priced cars. For 
@ passenger compartment, criti- 
fal insulation locations are under 
carpet, on the roof panel and 
m the fire-wall. 
y * 


; betingible aa 
THE area of so-called intan- 
TV givie benefits, prestige value is, 
@ course, a prime virtue of me- 
and high-priced cars. As an 
t buying motivation, this 
is vital in determining the 
made among different cars. 
Would seem that the “prestige 
is destined to grow in im- 
PMance as a factor in selection of 
# tar, since today’s auto advertis- 
is designed to flatter the ego 
bolster self-esteem of the po- 

car buyer. 

,*0 cater to the buyer’s desire 
individuality in his car, the 
to which cars are “built 





variety of choices rises to more |ets. He says that the long-range 


One manifestation of this desire 
for “something 
different” is the 
preference for ut- 
most “luxury” in 
feel and appear- 
ance of the car. 
In fact, as Charles 
Burgess, manager 
of Lincoln - Mer- 
cury’s planning 
and programming 
department, puts 
it: 

“Car manufac- 
turers today have to go all out to 
keep pace with the public’s appar- 
ently insatiable demand for added 
luxuries.” 

At Packard, chief styling engi- 
neer Edward Macauley believes 
that it is undesirable to have a 
strong “family resemblance” be- 
tween cars in different price brack- 


Charies Burgess 


plan is to gradually separate the 
Clipper and Packard lines further 
apart from the “curbstone identity” 
standpoint. 
* * 

HE used-car market provides 

further evidence of real and in- 
tangible advantages of the higher- 
priced cars. Every year, thousands 
of buyers pay as much or more for 
used models of the higher-priced 
makes than they would pay for a 
brand-new low-priced car. 

Prestige value, performance, 
comfort, luxury, size and roadabili- 
ty are commonly mentioned factors 
in evaluations of reasons for such 
buying decisions. Safety may be 
another. Many people “just feel 
safer” in a bigger, heavier car, al- 
though it would be difficult to prove 
that a medium or high-priced car 
is really “safer” than one in the 
lowest-price class. 

It does seem reasonable, how- 
ever, that the total cumulative 
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effect of extra money spent in the|to bring the cost up to medium- 
many areas of design (including| priced range. But you still have a 


brakes) may provide safer all- 
around transportation. 

High engine horsepower of the 
more expensive cars leads to still 
another point in their favor when 
you consider power available for 
car performance after ee 
tion of such power 
cessories as air conditioning: 
power steering and power brakes. 

This idea leads to a fundamental 
view held by medium-priced car 
makers: “You can easily add 
enough options on a low-priced car 


DuPont Grease Thickener 


Revealed to Experts 

SAN FRANCISCO. — A Dupont 
grease thickener, Estersil GT, has! 
been demonstrated at the National 
Lubricating Grease Institute by G. 
C. Meyer of the DuPont Petroleum 
Laboratory. 

It is a laboratory-developed de- 
rivative of silica so fine that mil- 
lions of particles of it could be 
placed on the head of a pin. 

Each particle is covered with a 
chemical raincoat, giving the thick- 
ener waterproofing qualities. 





dressed-up low-priced car—not the 
true equivalent of a medium-priced 
car in size or the long list of spe- 
cific points of mechanical superi- 
ority.” 

Throughout the industry, many 
people say that the heavy demand 
for “deluxe” and “luxury” models 
is a sign of the times. But, regard- 
less of the state of the nation’s 
economy, it is widely believed that 
there always will be extra-quality 
and extra-luxury items available 
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things will be beyond the reach 
the greatest mass of buyers. 
Apart from this, higher-priced 
car manufacturers give varying de- 
grees of support to the idea that a 
certain percentage of people are 
quite willing to pay for the privi- 
lege or distinction of driving a 
relatively low-volume car. 


It is natural to want “the best 
you can afford” in a car. The me- 
oiaa and high-priced car buyer 
gets enduring inner satisfaction 
from his achievement or “success” 
—plus pleasure from enjoyment of 
his neighbor’s knowledge that he 
ee to afford the higher price 





Delco Radio with 
Signal-Seeking Tuner 
on General Motors 


90 Millionth 


Car! 





Its the greatest advance in auto radios since 


pushbutton tuning 





Another E; 
Motors... 


First 


Delco 
an Entirely New 2 ena Se Concept | 
Radio Design and Performance. 


in Auto 


You’d naturally expect this “car of cars’ —a magnificent golden Bel 


Air Chevrolet—to have the very newest, the very best features. That’s 
why it’s equipped with the new Delco Radio with Signal-Seeking Tuner. 


the selector bar . . 


again to change stations . . 


The nerve center of this marvelous radio is the Signal-Seeking Tuner. 
It automatically finds and tunes in any station you want. Just touch 
. and the magic of electronics takes over, tuning in 
the nearest station on your dial with pinpoint precision. Touch it 
. and so on across the dial. It’s as easy as 
dimming your headlights! And it’s all done so smoothly, so accurately, 
so effortlessly, you need never take your eyes from the road ahead! 


If the Delco Radio with Signal-Seeking Tuner is good enough for this 
history-making car, don’t you think you ought to have it on yours too? 
Many fine cars will offer it for 1955—ask your car manufacturer. 


m General 
Tuner, 


CENERAL 
MOTORS 





DELCO RADIO «¢ 


DIVISION OF GENERAL MOTORS ¢ KOKOMO, INDIANA 











NEW IDEA!—the extra safety of Double 
Strength Single Unit Body Construction. 
In the Rambler, the entire body- 
and-frame—one solid, welded unit is 
assembled with the “power train” 
(as shown above). In old-type con- 
struction (right) body, frame and 
“‘power train” are all separate units 
merely bolted together. 


NEW IDEA! The comfort 
of the Rambler Deep Coil 
Ride. Possible only with 
Double Strength Single 
Unit Body, the longer 
Rambler springs are 
braced outward like ‘‘Sea 
Legs” and are located 
above the center of grav- 
ity to give sway-proof 
stability on curves and 
hills . . . cushioning the 
rideon theroughest roads. 


OLD-STYLE SPRINGS are 
close together, offer little 
resistance to side-sway. 
Notice how much shorter 
ordinary springs are — 
lacking the length and 
suppleness to absorb 
shock. Compare the 
Rambler ride with any 
you’ve ever known before. 


WANTED — maneuverability in tight places. Here again 
the Rambler is tops. Its 36-foot turning diameter is the 
shortest of any American-made family car. Even the 
tiniest lady can turn the Rambler with her fingertips. 




















WANTED— interior room on a compact wheelbase. The 
new Ramblers offer as much riding and luggage room 
as many cars of bulky proportions. There’s even room 
enough for exclusive Twin Travel Beds in four-door 
Rambler models. 


A Whole New idea it 
the Vol 





The sweeping changes in the American way of 
life indicate a volume market for an automobile 
specifically designed for today’s driving conditions. 
The 1955 Rambler is such a car. It represents a 
whole new idea in automobiles—a car conceived 
and built to answer the motoring problems 
created by this “New America” — 

@ The greatest mass movement in our history 
—the exodus to the suburbs. 

e@ The 250% jump in two-car families since 1948. 


e The emergence of the woman as the driver of 
the family. 

© The phenomenal rise in vacations by car. 

@ The jam-packed traffic that strangles our 
roads and makes parking a problem. 

@ The 40-hour week that has sky-rocketed 
week-end fishing, hunting and camping trips. 
Just 72 hours ago, we presented the new 1955 


Rambler at Hudson showrooms and Nash 
showrooms from coast-to-coast. 


Millions saw a car that can turn sharper, out- 
maneuver any car built in America today—and 
out-distance them all on a tank of gasoline. 
They saw luxury never offered before in the 
low-price field. 


They saw price tags that start a whole new 
standard of value. For never before have cars 
so fine been priced so low. 


America’s Smartest Car 


for Town and Travel 


































































WANTED —all-around visibility. Loi 
ahead, look around, look Te 
Rambler gives the safest view of! 
road ahead with low sloping hood, 
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WANTED BY 24% OF THE NEW CAR BUYERS, as re- 
ported in Popular Mechanics recent survey— Airliner 
R Seats, another American Motors exclu- 
sive, offered by Rambler alone in the lowest price 
field. Rambler owners call Reclining Seats the 
“greatest comfort feature ever put in a car’’. 





“Road-Guide” fendérs—gives spectac- 






and behind for safer backingand parking, 
with much-copied “‘sweptback” pillars. 



















qgCars...Designed for 
ne Market! 
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MEANS MORE 
FOR AMERICANS 
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WANTED BY 25% OF NEW CAR BUYERS, according 
to new Crowell-Collier Survey—Air Conditioning. 
Rambler, with American Motors’ All-Season Air 
Conditioning*, offers the world’s finest, most effi- 
cient system—at a record low price, far below com- 
petition yet far ahead in its design. 

*Patents applied for. 
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(Continued from Page 17) 


Imperial from other cars produced 
by the corporation. 

The Imperials have their own 
body shell and doors, which are 
not shared with any other Chrys- 
ler car. They also are built on a 
separate assembly line—by hand- 
picked craftsmen. In addition, 
we've just learned that emphasis 
on “custom” work and insistence 
on finest quality has led to re- 
vival of the practice of 100 per- 
cent road-testing that once was 
used for ultra-expensive cars. 

Every Imperial ig individually 
road-tested, and the driver submits 
a detailed report upon completion 
of the tests. After ne-ossary adjust- 
ments are made, the same test 
driver takes the car out for a 
recheck before giving it approval. 

* * * 


Some Doors Remain Closed 


At Creative’s Open House 


At AN open house to celebrate 
Creative Industries’ move into 





new quarters, genial general man- 
ager Rex Terry 
proudly led me 
on a personally 
conducted tour of 
the shop where 
“dreams are 
brought to life.” 

Although our 
walk covered a 
lot of territory, 
and added up to 
a comprehensive 
E Pe view of impres- 
Rex Terry sive facilities for 
carrying an idea from inception 
through design, graphic illustration, 
scale and full-size models and pro- 
duction prototypes, the most inter- 
esting areas were, of necessity, 
closed to reportorial eyes. 

Behind locked doors in the 
birthplace of such show cars as 
the Packard Panther and Ford 
Atmos rested a _ representative 
cross-section of the auto indus- 
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try’s guarded plans for cars to 
appear on the streets from one to 
three years hence. 

As we were leaving the corridor 
leading to the secret shop area and 
returning to the large central fix- 
ture, die and fiber-glass parts 
workroom, Terry and I met a 
couple of Chrysler engineers, who 
looked surprised to see an editor 
roaming around such normally for- 
bidden territory. 


I couldn’t resist answering their 
unspoken question with a remark 
that “we’ve just been taking a 
look at the 1957 Chrysler.” Honest, 
fellows, I was only kidding—Terry 
didn’t unlock a single door or lift 
any concealing shrouds. And his 
people did a thorough job of hiding 
tell-tale signs of confidential work 
in progress. 

+ > * 


Vision and Turning Radius 


Also Lift-Truck Problems 
LEADING manufacturer of 
materials-handling equipment 

is considering a novel design idea 

that would provide sorely needed 
maneuverability for lift trucks 
operating in narrow aisles. 

At present, most such trucks 
have turnaround limitations that 
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War on Waste— 


According to the industrial truck divi- 
sion of Clark Equipment Co., price tag- 
ging of production machinery and tools 
makes workers aware of the value of the 
equipment. As a result of this cost educa- 
tion program, Clark says, its tool break- 
age at the Battle Creek (Mich.) plant has 
been reduced by 20 percent. 


handicap them when work re- 
quires moving material from one 
rack to another “just across the 
aisle.” The trucks need either 
widely spaced aisles with room 
for turning, or a convenient turn- 
around area at the end of the 
row. 

These difficulties are overcome in 
plans drawn for ‘a lift truck that 
can “turn within itself.” It’s too 
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These symbols of quality Solex° Safety Glass are 


Make sure 


your passkeys to increased business! 


you have these signs 





WE INSTALL 
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AUTO GLASS 





Designed for use at front of repair shop or service 
department, this sign is 24” x 18”, double-face, 
enameled. Includes supporting bracket. Bold white 
and yellow lettering, black background. 


Yt. 


SAFETY GLASS 





iluminated counter displayer—a real attention-get- 
ter. Colors are white, yellow, and black on a green 
background. Size, 11” x 12”. 


PAINTS 


we. 


IN CANADA: 


GLASS 
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CANADIAN PITTSBURGH 


CHEMICALS 


ORE and more motorists are de- 
manding Solex Heat-Absorbing 
Safety Glass on their new cars. And 
they are specifying Solex for replacing 
damaged windshields on their present 
automobiles. This means an opportu- 
nity for a lot of plus-business—both on 
the cars you order from the factory and 
in the increase in your service depart- 
ment work load. 

People are sold on Solex. They know 
what it can do to reduce sun glare and 
heat; to cut down on driving tension 
and fatigue. They appreciate that Solex 
increases motoring safety and pleasure. 

You can take advantage of this de- 
mand by identifying your service de- 
partment or shop as “headquarters” for 
Solex. And for that purpose, the two 


SOLEX Safety Glass... 
“the best glass under the sun!” 


BRUSHES - 
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signs shown here have been especially 
designed. We suggest that you order 
them from your local Pittsburgh Safety 
Glass distributor now. 

And we wish to emphasize that you 
have no inventory “headaches” with 
Solex. This is important to you, es- 
pecially with the many curved and 
wrap-around shapes. You'll find that 
the efficient service on replacement 
parts near you—backed by auto glass 
depots that carry all parts in stock— 
will take care of your orders quickly. 

For full details on Pittsburgh’s Solex 
Safety Glass, plus the sales aids avail- 
able to help you do a bigger job—write 
to Pittsburgh Plate Glass Company, 
Room 4384, 632 Fort Duquesne Blvd., 
Pittsburgh 22, Pa. 
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INDUSTRIES LIMITED 





early to disclose design details, but 
a logical guess would be that the — 
upper structure is mounted on a 
turntable platform that permits it 
to swivel without disturbing the — 
lower “chassis” structure. Ps 

Ideas also are in the works to 
solve the problem of forward visi- 
bility for operators of loadeq@ 
trucks. On many lift trucks now, é 
the driver’s vision is obscured by 
the load. 
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Car Seat That ‘Breathes’ 
Provides a Cooler Ride 


ya may as well start getting 
used to the term “breathable” 
as applied to seat upholstery ma- 
terial. This is the name body engi- 
neers and stylists use for materials 
made by applying a_ so-called 
discontinuous plastic pattern to a 
fabric base that permits ventilation 
or “breathing” of the trim ma- 
terial. 

Cooler seat in hot weather, plus 
unlimited colors and “ribbed” 
patterns, are among advantages 
claimed for “breathable” mate-. 
rials in comparison with sheet- 
coated vinyls. 

We've seen widespread interest © 
in the new materials. And it’s a 
rare design studio or interior-trim > 
engineering group that isn’t tes 7 
U. S. Rubber’s “breathable nauga. 
hide” and other products in thig- 
field. = 

It’s impossible for me to leave 
this subject without some tongue 
in-cheek speculation about the pos: 
sible. relation between the abo 
mentioned developments 
air-filled “pneumatic” seats said 
be undergoing tests at Nash an¢ 
other companies. a 


Sparkling Future ~ 
Seen for Chromed 


Aluminum on Ca 


MONTREAL. — A new and | 
expensive process for direct platin 
of aluminum with chrome, deve 
oped by two young Canadians, @ 
pears likely to provide a marke 
expansion of aluminum use in 
automotive field. = 

The new process gives a k 
lustre chrome finish without” E 
pensive undercoats of copper Bs 
nickel as is required in cor ee 
tional chrome plating. ie 

Half of the “world rights” to 
process has been acquired] 
Chemical Research Corp. Contrat 
are now being drawn whereby 
large U. S. company, a supplier 
major auto manufacturers, 
join with Chemical to establi 
company to supply the automoti 
and other industrial fields. ‘ 

U. S. firm reportedly is ready 
go into immediate production. — 

An outstanding feature of 
new chrome-plated aluminum ~ 
that it can be worked and be 
through 180 degrees without 
plating giving way. Chrome-cop 
nickel plating on steel is britt 

Decorative stripping is con 
ered an established market for 
chrome-plated aluminum, but a 
chromed white-metal work on 
is regarded as a potential. B 
have been made out of alu 
but present forging and 
techniques have not been sai 
tory. 

It is expected that with the new 
process, research on the bumper 
problem will be intensified. 
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Methods of Reasoning 
Explained in Booklet 


CLEVELAND. — “Methods : 
Reasoning” is an easy-to- 7 
booklet on the entire approach red 
the scientific method of problem ~ 
solving and decision making. oe. 

Written by P. D. Scott, the book 1 
let is available from Publications” 
Office, Cleveland Engineering Sock 
ety, 2136 E. Nineteenth St., Cleve- 
land 15, O. The price is $1. 


Allegheny Completes Mill ~ 

PITTSBURGH. — Allegheny Lud- 
lum Steel Corp. officially completed 
a nine-year rebuilding and expan- 
sion program recently when Ed- 
ward J. Hanley, president, pushed 
the button that put into production 
a@ new tandem cold-rolling mill at 
the company’s Brackenridge (Pa.) 
plant. The company has spent $96 — 
million on its modernization and 
expansion program since the end 
of World War II. 
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You'll build bigger business 


| with SOPER BLEND 


THE NEW YEAR-ROUND OIL WITH QUAKER STATE ENDURANCE! 





It’s the new Quaker State SAE 1OW-30 HD 
Motor Oil made especially for high com- 
pression, high-powered engines. Makes 
almost any car run better! 


Greater sales are coming your way with this great 
new motor oil by Quaker State! It’s SUPER 
BLEND, the one all-weather, multiple viscosity 
oil with a difference—Quaker State endurance... 
that long-lasting quality all motorists like! 

Refined from costlier, richer 100% Pure Penn- 
sylvania Grade Crude Oil, Super Blend possesses 
more “natural oiliness’’ and “staying’’ power. 
It’s the net result of the finest raw materials, 
advanced refining methods, and skillful use of 
the most modern chemical additives. 


SUPER BLEND is being introduced nationally in the 


Se biggest advertising and promotion program in 

: a Quaker State history! Working right now to 
ae bring you many customers for Super Blend and 

a everything you sell. Ask your distributor for 


? all the facts about this great new Quaker State 
S 4 product—and the wonderful program designed 
3 UY, PE. Re B L E. NN. a j to help you sell it. 


10 POINTS TO HELP YOU SELL SUPER BLEND 


1. One grade for year-round use (SAE 10W-30 HD). 
2. Eliminates pre-ignition ping and knock. 

3. Prevents camshaft wear and rough idling. 

4. Insures freedom from sticking hydraulic valve lifters. 


5. High detergency guards against rust, acids, cor- 
rosion, and sludge and varnish deposits. 


6. Gives quickest cold weather starts, least battery 
drain. 


7. Forms a protective Miracle Film on vital engine parts. 
8. Long-lasting—even in hot weather. 


9. Gives smoothest, quietest performance, peak power, 
lower gas consumption. 


10. Backed by 50 years of Quaker State leadership in 
the field of automotive lubrication. 


REMEMBER: There is a Quaker State Motor 
Oil and a Quaker State Superfine Lubricant 
for every make of car and every type of 
service. 


Tee BERR 





- ORDER NOW! DEMAND FOR SUPER BLEND IS GROWING DAY BY DAY! 





nd Quaker State Oil Refining Corporation, Oil City, Pa. 
MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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A. C. Monteith, engineering vice- 
president for Westinghouse Elec- 
tric Corp., has announced the for- 
mation of a new products engineer- 
ing department to be headed by 
Dr. W. H. Brandt. 

Work of the department will be 
coordinated with that of the West- 
inghouse research laboratories and 
the materials engineering depart- 
ment, Montieth said. Brandt, who 
joined Westinghouse in 1936, had 
been manager of special products 
development. 

* * + 


Eclipse Fuel Appoints McGill 


To Head Canadian Unit 

Bert H. McGill has been ap- 
pointed president and general 
manager of Eclipse Fuel Engi- 
neering Co. of Canada, Ltd., Tor- 
onto, according to A. Campbell 
Perks, president of Eclipse Fuel 
Engineering Co., Rockford, I. 

Previously vice-president and 
general manager of Toronto 


Hardware Mfg. Co., Ltd., McGill 
will plan and direct Hclipse’s 


vice-president and sales manager. 


Auto-Lite’s Middleton 
Gets Wilson as Aide 


A series of promotions in Elec- 
tric Auto-Lite Co.’s Central Engi- 
neering division, part of the firm’s 
current emphasis 
on an expanded 
research and de- 
velopment pro- 
gram, are an- 
nounced by L. H. 
Middleton, vice- 
president in 
charge of engi- 
neering. 

H. D. Wilson 
has been ap- 

J pointed admin- 
H. D. Wilson istrative assistant 
to Middleton, a new position; 
George E. Spaulding jr. has been 


named chief ignition engineer, and 
Howard C. Burns has been pro- 
moted to chief engineer of Central 
Engineering’s Battery division. 
Other appointments in the divi- 
sion include L. P. Atwell as assist- 
ant to the chief ignition engineer; 





G. E. Spaulding jr. H, OC, Burns 


J. F. Elwell, senior spark plug en- 
gineer; K. E. Brandeburg, senior 
distributor and coil engineer; J. F. 
Gage, senior electronics engineer, 
and E. W. Meyer jr., senior igni- 
tion research engineer. 

Upon graduation from Purdue 
University in 1920 with a bachelor 
of science degree in chemical engi- 
neering, Wilson joined the Prest- 
O-Lite Battery Co., which later 
merged with Auto-Lite, in Indian- 
apolis. He was named chief engi- 
neer. of the company in 1951. 
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Kessler Chief Metallurgist 
At Alcoa’s Massena 


- — 
and the Carboloy component of 
the Cleveland Wire Works. 

= eo * 


C. L. Kessler has been appointed | New Process Gear Puts Brown 


chief metallurgist at Alcoa’s Mas- 
sena (N. Y.) works. A. M. Miller 
will replace Kessler as assistant 
chief metallurgist at the company’s 
Edgewater (N. J.) works. F. O. 
Traenkner has been appointed as- 
sistant chief metallurgist at the 
works, the position for- 

merly held by Miller. 

* + * 


Cook Leaves Norton 


John Cook, grinding department 
foreman, has retired after 43 years 
with Norton Co. of Worcester, 
Mass. Cook is well known through- 
out the country for his ability to 
diagnose grinding problems. Stew- 
art O. Bailey has been named to 
succeed Cook. 


Carboloy Gives Bell 


New Assignment 


Robert L. Bell, formerly super- 
intendent of metals, Carboloy de- 
partment of General Electric 
Co., has been appointed manager 
of manufacturing engineering. 

Prior to coming to Carboloy 
im 1939, Bell was affiliated with 
Bates & Rogers Construction Co., 
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A CAR 
MIRROR 





BEAUTIFUL NEW CONCEPTS IN FUNCTIONAL MIRROR DESIGN 
TO COMPLEMENT AND ENHANCE THE CARS OF TODAY 





NO. JF 88 BODY-MOUNT 
OBLONG MIRROR —It’s high, wide 
and handsome! Mirror head meas- 
ures 3” x 5”— and has all the fine 
features of the JF 55. LIST— $5.10 


A JF ORIGINAL! 


SOMA MANUFACTURING CO., 


mounted! 
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JF MIRRORS feature turret-screw locks — absolute insurance against drooping 
or sagging heads! Once locked, they stay locked and you save yourself costly 
“come-backs!” Replacement of mirror heads is never a problem. Anyone can do 
it without disturbing the bracket mounting! Simply loosen turret-screw, replace 
head and tighten to any position — that’s all! 


JF MIRRORS by Fischer are designed with foresight for better hindsight. Without 
question, this is the most exciting line of mirrors that ever graced a car panel! 
Without question, JF MIRRORS are as beautiful as the cars on which they are 


JF MIRRORS are custom-contoured for flush mounting, triple chrome plated and. 
furnished with a 4%” mirror head of selected optical glass. 


Available in non-glare or clear — LIST $4.05 


— pPIMURRORS ,. ,1., 
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In Top Engineering Post 


David H. Brown has been ap. 
pointed director of engineering ang 
research of New 
Process Gear 
Corp. Syracuse 
according to Jog. 
eph F. Kerigan, 
corporation pregj. 
dent. 

Brown began 
his automotive 
career in 1946 as 
product engineer 
for Dodge. He 
has been chief 
engineer of 
Chrysler’s Delg. 
ware Tank Plant since 1951. 

* * * 


AMF Names Costigan 


Joseph P. Costigan, formerly 
operations manager of Alloy Rods 
Co., York, Pa. has been named 
works manager of American Mg- 
chine & Foundry Co.’s Buffalo 
plant. 





> * » 


Morrow Takes Sales Post 


With Needle Roller 


John R. Morrow has joined Kay. 
don Engineering Corp. as assistant 
sales manager of 
the Needle Roller 
division. 

For the last 
four years Mor- 
row has been in 
the Detroit sales 
Office in Muske- 
gon Piston Ring 
Co. In 1945 he be- 
came zone man- 
ager for Sealed 
Power Corp. for 
four years. After 
one year with the Sun Oil Co., he 
joined Muskegon Piston Ring. 

* * * 


Lefko Joins Oil Firm 


Orville B. Lefko, formerly man- 
ager of marketing budgets and 
forecasting at the Carboloy depart- 
ment of General Electric Co., De- 
troit, has been named comptroller 
of Citrin-Kolb Oil Co., Detroit, dis- 
tributor for Standard Oil Co. of 
Indiana. 





J. R. Morrow 


Dumore Appoints LaMack, 


McManners, Ainsworth — 
Appointment of Lester J. Law 
Mack as sales manager, George B. 
McManners as advertising man- 
ager and Herb 


nounced by Bob 
Hamilton, presi- 
dent of Dumore 
Precision Tools, 
Racine, Wis. 
LaMack for- 
merly was sales 
manager of the 
Motor division; 
McManners was sales development 
manager, and Ainsworth was dis- 
trict sales manager in St. Louis. 


* * * 


GE Shifts Jones 
Walter E. Jones, metallurgical 
development engineer at the 
Thomson laboratory of General 
Electric Co., Lynn, Mass. has 
been appointed manager of vac- 
uum melted 





L. J. LaMack 


Jones joined General Electric 
1941. 


* 

Kramer Joins Herbrand 

George J. Kramer has joined the 
tool sales staff of Herbrand Van 
Chrome Tools as a factory repre 
sentative, according to A. R. Kar- 
lovetz, tool sales manager for Bing- 
ham-Herbrand Corp., Fremont, 0. 


Goodrich Promotes Haas 


Willard Haas has been named 
technical manager of hose for B. F. 
Goodrich Co., industrial products 
division. Haas joined Goodrich in 
1929. 

” * = 


Pennsalt Names Clarke 


Robert W. Clarke has been named 
manager of Pennsylvania Salt Mfg. 
Co.’s plant at Delaware, O. He 
has been with the company since 
1944, 
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Here is how the Lurex story 

is being told to women car purchasers 

across the country. This advertisement 

will appear in The New Yorker, November 27th 








The thread of the story is LUREX 





London + Amsterdam 





é he Daten Company, Cleveland 1, Ohio . + New York: 350 Fifth Spi . 
See for yourself the tremendous acceptance and leadership of Lurex 

in automotive upholstery... the great contribution Lurex has made, underlining 
color with dramatic elegance in the smartest newsmaking 1955 cars, 

now being seen in showrooms from coast to coast. Lurex, non-tarnishing 


metallic yarn made only by The Yarn Division of 


The Dobeckmun Company, Cleveland 1, Ohio - New York: 350 Fifth Avenue - London - Amsterdam 
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BRAKE LININGS — Brake performance 
which combines long life of linings with 
a soft pedal is said to result from two 
types of Lasco linings on Bendix-type 
shoes. The Gold Label lining on the pri- 
mary shoe is claimed to have a 12 per- 
cent higher friction. The Mountain Master 
lining, applied to the secondary shoe, 
combines toughness with non-fading char- 
acteristics, according to Lasco Brake Prod- 
ucts Corp., Twenty-sixth and Magnolia, 
Oakland, Calif. 


IGNITION AlD—The Point Guard is 
said to prolong the life of spark plugs 
by limiting the current flowing through the 
primary circuit of the ignition system be- 
tween coil and distributor, thus eliminat- 
ing oxidization of the points. Electric 
Auto-Lite Co., Champlain and Chestnut 
Sts., Toledo 1, O. 

ee oD 


Fast-Drying Rubber Dressing 
Offered by Martin-Senour 


Development of a quick-drying 
black rubber dressing has been an- 
nounced by the automotive division 
of Martin-Senour Co.,, 2520 S. 
Quarry St., Chicago, Ill. 

One gallon of Black Ace Rubber 
Dressing can be reduced with eight 
gallons of gasoline, the firm said. 

2 


SAFETY-BELT—The nylon Safe-T-Belt is 
available in six colors. It is equipped 
with aircraft-type buckle and is anchored 
to the floor with steel cables. It can be 
used on either front or back seats. Rapid 
Tool & Mfg. Co., 340 Fairbanks St., N. E., 
Grand Rapids, Mich. 

oie 


Booklet Covers Problem 


Of Materials Handling 


A 28-page treatise on efficient 
materials handling entitled “Why 
the Small Fork Truck?” is avail- 
able from Materials Handling di- 
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NEW PRODUCTS 


vision, Market Forge Co., 80 Gar- 
vey St., Everett 49, Mass. 

The booklet is a fundamental 
study of materials handling prob- 
lems in small and medium-sized 
plants. 


AUTO CLEANER—The Auto-Vac Series 
80 heavy-duty cleaner has a motor unit 
which can be converted into a portable 
electric blower, a pack-carried vacuum 
cleaner or an air sweeper. Tank capacity 
is 15 gallons. The machine is available 
with a tank cover plate to fit a 55-gallon 
drum. Brever Electric Mfg. Co., 5100 N. 
Ravenswood Ave., Chicago 40, Ill. 

* * «* 


Cleveland Firm Announces 
Disc-Baffled Muffler 

A muffler which its maker says 
minimizes back pressure and in- 
creases poWer and economy has 
been announced by Cleveland Hard 
Facing Co., Inc., 3047 Stillson Ave., 
Cleveland 5, O. , 

The muffler consists of a steel 
casing a series of disc baffles with 
Kidney-shaped slots. 


* * * 


WELDING MACHINE—The MCM Busy- 
bee is available with or without power 
factor correction. The right heat setting 
can be selected by turning the current 
control for the desired increments from 
20 to 180 amperes. Air Reduction Sales 
Co., 60 E. Forty-second St., New York 
17, N. Y. 


at) s 4835) 


TUBELESS REPAIR — Perma-Plug allows 
repairs without removing the tubeless tire 
from the rim. By means of a needle tool, 
the lubricating cement is inserted into the 
puncture. Speaker Corp., 3059 N. Weil, 
Milwaukee, Wis. 


SPARK PLUG—The circular electrode 
Life-Time 17-point spark plug is said to 
last more than 50,000 car miles without 
fouling or missing. The plug is based on 
the principle of spark rotation around the 
entire circle instead of between the two 
points of the conventional plug. Conti- 
nental Mfg. Corp., Washington Bivd. & 
Motor Ave., Culver City, Calif. 

Set S 


DISTRIBUTOR STABILIZER—The StaFlex 
is designed to prevent distributor plate 
flutter and vibration resulting from bush- 
ing wear. It is made for Ford Motor Co. 
cars and trucks, 1949-54 models. S & B 
Distributing Corp., P. O. Box 4467, De- 
troit 28, Mich. 

s * 


os 
Fiberglas Used as Base 
For Seat Cover Fabric 


Development of an auto seat 
cover material, combining a Fiber- 
glas fabric supplied by Hess, Gold- 
smith & Co. and a series of spe- 
cial vinyl formulations by B. F. 
Goodrich, has been announced by 
S. L. Chambers Associates, 11 W. 
Forty-second St., New York, N. Y. 
The material is called Weblon. 


TIRE REGROOVER — The Multi-Wave 
Groove Master allows cutting up to six 
grooves on car and truck tires in one 
operation in less than three minutes, it is 
said. It can duplicate the tread pattern 
of any make tire. Ballak & Co., 811 N. 
Ninth St., St. Louis 1, Mo. 


EMERGENCY BLINKER—Lights may be 
mounted on cab roof or pipe extension. 
A self-contained handlight model clamps 
to hot-shot type battery for use in block- 
ing off highways. Kilborn-Saver Co., 1581 
Post Rd., Fairfield, Conn. 

Oc ero 


3M Booklet Suggests Savings 


In U. C. Reconditioning 
Minnesota Mining & Mfg. Co., 990 

Fauquier St., St. Paul 6, Minn., has 

published a booklet entitled “3M 


System for Controlled Cost in Ap- 
pearance Reconditioning.” 

The booklet has 10 sections which 
give step-by-step recommendations 
on how to save costs in renewing 


the appearance of used cars. 
* * * 


PEDAL REST—The Ped-L-Pal is a rubber- 
cushioned instep rest attached to the gas 
pedal to make it foot-contoured. It is 
said to reduce driver fatigue. B-D Prod- 
ucts Co., Centredale, R. AS 


INDUSTRIAL V-12 — This model VLR 
series 12-cylinder power unit is available 
for use with propane-butane or natural 
gas. It is a high-compression, overhead 
valve, four-cycle engine with 81-inch 
bore and stroke. Waukesha Motor Co., 
1945 Jay-Vee Or., Wevkesha, Wis. 


MOBILE CHARGER—Model QWL has 6 
capacity of 60 amperes on six or 12-yolp 
batteries: It features the C & C self. 
adjusting charging system. It can be ; 
for quick starting of cars with dead bat 
teries. McColpin-Christie Corp., 3410 W 
Sixty-seventh St., Los Angeles 13, Calif, 

o S46 . 


PORTABLE HEATER — Model PW-189 
features controls which convert the por- 
able heater into a summer cooling unit, 
As a fan, it delivers 1,500 cubic feet per 
minute of cool air. Heating capacity is 
189,000 B.T.U. per hour. The machine 
operates on regular furnace fuel oil 
or kerosene. Fageol Heat Machine Co, 
Kent, O, 

ae ae 


Petroleum Institute Offers 


Sales-Boosting Booklet 


Booklets designed to help boost 
motor-oil sales at service stations 
and to improve management tech- 
niques are available from Division 
of Marketing, American Petroleum 


Institute, 50 W. Fiftieth St, New 


FLOOR JACK ATTACHMENT — The Hy- 
Lift clamps to any type of jack and is 
said to raise two wheels at once. It 
weighs 40 pounds and adds 11 extra 
inches in hoisting height to maximum 
lift of any jack, says Naf-lo Co., 3338 
Hennepin Ave., Minneapolis 8, Minn. 


Bearings Number List 


Aids Interchangeability 


A new price list on ball and roller 
bearings lists all numbers consecu- 
tively, showing interchangeable 
parts number data. 

Free copies are available from 
American Bearing Co., Dept. n N- 
1154, 1705 Hawthorne Ave., Minne- 


apolis, Minn. 
* * * 


BATTERY CHARGER—The Start-O-Magic 
is designed to deliver six amperes until 
the full charge is reached and then 
automatically switches over to a low- 
charging circuit. A motorist can connect 
it to an electrical outlet and plug it into 
the cigaret lighter to recharge his battery 
over night. Franklin Mfg. Co., Inc., 65 
Twenty-second Ave., Minneapolis 18, Minn. 


York 20, N. Y. 

The price is $20 for the first 100 
copies and 15 cents for each addi- 
tional copy. 


BEAD EXPANDER—The tool is said fo 
fit all tire sizes. The handle makes it easy 
to tighten the bead while the spring- 
loaded locking trigger locks the tool in 
the final position. Miller Mfg. Co., 5919 
Tireman Ave., Detroit 4, Mich. 


SEAT COVER—This sectional cover fil 
all cars and is said to harmonize with ol 
color schemes. It is made of fiber 
plastic. Sta-Dri, 147-47 Sixth Ave., White 
stone 57, Long Island, N. Y. 
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AMC Dealers Show ‘Volume’ Entry we 


Hudson, Nash Ramblers Debut 


What's New: 
Full - wheel cutout on front 
fenders ... All models have 90- 
horsepower engine... “Egg- 
crate” grille ... Added upholstery 
fabrics. 
s am s 


MERICAN MOTORS’ first “basic 
volume car” for both Hudson 
and Nash dealers was unveiled in 
showrooms Friday. The 1955 Ram- 
bler is individually identified by 
newly designed Nash and Hudson 





New Front Fender— 


Full-wheel cutouts increase maneuvera- 
bility. Rambler two-door models now have 
a turning diameter of 36 feet, while four- 
doors have a 38-foot turning diameter. 





Lowest-Priced- Rambler— 


medallions mounted in the center 
of the grille. 

Styling changes include the grille, 
front fender and interiors. 

The new front fender design 
incorporates full- wheel cutouts, 
which shorten the turning radius 
to 36 feet for the two-door and 
38 feet for the four-door, Amer- 
ican Motors said. : 

The entire Rambler line is pow- 
ered by the six-cylinder L-head 
Super Flying Scot engine, which 
develops 90 horsepower. It has a 
compression ratio of 7.3 to 1 and 
a displacement of 195.6 cubic inches. 

. * * 


[PUrStion. trim and upholstery 
combinations are restyled with 
new materials, colors and patterns. 
Cloth, vinyl and leather combina- 
tions are offered. 

The Rambler line consists of 
the two-door Suburban station 
wagon, Country Club hardtop and 
Club Sedan in the 100-inch-wheel- 
base series, and the four-door se- 
dan and Cross Country station 
wagon in the 108-inch-wheelbase 
series. 

Eleven solid and 11 two-tone ex- 
terior combinations are avaliable. 

Tubeless tires are standard equip- 
ment. 


The Rambler continues to have 
the “double-strength unit body,” in 


The Club Sedan is the lowest-priced model in the line. It has a 100-inch wheel- 
base. Hydra-Matic and overdrive are optional equipment again this year. 


Dealer Spells Out Requisites 


For Handling 


NEW YORK.—W hat a finance 
company looks for in a dealer is his 
feeling of responsibility to his cus- 
tomers, his merchandise, his finance 
company and his own reputation, 
according to C. C. Brann, general 
Manager of Fred Jones Lincoln- 

ry, Tulsa, Okla. 

Brann told the American Fi- 
nance Conference that, from the 
dealer’s point of view, finance 
Company representatives should 
check a dealer’s attitude toward 
his responsibilities according to 
the following rules: 

1, Always have on hand enough 
cash to pay off new-car flooring on 
Cars retailed without the aid of 
conditional sales contract returns 
and without the aid of used-car 
flooring. 

2. Maintain enough cash to pay 
at least one month’s fixed costs. 

8. A dealer should always dis- 
count his accounts payable. 

4. Refrain from used-car floor- 


5. Establish careful credit con- 
trols. 
6 Develop service and parts 


Old Timers Form 
St. Louis Council 


ST. LOUIS:—Members of Auto- 
Mobile Old Timers here have set 
Up a Metropolitan St. Louis Council. 

C. A. Gilbert, president of Gil- 
Be, Buick, Inc., was elected presi- 


Other officers are D. E. Castles, of 
es-Wilson Buick, Inc., vice- 
President; George M. Berry, of Al- 
t-Burke, Inc., treasurer, and 
B. Hammond, manager of St. 
Automobile Dealers Assn., 

ry. 


Finance 


sales to the point where the 
gross profit from these sales pays 
off all direct expenses. 

7. Maintain a careful control of 
the total investment in used cars 
and never allow used-car stocks to 
exceed a 30-day turnover basis. 

8. Maintain complete accounting 
records and careful projection of 
expenses. 

“Installment Credit and the 
Banker” was the topic discussed by 
Robert L. Oare, chairman of As- 
sociates Investment Co, South 
Bend. 


“The soundness of installment 
credit,” Oare said, “at least as it 
concerns the automobile buyer, 
has been proved by past experi- 
ence.” 

According to Oare, the commer- 
cial bank can participate in the 
benefits of installment credit by 
extending lines of credit or redis- 
counting the paper acquired by the 
specialized financial institutions 
such as sales finance companies. 


“Such loans,” he added, “would 
be on the same basis as their other 
commercial loans and would make 
it unnecessary for the bank to de- 
velop the organization to handle 
installment credit loans directly.” 


The interdependence of credit 
buying and the progress of the 
American economy was develop- 
ed by Richard E. Meier in re- 
marks on “Installment Credit 
and the Public.” 


Meier pointed out that consumer 
credit accelerates ownership, brings 
about planned spending and saving, 
assures high-level employment, 
strengthens initiative and self- 
reliance, and is the only means of 
distributing the wealth of the na- 
tion fairly. 


which the body and frame are}? 


welded together. 
+ * * 


ALL-SEASON air conditioning aus 


again is offered, as is the 
Weather Eye heating and ventilat- 


ing system. 
Airliner reclining seats and 
twin travel beds are available in 
the four-door models while only 


Hydra-Matic and overdrive con- 
tinue to be offered. 

AMC President George Romney 
said the firm eventually plans to 
produce the Rambler in separate 
series for both Nash and Hudson 
dealers, but to retain volume ad- 
vantages by making them on the 
same assembly’ lines and on the 
same body shell. 

“Every dealer needs adequate 
volume for success,” Romney said, 
“and we believe the Rambler will 
provide this volume foundation for 
Nash and Hudson dealers.” 


NAM-Sponsored 
Economic Parley 
Set for Dec. 1-3 


NEW YORK. — A study of haw 
to assure &@ More prosperous eco- 
nomic future for America will 
highlight the 59th annual Congress 
of American Industry Dec. 1-3 at 
the Waldorf-Astoria Hotel. 

More than 3,000 policy-making 
manufacturing chiefs are expected 
to participate in the meeting, spon- 
sored by National Assn. of Manu- 
facturers. 

The opening address will be 
made by Kenneth R. Miller, NAM’s 
senior vice-president, on the sub- 
ject “The Future Is Now.” Miller 
will emphasize the financial posi- 
tion of the nation in its first peace- 
time year during which the na- 
tional product has exceeded $300 
billion. 

Other opening-day speakers in- 
cluded John Jay Hopkins, presi- 
dent of General Dynamics Corp., 
who will speak on “Scientific Hori- 
zons for the Future;” Don Belding, 
of Foote, Cone & Belding, who will 
discuss “Three Ways to Build Con- 
fidence in America’s Future,” and 
Earl Bunting, NAM’s retiring man- 
aging director, who will speak on 
“America’s Human Potential.” 

Other speakers for the three-day 
parley include Charles R. Sligh jr., 
chairman of the NAM board, who 
will speak on “Strengthening Jobs 
in an Expanding Economy;” Dr. 
Leo Wolman, of Columbia Univer- 
sity, who will discuss “The Future 
of Labor-Management Relations,” 
and Gen. Walter Bedell Smith, 
vice-chairman of American Ma- 
chine & Foundry Co., who will 
speak on “America’s Future in 
World Affairs.” 

Workshop panels, discussions 
and seminars on employe relations 
problems, distribution and market- 
ing, research and future sources of 
energy, and education problems 
also will be conducted during the 
parley, officials said. 


Herzog Sentenced 


For Tax Evasion 


SAN FRANCISCO.—J. A. Herzog, 
former San Francisco Pontiac deal- 
er, has been sentenced in Federal 
Court here to a year in prison and 
a $5,000 fine for criminal income- 
tax evasion. ‘ 

Herzog was convicted on one 
charge of evading $5,805 in taxes 
in 1948 for himself and his wife. 
He was acquitted of two other 
counts charging evasion of $28,784 
in 1947. 

He also faces alleged civil tax lia- 
bilities of $93,381 plus a 50 percent 
fraud penalty and 6 percent interest 
for the years 1946-48. 


Hose Accessories Rep 


PHILADELPHIA. —R. M. Scott 
jr., general manager of Hose Ac- 
cessories Co. of Philadelphia, man- 
ufacturer of Le-Hi hose couplings, 
valves and accessories, has an- 
nounced the appointment of Durrie 
Sales Co. of Chicago as its repre- 


sentative in Illinois, Indiana and | 's 


Towa. 





Ramblers in '55 Bow 


New Interiors for Rambler— 

Interior trim and upholstery combinations are restyled with new materials, colors 
and patterns, Shown is the new nylon jacquard, with pleated off-white leather 
bolster. Many other cloth, vinyl and leather combinations are offered. 





Hardtop on 100-Inch Wheelbase— 

The Country Club, like other Rambler models, is available in 11 solid and 11 
two-tone exterior combinations. New materials, colors and patterns have been added 
to interior trim and upholstery combinations. . 





For Passengers, Luggage— 

The Cross Country four-door station wagon features a “stepped” roof-top line, 
highlighted by an auxiliary luggage carrier. Tubeless tires are original equipment 
on all Ramblers. 





Sasa: i Mb a 


Rambler's Body, Running Gear— 

The 1955 Rambler again employs a “double-strength unit body,” with body 
ond frame constructed and welded together to form a single unit. The running gear 
not mounted in a separate chassis, but is attached to the integrated body and 
frame, thus eliminating excess frame weight. 








President George Harger says, “It's 
a fast-moving operation here. That 
means my time is limited, but I do 
manage to take time for Automotive 
News each week. I’ve come to rely 
on its interpretation of state and 
national legislation applying to car 
dealers and to make management de- 
cisions accordingly.” 


Owners or Presidents, Service Managers and 
Parts Managers are the important men to 
reach in selling the vast dealership market. 
And it is for the men behind these titles 
that Automotive News is written and edited. 
Throughout the year they depend upon the 
interpretive news reporting and commentary 
in each issue to help them establish buying 
and selling policies. The only weekly publica- 
tion for the industry, Automotive News is the 
way these men “keep current,” and through 
it you can influence their buying decisions. 
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Here’s How Your ’°55 
Automotive Advertising Dollar 
Can Work Best For You 


Al Miller, General Parts and 
Service Manager, who holds 
down two big jobs in this 
streamlined operation, says, 
“Many of our purchases of 
new equipment and parts are 
made as a direct result of in- 
formation gathered from news 
and advertisements in the 
Automotive News. For exam- 
ple; we just bought an uphol- 
stery machine that we learned 
about in Automotive News.” 


Typical are the two men pictured above — 
the purchasing decision makers for the 
Greene-Haldeman Dealership of Los Angeles. 


SELLING TO AUTOMOTIVE 
FACTORIES, TOO? 


Automotive News gets the same kind of thor- 
ough readership from the Decision Men in 
the automotive factories: top administrative 
executives as well as engineering and produc- 
tion men. 


ABC Audited 
Circulation: 41,000 


Readers Per Issue: 
Over 150,000 





By Leo T. Parker 
Attorney at Law 
ECENTLY, an automobile 
dealer presented to me this le- 
gal question: “Can an employe, as 
a@ mechanic, recover damages from 
an automobile dealer or manufac- 
turer for an injury he receives 
when repairing an automobile?” 
The answer to this question is: 
The automobile manufacturer is 
liable if the jury decides that the 
cause of the injury was a defect in 
the automobile and not the negli- 
gence of the mechanic. The auto- 
mobile dealer may be liable if his 
negligence caused the mechanic’s 
injury. 

For example, in Baker v. B. F. 
Goodrich Co., 252 Pac. (2d) 24, it 
was shown that a mechanic was 
seriously injured when he was 
mounting and inflating a new 
tire. A violent explosion occurred, 


Financial 


F. L. Jacobs Co., in fiscal 1954, 
made a profit of $609,562 on sales 
of $25,095,485, according to’ Frank 
E. Howard, chairman. 

It was the first profit since 1951 
for Jacobs. In fiscal 1953, the firm 
lost $559,730 on sales of $28,566,036. 

* * * 


3M Increases Profit 28% 


In Year to $5,950,678 


Minnesota Mining & Mfg. Co. has 
reported $5,950,678 in net profit for 
the three months ended Sept. 30, 
compared with $4,652,715 in the like 
ar: period, an increase of 28 per- 
cen 


Sales in the three months 
amounted to $55,892,505, or 1.5 per- 
cent below the $56,762,360 total for 
the same quarter a year ago. For 
the first nine months, however, 
sales were $167,767,471, against 
$162,996,479 a year ago, while a net 
profit of $17,594,981 exceeded last 
year’s net of $13,708,826. 

* a” * 


Profit Totals Hold Steady 
At Commercial Credit 


Consolidated net income on the 
common stock of Commercial 
Credit Co. for the third quarter 
was $6,012,018, compared with $6,- 
048,039 for the same period of 
1953. 

For the nine months ended Sept. 
30, profit was $17,960,899, compared 
with $17,529,853, and for the 12 
months ended Sept. 30, was $24,- 
279,037. 


Omnibus and Hertz Report 
Net Income of $1,008,603 


Consolidated net income of Om- 
nibus Corp. and Hertz Stations, 
Inc., was $1,008,603 for the first nine 
months of 1954. 

This compares to a consolidated 
net loss of $313,551 for Omnibus 
and Fifth Avenue Coach Co., then 
a subsidiary, for the same period 
of 1953. Omnibus is now entirely in 
the vehicle renting and leasing 
business. 

~ * a 


Associates Investment 


Nets $12,303,883 


Consolidated net income for the 
first nine months was reported by 
Associates Investment Co. at $12,- 
303,883,. compared with $10,417,765 
for the same period of 1953. 

Directors declared a quarterly 


dividend of 50 cents a share. 
* * * 


General Contract 


General Contract Corp. has re- 
ported earnings of $1.30 per com- 
mon share for the first nine months 
of 1954, compared with $1.19 per 
share for the entire year of 1953. 
General Contract is the holding 
company for a group of banks, fi- 
nance companies, insurance com- 
panies and loan offices extending 
from Quincy, Ill, to New Orleans. 

oa * & 


Cory Profit Rises 
Cory Corp., Chicago, reports 
earnings of $466,098 for the first 
nine months, compared with $424,- 
607 a year ago. Sales totaled $11,- 
732,374, compared with‘ $12,483,022 
in the 1953 period. 


Lawsuits Affecting Dealers .. . 


Court Decisions 






throwing the mechanic with 
great force. He sustained serious 
and permanent injuries render- 
ing him mentally incompetent. 
The employe sued the tire manu- 
facturer for heavy damages and 
proved that the bead wires at the 
point where the break occurred 
were kinked, and that this could 
have been caused in the process of 
manufacture when the tire wag 
taken out of the mold by the hy- 
draulic extractor or by the stripper 
when pulling the air bag out of the 


tire. 
aa * + 


Decision Reversed 


—t testimony showed 
that a bead, if it breaks at all, 
will break at the kink, and all of 
the wires can be broken in the 
course of manufacture without 
showing on the outside of the tire, 

The employe proved that the 
manufacturer was negligent in 
producing a defective tire, but the 


tire manufacturer contended that . 


the tire exploded because the em- 
ploye did not use the proper meth- 
od in mounting it. 


Although a court held the tire 
manufacturer not liable in dam- 
ages to the employe, the higher 
court reversed the verdict, and 
said: 

“Aside from the broken bead, the 
tire after the accident bore no out- 
ward evidence of having been sub- 
jected to any rough or unusual 
treatment. With this evidence be- 
fore it, the jury could reasonably 
conclude that appellant (employe) 
was not negligent, or, if so, that 
such negligence did not contribute 
to cause the accident.” 

Also, this higher court indicated 
very clearly that an automobile 
dealer or other employer always is 
responsible in damages to an em- 
ploye injured as a result of the em- 
ployer’s negligence. 

x * 


Must Hire Guards 


ae to a late higher 
court decision, an automobile 
dealer is liable for injuries caused 
by his failure to employ a compe- 
tent guard to warn pedestrians and 
other persons of unusual danger. 

For illustration, in DeRoods v. 

Jahneke Service, 52 So. (2d) 756, 
the testimony showed that a mo- 
tor truck, while backing out onto 
a street, without a guard being 
stationed at the rear of the 
truck, ran over a pedestrian. 

In subsequent litigation, the 
higher court held the dealer, who 
owned the truck, liable for heavy 
damages to the injured person. 
This court explained that it was 
the duty of the truck owner to em- 
ploy a person to warn other per- 
sons of danger when the truck was 
backing up. In this respect, the 
court said: 

“If a driver undertook to execute 
this backing movement unaided, it 
was the grossest negligence to do 
so without making certain that 
there was no one in the rear who 
might be hurt.” 





First '557— 
Emmett Sims, sales manager of Fox 
Chevrolet Co., Greenville, Ala., delivers 
a 1955 Chevrolet to a customer at 12:01 
a.m., Oct. 28, which was the announce 
ment day. Bill Fox, owner of the firm, 
claims this was the first new model to be 
delivered officially in the U. S. 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at auctions so far in 
November declined $2 last week from the average established in the 


previous week. 


The only individual model to increase in price was the ’54, which 
went up $2. The price of 48s was unchanged from the previous week. 

All other models declined, as follows: ’52s, down $7; ’53s, down $6; 
‘Sls, down $4; ’49s, down $4; ’47s, down $3, and ’50s, down $1. 

The declines established record low prices for ’52s, ’51s, ’49s, and ’47s. 
The previous record low for 48s was matched. 

Sales activity increased a bit, with 72 percent of all cars being sold. 
A week earlier, 71 percent of the auction offerings were knocked 


down. 
DENVER 
(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Nov. 12.) 


(More cars offered for consignment 
with a higher percentage sold. Prices 
firm. Sold 111 cars out of 159 offerings.) 
BUICK—’54 Century 4-dr., $2,410*, $2,- 
260*; Special Riviera 2-dr., $2,360*; 4- 
dr., $1,995*. ’53 Super Riviera 2-dr., $1,- 
485*. °51 Super 2-dr., $815*; Special 4- 
dr., $675*. "50 Super 4-dr., $460*. 
CADILLAC—'53 (62) 4-dr., $2,810* (ps). 
"62 (62) 4-dr., $2,010* (ps). 
(HEVROLET—'55 Two-ten (8) 4-dr., $2,- 
185°, $2,180*, $2,150*; 2-dr., $2,075; 
Two-ten (6) 2-dr., $1,975, $1,970; Bel 
Air (8) 2-dr., $2,110; Bel Air (6) 4-dr.. 
$2,050; One-fifty (6) 2-dr., $1,905; %- 
ton pickup, $890. ’54 Corvette conv., $1,- 
950; Bel Air 4-dr., $1,700*, $1,590*; One- 
fifty 4-dr., $1,575; Two-ten 4-dr., $1,530, 
$1,445*; 2-dr., 3 at $1,395. 
CHRYSLER—’50 Windsor 2-dr., $395*. '48 
Windsor 4-dr., $240*. 

DeSOTO—'54 Fire Dome (8) 4-dr., $2,000. 

‘63 Fire Dome (8) 4-dr., $1,100. 
DODGE—’52 Coronet 4-dr., $695*, $660. 
FORD—’54 Crest (8) Country Squire, $2.- 
250* (ps); Custom (8) Country sedan, 
$2,350; 4-dr., $1,670; 2-dr., $1,500*°; 
Main (8) Ranch Wagon, $1,975; %%-ton 
pickup, $1,300; %-ton pickup, $1,125. '53 
Crest (8) Victoria, $1,450; Custom (6) 
2-dr., $980. '52 Custom (8) conv., $960*; 
4-dr., $810. 

HUDSON—’52 Wasp 2-dr., $690. 
LINCOLN—’54 Capri 4-dr., $2,835* (ps). 

"49 club coupe, $325. 

MERCURY—’54 Monterey 4-dr., $1,925*. 

’63 Monterey 4-dr., $1,430*. ‘51 4-dr.. 
$815*. '50 Sport sedan, $430. '49 4-dr., 


$335. 

NASH —'51 Statesman 4-dr., $415. ‘49 
Statesman 4-dr., $225. 
OLDSMOBILE — '54 (98) 4-dr., $2,820* 
(ps); (88) Super 4-dr., $2,430*, $2,320°. 
"63 (98) 4-dr., $1,645*. "52 (88) 4-dr., 
. "51 (98) Holiday, $1,035*. °50 
(88) 2-dr., $615*, $535*. °46 2-dr., $105. 

RD—’50 


PLYMOUTH — '54 Belvedere Sport coupe, 
$1,660*; Savoy club coupe, $1,390*; 4- 
dr., $1,290; 2-dr., $1,260, $1,245. ‘50 
Special Deluxe 4-dr., $525. °49 Special 
Deluxe club coupe, . 46 Special De- 
luxe club coupe, $170. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
825"; Chieftain (870) Catalina, $2,785° 
(ps); 4-dr., $2,775* (ps), 2 at $2,675*. 
$2,650*, $2,585*; 2-dr., $2,725* (ps), $2.- 
600*, $2,575*; Chieftain (860) 2-dr., $2.- 
475*. "54 Chieftain (8) 4-dr., $1,955*. ’52 
Chieftain (8) 4-dr., $865*. 

STUDEBAKER — '53 Commander Land 
Cruiser, $1,135*. °51 Champion 4-dr.. 
$460; Commander 4-dr., $450. 

WILLYS—’55 (6) station wagon, $2,225. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 17.) 
(Good average sale despite rain in this 
section today. Sold 61 cars out of 97 
offerings.) 
BUICOK—'52 Special 4-dr., $1,050. °50 
Super 2-dr., $675*, $665*, $640*. 
CADILLAC—’48 (62) 2-dr., $495*. 
CHEVROLET—’54 Two-ten 2-dr., $1,440. 
"52 SL Special 2-dr., $600. °51 SL De- 
luxe coupe, $595; 2-dr., $575. °49 SL 
Deluxe 4-dr., $480; 2-dr., $400. °47 FM 
coupe, $255; FL 4-dr., $100. °46 FM 
4-dr., $230; coupe, $165. °39 2-dr., $125. 
CHRYSLER—’51 Windsor 4-dr., $605. °49 
Windsor 4-dr., $415. 
DODGE—’52 Coronet conv., $600. '51 Way- 
2-dr., $390. °47 Custom 4-dr., 


FORD—'53 Crest. (8) 4-dr., $1,040*, ‘52 
Crest (8) 4-dr., $810*. ’50 Custom (8) 
4-dr., $680, $530; 2-dr., $565, $445, $425, 
$375, $310; Custom (6) 2-dr., $425; De- 
luxe (8) 2-dr., $460. °'49 Deluxe (8) 
2-dr., $435; Custom (8) 2-dr., $330. '48 

Deluxe (8) 4-dr., $180, '47 Deluxe (8) 

UNOOLS. 5 

—’51 4-dr., $625*. 

MEROCURY—'51 4-dr., $680*; 2-dr., $530. 
49 4-dr., $270. 

L ILE —'52 (88) 2-dr., $1,075*. 
Si (88) 2-dr., $805*. °50 (88) 4-dr., 

' ; 2-dr., $530*; (76) 4-dr., $565*. 

50 4-dr., $375*. °48 4-dr., 

. -—'53 Cambridge 2-dr., $860. 

Cambridge 2-dr., $680. 47 Deluxe 
#dr., $185. °41 Special Deluxe 4-dr., 


$190, 








"48 Torpedo (8) 2-dr., 
$170. ’47 Torpedo (8) 2-dr., $285*. 
R — '51 Commander 2-dr., 


ue. *50 Champion 4-dr., $380. 
"52 2-dr., $415. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
ey. Prices are for sale of Nov. 


of 81 offerings 
BUICK—'54 Super 2-dr., $2,405*, $2,325°; 
2-dr., $2,375*, $2,220°; 4-dr., 

130", $1,730, 53 RM 2-dr., $1,750* 
», $1,700* (ps). °52 Super 4-dr., 
*. ’51 Super 2-dr., $800*. '50 Super 
ss» $525°; Special 4-dr., $500, $440. 

49 (60) 4-dr., $810*. 

—53 Bel Air 4-dr., $1,115; 
n 2-cr., $965. '50 SL Deluxe 4-dr., 

- 49 SL Deluxe 2-dr., $330, $300. 


~~ 









CHRYSLER—’53 NY club coupe, $1,275. 

DeSOTO—’ 54 Fire Dome (8) 4-dr., $1,455*. 

FORD — ’54 Custom (8) Country sedan, 
$2,050*. °53 Crest (8) Victoria, $1,250* 
(ps). ’°52 Custom (8) conv., $865*; 4-dr., 
$725*; 2-dr., $700. ’51 Custom (8) 2-dr., 
$400; Dehixe (6) 2-dr., $420. °50 Cus- 
tom (8) 4-dr., $375. °49 Custom (6) 
2-dr., $205. 

KAISER—’51 4-dr., $325. 

NASH—’52 Ambassador 2-dr., $750*. ‘50 
Ambassador 2-dr., $215. 

OLDSMOBILE—'54 (88) Super 4-dr., $2,- 
525* (ps), $2,175* (ps). '53 (88) Super 
club coupe, $1,685*. °51 (88) 4-dr., $705. 
’50 (88) 2-dr., $505. '47 (76) 4-dr., $150. 


PACKARD—’'52 (200) 4-dr., $575. °51 (200) 
4-dr., $505*. 

PLYMOUTH—'52 Cambridge 4-dr., $530. 
‘49 Special 4-dr., $250. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,155. 
‘62 Chieftain (8) 4-dr., $790. ’51 Silver 
Streak (8) 4-dr., §$685*; 2-dr., $640*, 


$605*. '48 Torpedo (8) coupe, $190. °39 
4-dr., $100. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Nov. 15.) 

(The brightest spot in today’s auction 
showed '54 models up $50 per unit. All 
other autos showed a decline in price 
from last week’s overall average. '52s 
and ’538 showed more activity than older 
models and nearly all sold. Leading the 
way downward were ’50s and ’51s; these 
sold at record lows as did all older units. 
Sold 115 cars out of 143 off 


erings.) 
BUICK — ’54 Super Riviera 2-dr., $2,125. 


‘53 Super Riviera 2-dr., $1,525*; 4-dr., 
$1,100; RM 4-dr., $1,450* (ps). '52 RM 
4-dr., $965*. ‘50 Special 4-dr., $430*, 
$380*; RM 4-dr., $390*. '49 Super 4-dr., 
$330*; RM 4-dr., $310*. '47 Super 4-dr., 
$150, $100. 


CADILLAC—’54 (62) coupe, $4,150* (ps) ; 


4-dr., $4,110* (ps). '53 (62) coupe de 
Ville, $2,935* (ps). "562 (60) Special 4- 
dr., $2,175*. '51 (62) 4-dr., $1,490*. °49 
(61) 2-dr., $860*. '46 (62) 4-dr., $220*. 


CHEVROLET—'55 Bel Air (8) 4-dr., $2,- 


240°, $2,090; Bel Air (6) 4-dr., $2,170*; 
Two-ten (8) 4-dr., $2,070*; $2,000; Two- 
ten (6) 4-dr., $2,045*; 2-dr., $1,875; One- 
fifty (6) station wagon, $2,125. ’53 Bel 
Air 2-dr., $1,200; Two-ten 4-dr., $1,025*. 
"52 SL Deluxe Bel Air, $1,090*. '51 SL 
Deluxe Bel Air, $800; 4-dr., $660*; 2-dr.. 
$490; %-ton pickup, $450. '50 SL Deluxe 
2-dr., $425*. ‘49 SL Deluxe Carry all. 
$365; 4-dr., $320, $270; conv., $280, $240; 
%-ton pickup, $250. '48 FL Aerosedan, 






Average Used-Car Prices 


(Compiled by Automotive News) 


Nov., 1954 
To Date 


Sept., 


Oct., 
954 1954 





(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


$185; SM 2-dr., $175. '47 FL Aerosedan, 
$240. 


conv., $360*; Custom (6) 2-dr., $350*. 


$390 cr Kd yr ee ri club coupe, 
DeSOTO—'52 Fire Dome (8) club coupe, . Deluxe (6) 4-dr., $100. 
$980*; Custom 4-dr., $810*. Wasp 2-ar eae 4-dr., $650; 
DODGE — '53 Meadowbrook . 4-dr., $950*. | MERCURY—’53 Custom . 
"50 Wayfarer 2-dr., $400; Meadowbrook | 410°, $1,185*, "52 Coitter gga ng 
4-dr., $270*. '49 Custom coupe, $380*; |  $1,225*, $1,140", $1,070*. '51 club coupe 
Wayfarer 2-dr., $260. '48 Deluxe 2-dr.,| $640*, 49 club coupe, $370. : 
$270*; Custom 4-dr., $220, $120. NASH—’'49 (600) 4-dr., $215*. 
FORD — ’54 Crest (8) Skyliner coupe, $2,- | OLDSM —_ "54 (88) 4-dr., $2,370° 
000*; Main (6) 2-dr., $1,235. '53 Custom | (PS); Holiday, $2,350* (ps). '51 (98) 4- 
(8) conv., $1,180*; 2-dr., $1,090*, $1,070. | F., $825*. "50 (88) 2-dr., $580*. "49 (76) 
’52 Custom (8) conv., $920*; Custom (6) 2-dr., $370°; 4-dr., $260°. 
2-dr., $840*. ’°51 Custom (8) 2-dr., $635, PACKARD—’48 4-dr., $250. 
$440; Deluxe (6) 2-dr., $470. '50 Deluxe PLYMOUTH — '49 Special Deluxe 2-dr., 
(8) 2-dr., $490; Custom (8) 2-dr., $480*; (Continued on Page 34, Col. 1) 





How Automobile Dealers 
MAKE BIG PROFITS 
with Carlife Guaranty 





OHIO DODGE DEALER 


NETS $13,431.00 IN 5 YEARS! 





Mr. DiNovo in his modern showroom. 


Facts speak for themselves! When 
aggressive, wide-awake dealers like 
Owner of 


Michael A. DiNovo, 


‘Another side of the story is the im- 
provement in our service o 
due to the steady volume of Carlife 


Read what other 
Dealers say... 


Motor Twins, inc.—Ford 

Wilkes-Barre, Pennsylvania 
“With almost five years of Carlife experience, we 
have found it to fulfill our needs most 
not only from the stand-point of a sales tool, but also 
as a service builder.” 

Lebanon 


Lebanon, Pennsylvania 
“We have found Carlife is a wonderful aid in 


factory warranty is only 90 

and realize that a car has to 

guaranteed for 2 years or 25,000 miles for 
$25.00.” 


Logan Motor Company—Ford 

Washington, D. C. 
“Over the past four years, we have been constant 
users of Carlife on both new and used cars. 
this time, our sales of the Guaranty have avera 
over eight hundred per year.” 


Brubaker Motors, Inc.—DeSoto-Plymouth 
Lancaster, Pennsylvania 
“From the date of its inception, we found Carlife to 
a oe 
car sales.” 


Joe Pistocco Auto Service, Inc.—Cadillac-Pontiac 


sate | Wichita Folls, Texas 


Pietro DiNovo & Son Dodge- 
Plymouth Agency, get behind a 
superb program like Carlife, the 
results are amazing. But let Mr. 
DiNovo tell you the story himself! 
Mr. DiNovo writes, ““On a basis of 

ross profit on investment, it is the 

st buy we have ever made, as the 
following figures clearly show! 


Total sales, 1097 Carlife 
Guaranties ...........+.+-$27,910.00 
Cost of sales..........-..-. 1,282.00 


GROSS PROFIT.............$26,628.00 


DISTRIBUTION OF GROSS PROFIT 


Customers’ claims ...... «+ee$ 6,997.00 
Reserve for further claims.... 6,200.00 
Transferred to net profit...... 13,431.00 


TOTAL... cccccscccceccee e+ $ 20,628.00 


customer business, as shown by the 
following table. 


CUSTOMER LABOR 


W9AG.. ccc ccccccccvccees ee $63,791.00 
1950... eceeee cevcceseees 68,595.00 
WS. ccccccccsccescereces 85,240.00 
1952... .cccccccccccccecess 83,954.00 


VOSS: .cccccccscccvcccscces SIMISEO 


“The above facts speak for them- 
selves. We feature Carlife in our 
advertising, in newspapers, and in 
our radio broadcasts. We know it 
will serve other dealers, as well as 
it has served us.” 


Yes, the facts do speak for them- 
selves! Why don’t you take ad- 
vantage of a program that can do 
all this for you. Don’t delay .. . 
write today! 





Note spacious, modern quarters housing Pietro DiNovo and Son, Dodge-Plymouth Agency. 





“On all of our current model cars, 92% of Carlife 
owners are coming back regularly for service. On all 
Carlife policies, we have 62.7% returning regularly 


“It is our considered opinion that the plan itself has 
resulted in a considerable increase in customer labor 
sales. We also feel that Carlife has helped eliminate 
many seasonable ups and downs so naturally as- 
sociated with the automobile business. 

Floyd Rice—Ford : 

Detroit, Michigan 
“In today's market, profitable new car ‘deals’ are at 
a premium, but having Six Thousand ‘Carlife’ Cus- 
tomers to draw from, we have a distinct advantage.” 


Fill out the coupon teday, or clip it to your letterhead and send 
it on to us. We'll send you full particulars about how you toe 
can use this amazing plan to increase your customer good will, 
and your profits. Naturally, there is no obligation! 


Poot 


The CARLIFE GUARANTY COMPANY 


16501 Wyoming, Detroit 21, Michigan 
Telephone Diamond 1-2388 


Tell us, without cost or obligation, all about the 
Carlife Profit Story: 


i | 
| | 
| | 
| | 
| | 
| | 
. Nome of Dealershi 
| 1 
{ | 
| | 
| | 
| | 

J 
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Used-Car Auction Prices 


(Continued from Page 33) 
$360; Business coupe, $220. '48 Special Riviera, $815*; 4-dr., $590°*; Super 4-dr., 


Deluxe club coupe, $125. '47 Special De- $780*, $700*. '50 Special 4-dr., $510°, 2 


—_ club coupe, $160. at $425. "49 RM 4-dr., $255°. 

PONTIAC — '53 Chieftain (8) Catalina, | coanILLAO—’54 (60) Special 4-dr., $4,180* 

$1,655° (ps), $1,600°; 4-dr., $1,360°. "52 | (pg), *53 (62) 4-dr.,, $2,500". ise (62) 
Chieftain (8) 4-dr., $1, 075°, $1,000*; 2- coupe, $2,295°; 4-dr., $2,125* (ps), $1,- 
dr., $830°. ‘51 Silver Streak (8) 2-dr., 900°. °51 (62) 4-dr., $1,555*, $1,530°, 
$835*; Silver (6) 2-dr., $800. '50 Silver 50 (62) coupe deVilie, $1, 450°, 
Streak (8) Catalina, $830*; Silver Streak CHEVROLET—’55 One-fifty (6) 4- ar. $1, “ 
(6) 4-dr., $500. '49 Silver Streak (8) 4- 700. ‘53 Two-ten 4-dr., $985, 
dr., $415; 2-dr., $195°, $160; Silver SL Deluxe club coupe ‘3685. ‘51 my De- 


Streak (6) 2-dr., $370, $210*. *. 
STUDEBAKER — ‘55 Commander 2-dr., qoree ggee,” gias,’ oe pee bee 
$1,750. '51 Champion 2-dr., $430. '49| gos’ $550. ’50 SL Deluxe 2-dr., $470: 
Champion 4-dr., $120°. FL Deluxe 2-dr., $465, $455. '49 FL De- 
MISCELLANEOUS — ‘53 Jaguar 2-4dr../ iyxe 2-dr., $345: SL beuxe 2-dr., $310; 
$1,660. conv., $135. *48 SM 4-dr., $105. 
DeSOTO—’52 Fire Dome (8) club coupe, 


DYER, IND. $700. 
(Dyer Auto Auction. Sale every Friday. yee, eee ke Oe: aon 
Prices are for sale of Nov. 12.) pickup, $800. '50 Coronet yi dr., $360. 
(Sold 158 cars out of 226 offerings.) _ | FORD—’55 Fairlane (8) 4-dr., $2, 515*, $2,- 
BUICK—’'54 Super Riviera, $2,330° (ps); 505%; Custom (8) 4-dr., $1,975, 


4-dr., $2,250* (ps). '53 Special 2-dr., $1,- $1, 935, $1,875. 53. Main (6) Ranch 

270°. °52 Special 4-dr., $850. '51 RM eau $1, 275; Custom (8) 2- dr., $1, 100. 
ES TCS, Ah le ee a eee eT Oe ‘61 Custom (8) 2-dr., $600, $595°, 

S th t Sh ar, toga, $440, #7400; » aie ey 2 

r., ° juxe 
ou wes Ow $345, $340. '49 Custom (8) 2-dr., $340, 
ll All S $230, ies $135. ‘48 Deluxe (8) club 
Se coupe, é 

8 pace KAISER—’51 Deluxe 2-dr., $330*. 


LINCOLN—'50 4-dr., $325. 
SAN ANTONIO. — All space has MERCURY—’51 oan dune, $600*. °50 club 


been sold for the Southwest Auto-| coupe $625*, $210*. ‘49 club coupe, $220; 


conv., $170. 
motive Show, according to the show | . Soir’’ 53 sta a Gab. dolen, 61,000, 


office. $1,285°. °51 Rambler club coupe, $480°. 
The show, to be held here at| ‘49 Ambassador 4-dr., $265. 


Bexar County Coliseum March 31- | OLDSMOBILE—’5S (88) Holiday, $3,890 
Ape. 8 in being sponsored by 190| ig tgd Be eae ay 
4 cog oe won| So te, ee as Ce nae 

Drawing for ow space (88) 4-dr., Se ) 4-dr., °. 
take place at the coliseum next eae $580, $380. "49 (88) 4-dr., $395°, 
Jan. 7. PACKARD—’53 (300) 4-dr., $1,450*. 


ey 
Boasts SERVICE VOLUME 





This money-maker feeds business to all departments. 


Naturally, in these times, you want to improve service, increase 
customer labor, parts and accessory sales, but at the same time, cut 
costs. There is no surer way than to install automatic Washmobile 
equipment in your washbay. 

You get high washrack volume, enabling you to handle more 
service jobs, and your new and used car washing, in stride. You free 
valuable floor space for other work, making every square foot count 
profit-wise. 

Besides, you please customers with spotlessly clean cars, on time— 
the best way we know of to step up sales in all departments. Write 
for information and specifications today! No obligations, of course. 


WASHMOBILE CORPORATION 














| 

WASHMOBILE CORPORATION | 
276 HALSEY STREET | 
NEWARK 2, N. J. 
Gentlemen: | 
PLEASE SEND YOUR REPRESENTATIVE [1] 

PLEASE SEND YOUR INFORMATION [J | 

NAME OF FIRM gad ence os ea 
ee ot a aS a ae 
MR 5 eae 
Se a ie 0 ala a Sle ; 


PLYMOUTH—'53 Cranbrook 4-dr., $905; 
club yy A dhe $835. '52 Cranbrook club 
, $585; 4-dr., $580, $560. '51 Cran- 
froek 4-dr., $495, §465. '50 Special De- 
luxe conv., $435; club coupe, $310. 
PONTIAC—'55 Star Chief (8) Catalina, 
$2,865* (ps), $2,860* (ps); Chieftain (8) 
2-dr., $2,430°. '53 Chieftain (8) 4-dr., 2 
at $1,380*, $1,320*, $1,315*, $1,305*, $1,- 
300° ; Catalina, $1, 175°. "52 Chieftain (8) 
Catalina, $1,175*. °51 Silver Streak (8) 
2-dr., $615. ‘50 Silver Streak (8) 4-dr., 


STUDEBAKER—’51 Champion 4-dr., $425, 
$415*, $400*. "50 Commander Land Cruis- 
er, $360; Champion 4-dr., $180; %-ton 
pickup, $330. '48 Commander Land Cruis- 
er, $220° 
ISCELLANEOUS — '51 International %- 
ton pickup, $495. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 17.) 
(Sold 35 cars out of 71 offerings.) 


a ae Super 2-dr., $300*. '46 Special 


, $110°. 
OADILLAO 51 (62) 4- ry $1,615*. 
CHEVROLET—’55 Bel Air 2-dr., $2,205 


'53 Two-ten 4-dr., $075", '52 SL Deluxe 
club coupe, $705. "51 SL Deluxe Bel Air, 
$635*; %-ton pickup, $310. '50 SL Deluxe 
club coupe, $510, $485. °49 SL Deluxe 4- 
dr., $355. ‘48 i 3, 2-dr., $225; %-ton 
pickup, $170. ’47 FM 2-dr., $155. 
FORD—’51 Custom (8) 2- -dr., $655, $420. 
'650 Deluxe (8) 2-dr., $525, $495, $430, 
$330; %-ton pickup, $130. '47 Deluxe (8) 
4-dr., $145, $140. 
HUDSON—’53 Wasp 4-dr., $905. 
MEROCURY—’52 Monterey club coupe, $1,- 
190. '46 Custom 4-dr., $195. 
OLDSMOBILE — '51 (88) 4-dr., $775*. 


$600°. 

PLYMOUTH — "50 Special Deluxe 4 - dr., 
$425. 

PONTIAO — ’50 Silver Streak (8) 4 - dr., 
$425°. 

STUDEBAKER—’50 %-ton pickup, $160. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Nov. 12.) 

(Market fair. Sold 172 cars out of 215 
offerings.) 

BUICK—’54 Century Riviera coupe, $2,- 
550* (ps), $2,495* (ps). '53 Special 2- 
dr, $1,210. ’52 Super conv., $890*. "50 
RM 4-dr., $450*. 

CADILLAC—’54 (62) coupe deVille, $4,- 
350*; coupe, $4,010* (ps), $3,950* (ps). 
48 (62 4-dr., $250. 

CHEVROLET 55 Bel Air (8) 4-dr., $2,- 
475* (ps), $2,350° (ps); 2-dr., $2,275; 
Two-ten 4-dr., $2,180%; Delray coupe, 
$2,100; 2-dr., $1,850. '54 Bel Air 2-dr., 
$1,575; Two-ten station wagon, $1,575; 
Delray coupe, $1,545* (ps); Bel Air 4- 
dr., a $1,475. ‘53 Two-ten 2-dr., 
$1,07 

CHEYSLER—'50 Royal club coupe, $460. 
'48 NY 4-dr., $250*. 

DeSOTO—’52 Custom Sportsman, $975; 4- 
dr., $780. 

DODGE—’53 Coronet 4-dr., $1,075. '52 %- 
ton pickup, $425. '50 Wayfarer conv., 
$550. '49 %-ton pickup, $310. 

FORD — '54 Crest (8) Victoria, $1,955°*, 
$1,925", $1,775*; conv., $1,800; Custom 
(8) 2-dr., $1,650, $1,525, $1,475, $1,430; 
Main (8) 4-dr., $1,275; .Main (6) 4-dr. 
$1,225. '53 Crest (8) Victoria, $1,350°. 

MERCURY—’54 Monterey station wagon, 
$2,250; Custom 2-dr., $1,600 '53 4-dr., 
$1,375, $1,275*. '52 Monterey 4-dr., $1,- 
130. ’51 2-dr., $725*. 

NASH—’54 Rambler sedan, $955. '51 Ram- 
bler sedan, $515. 

OLDSMOBILE—’54 (88) Holiday, $2,700* 
(ps); Super 4-dr., $2,550*. "53 (98) 
conv., $1,710*. ’52 (98) 4-dr., 2 at $1,- 
175*; (88) 4-dr., $1,150, $1,100; conv.. 
$1,110*. 

PLYMOUTH "54 Belvedere station wag- 

$1,550. "53 Cambridge 4-dr., $850. 51 
Seabrook 4-dr., $550. ‘50 Special De- 
luxe 4-dr., $395: 2-dr., $300. '49 Special 
Deluxe 4-dr., $405, $375. 

PONTIAC—’55 Star Chief sedan, $3,100* 
(ps). °53 Chieftain (8) conv., $1,245*. '52 
Chieftain (8) Catalina, $1,115*. °51 Sil- 
ver Streak (8) 2-dr., $785*. 

STUDEBAKER—’53 Commander 4-dr., $1,- 
100*, $1,050*; Champion 4-dr., $910; 
coupe, $675. °50 Champion 2-dr., $275". 

WILLYS — '53 (6) station wagon, $810*. 
‘52 station wagon, $600*°. ‘46 station 
wagon, $150. "42 jeepster, $150 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 16.) 
(Sold 212 cars out of 339 offerings.) 


BUICK—’ 54 Century Riviera 2-dr., $2,435*, 
$2,395*; RM Riviera 4-dr., $2,430* (ps); 
Super Riviera 2-dr., $2,415*; Special 
Riviera 2-dr., $2,290*. '53 Super Riviera 
2-dr., $1,670*, $1,655°, $1,645*, $1,540°; 
RM Riviera 2-dr., $1,620* (ps); Special 
Riviera 2-dr., $1,335, $1,300. 52 Super 
Riviera 2-dr., $1,075°. 

CADILLAC—’55 (62) conv., $5,900* (ps). 
54 (62) coupe deVille, $4,395* (ps); 
conv., $4,065* (ps); 4-dr., $3,805* (ps). 
"53 (62) coupe deVille, $2,830*; coupe, 
$2,730* (ps). 

CHEVROLET — ’55 Bel Air (8) Sport 
coupe, $2,470*. '54 Bel Air Sport coupe, 
$1,800* (ps), $1,700; 4-dr., $1,650; 2-dr., 
$1,650, $1,575. ‘53 Bel Air Sport coupe, 
$1,455°, $1,425°; 2-dr., $1,375, $1,125; 
4-dr., $1,100; Two-ten Sport coupe, $1,- 
295°; 4-dr., $1,210; Handyman, $1,085; 
2-dr., $1,050, $900, $885. 52 SL Deluxe 
Bel Air, $975*, $955*. 

CHRYSLER — ‘52 Windsor club coupe, 
$875*. ‘50 Windsor club coupe, $460*; 
4-dr., $375*, $350°. °48 Windsor club 
coupe, $130*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $845*; 
club coupe, $800*. °49 Custom 4-dr., 
$370*. °48 Custom 4-dr., $180*. 

DODGE—’53 Coronet 2-dr., $895*; Mead- 
owbrook 4-dr., $830*. ‘52 Coronet 4-dr., 
$600*. °50 Coronet club coupe, $480*; 
4-dr., $285*. °48 Custom 4-dr., $120*. 

FORD—’55 Fairlane (8) 4-dr., $2,420*. 
‘54 Crest (8) Country Squire, $2,025*; 
Victoria, $1,750*; Custom (8) conv., 
$1,970* (ps); 4-dr., $1,530* (ps); 2-dr., 
$1,510*. °53 Crest (8) Victoria, $1,410; 
Custom (8) conv., $1,400*, $1,170* -(ps), 
$1,130*; 4-dr., $1,215*, $1,205, $1,125; 
Main (8) Ranch Wagon, $1,360. 

HUDSON—’53 Jet 4-dr., $800. '51 Hornet 
4-dr., $450°; Pacemaker 2-dr., $300. 

KAISER—’53 Manhattan 4-dr., $650*. 

LINCOLN — ’53 Cosmopolitan coupe, $1,- 
865* (ps). '49 4-dr., $100. 

MERCURY—’54 Monterey coupe, $2,250*, 

$1,905; Custom Sport coupe, $1,920*. '53 

Monterey conv., $1,635" (ps); Custom 


(Continued on Page 35, Col. 1) 
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* WE WANT 
* 50 CARS 
* IN A HURRY! 


"55 OR’54 MODELS 
ANY OF THE BIG 3 


FOR A RENTAL OPERATION IN FLORIDA 
e UP TO $75 MONTHLY IN ADVANCE... 


- we will pay to somebody in Detroit, Miami or on the East 
Coast between Boston and Miami who has the cars we need> 


5 OR 6 MONTH CONTRACT 


Contract to start in December. If need be, cars can be returned 























in April for the Spring market. 


e BEST OF CARE PROVIDED 


© DON'T DELAY! 


WRITE 119 Snow St. 


PG ea ee elses 


yn or V 
AO 4 


HOuR! 


These cars have to be in operation in. December! 


pHonE | MR. ALBRIGHT 


WIRE Albright Auto Rental Co. 
GAspee 1-4848 


Providence, R. 1. 






In addition to taking care of pickup and delivery, we will fully 
insure them and provide reliable maintenance. 

Our experience in the car rental business has shown the -average 
mileage over this period to be from 6 to 10 thousand. 





with the NEW TAYCO ¢’= 


““MOBILE-BAKE”’ OVEN 


Infra-Red Unit Boosts Production 
at Minimum Investment 


PERFECT PAINT JOBS in a frac- 
tion of the time sequised for old- 
fashioned air drying! Tayco’s “Mo- 
bile-Bake” OVEN gives d baked 
finish in one hour or less—tegardless 
of weather. For more production and 
more profit, follow lead of the 
nation’s most progressive auto paift 
shops — install a Tayco “Mobile- 
Bake” OVEN in your shop! 


ox eee Aneta 
type of used exclusively 
by automobile manufacturers. 
Operating cost only a few 
cents per job. 


® porches tage UNIT moves 
automatically along I 
floor-tracks at adjustable 
speed. Occupies minimum 
space. 


@ EASY INSTALLATION—Sim: 
fasten tracks to floor 
make electrical connections— 

ur "Mobile-Bake" is ready 
¢ production! 


@ PORTABLE UNITS of 7 and 
14 lamps available on sturdy 
teat stands for small aree 
work, 


GV Sate ila ames 













diebensesusee genes 


ae 





voguoases 


sergoss 


gEgEga 


3° 





























Essar Rate. & 


fg 


edzdebsesn8 
















Sport coupe, $1,500°; 
Custom Sport coupe, $1,270°, $1,205°*, 
$1,200; Monterey 4-dr., $1,005°. 
NASH—’53 Ambassador 4-dr., $980. ‘51 
Statesman 4-dr., $260. 
OLDSMOBILE—’54 (98) Holiday, $2,995° 
(ps), $2,950* (ps), $2,825* (ps), $2,510° 
(88) 4-dr., $2,800* (ps), $2,410°, 
Holiday, $2,600*, $2,525", $2,- 
510°. ’563 (98) 4-dr., $1,765° (pe, $1,- 
680°; (88) 4-dr., $1,675*. ’51 (98) Holi- 
day, $930°; 4-dr., $815*, $765°; (88) 
2-dr., $720*. 
PLYMOUTH — '53 Cambridge Suburban, 


4-dr., $1,355°. '52 


$1,330*. °52 Cranbrook 4-dr., $665*, 
$620; Cambridge 4-dr., $595. °51 Con- 
cord Suburban, $525. 


PONTIAC—’55 Star Chief (8) Catalina, 
2 at $2,990* (ps); Chieftain (870) Cata- 
lina, $2,790°. °54 Chieftain (8) station 
wagon, $2,195* (ps); 4-dr., $1,605. °'53 
Chieftain (8) Catalina, $1,675*, $1,625* 

4-dr., $1,355*. °52 Chieftain (8) 


STUDE inakcn—'5s Champion club coupe, 
$1,255*, $1,205*. °52 Champion 4-dr., 
$515; Commander Land Cruiser, $495°. 
’50 Champion 2-dr., $220*. '49 Champion 
2-dr., $145, 

WILLYS—’52 2-dr., $575. 


PHILADELPHIA 


(H. B. Robinson Auto Sales Auction. 
Sales every Tuesday and Thursday. Prices 
are for sales of Nov. 11-16.) 


(Cars still scarce this week, Next week 
we expect to be back to our normal vol- 
ume of approximately 200 autos. Sold 
92 cars out of 142 offerings.) 

BUICK—’53 Super Riviera, $1,450*. 
Special 2-dr., $890*. 
; 4-dr., $670*; 


"52 
‘51 Super Riviera, 
Special 4-dr., $680. 


CADILLAC—'54 (62) 4-dr., $3,750* (ps). 
"61 (62) 4-dr., $1,720*. '50 (61) club 
coupe, $1,290*; 4-dr., $1,060*. 

CHEVROLET—’55 Bel Air (8) Hard Top, 
$2,470*; station wagon, §2,380; sedan, 
$2,260. ’54 Bel Air 2-ar. $1, 580° ; Two- 
ten 4-dr., $1,295; %- ton pickup, $910. 
53 Bel Air 4-dr., $1,250*, $1,180*; Two- 
ten 2-dr., 2 at, "$1,050, $1,030, $1,010*, 
$990*, $970, $960; One-fifty 2-dr., $840, 
$795, $745, $730. ‘52 SL Deluxe 2-dr., 
$775*, $670*; SL Special 4 dr., $650. "51 
SL Deluxe 4-dr., $600*, 2 at $600, $570, 
$550, $500; conv., $490°. 

CHRYSLER—’53 NY 4-dr., $1,360* (ps). 
DeSOTO—’53 Fire Dome (8) 4-dr., $1,- 
260°, $1,230*, $1,175*. ’51 Custom 4-dr., 


$750. 

DODGE — '53 Meadowbrook 4-dr., $875, 
$860. '52 Coronet conv., $650*. '50 %-ton 
panel, $220, $200. '49 Coronet conv., 

. 


FORD—’'54 Crest (8) 2-dr., $1,575, $1,380. 
"63 Crest (8) 4-dr., $990; Custom (6) 2- 
dr., $820. "52 Crest (8) Victoria, $950*; 
Main (8) 2-dr., $790. .°51 Custom (8) 
Victoria, $705*; 4-dr., 2 at $590; conv., 

. '50 Custom (8) 2-dr., $530, $475, 
$300; Custom (6) 4-dr., $385. 

KAISER—’52 4-dr., $400. '51 Deluxe 4-dr., 


$330. 
MERCURY—’'53 Mofiterey sedan, $1,600*. 
"62 4-dr., $985*, $720. '50 4-dr., $510. 
NASH—’53 Statesman club coupe, $1,000. 


‘Sl Statesman 4-dr., $255. '50 Ambassa- 
dor 4-dr., $150*; Super 4-dr., $225. 

OLDSMOBILE—’52 (98) 4-dr., $1, 070*. '51 
(88) 4-dr., $775*; (98) 4-dr., $730*. *50 
(88) 4-dr., $540*; (98) 2-dr.. $525*. °49 
Custom conv., $1,250*. 

PLYMOUTH—’'54 Plaza 4-dr., $1,190. ‘52 
Cambridge 4-dr., $645, $570, $530. ’51 


Cranbrook Belvedere, $655; Cambridge 
2-dr., $440. 

PONTIAO — '55 Chieftain station 
wagon, $3,040*; Catalina, $2,800*. '53 
Chieftain (8) 4-dr., $1,375*, $1,370*, $1,- 

, $1,275*. 52 Chieftain (8) Catalina, 
s1.8808 $1,175*, $1,130*, $1,100*; Chief- 
tain (6) 2-dr.,' $520. °51 Silver Streak 
(8) 2-dr., $710. ‘50 Silver Streak (8) 
conv., 


$550. 
STUDEBAKER — '54 Commander Land 
Cruiser, $1,585. '52 Champion Hard Top, 
$550. °51 Champion 4-dr., $340*, $320. 
‘50 Champion 2-dr., $230, $150; Com- 
Mander Land Cruiser, $240. °48 Com- 
mander club coupe, $130. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 17.) 


(We had a very large group of buyers 
this week; also a nice consignment of 
dean autos. Prices are firm, except on 
Rew cars, as the boys just aren’t buying 
them so fast this fall. Weather beautiful. 
About 68 percent sold.) 

BUICK—’53 Super 4-dr., $1,695*; Special 
2-dr., $1,260. ’52 Super conv., $1,225*. 
‘Sl Special 4-dr., $875*; Super 2-dr., 
$700*. ’50 Super 4-dr., $760*. ’48 Super 
conv., $295. '46 Super 2-dr., $220. 

CADILLAC—’53 (62) 4-dr., $2,800* (ps). 

‘61 > 4-dr., $1,635*. ’50 (62) coupe, 

s 


(870) 


51 SL Deluxe club coupe, 
$720*. '50 SL Deluxe 2-dr., $510; club 
“Coupe, $440. °49 SL Deluxe 2-dr., $500; 
Cony. $415. °48 SM 4-dr., $380; %-ton 


i" '. 


—’53 Custom Imperial 4-dr., 


ee. 2" 
49 Custom 2-dr., $330*. 


anc. $160. 

r ‘54 Main (8) Ranch Wagon, §2,- 
% Custom (6) 4-dr., $1,565; 2-dr., 
"53 Crest (8) Victoria, $1,300*; 
$960. ’51 Custom (6) «- 
. '50 %-ton pickup, $510; Cus- 


"47 De- 











¥ 
ws 


(8) 4-dr., 
‘46 Custom (8) 
$700*. °51 Special 


49 Cosmopolitan 4-dr., $380*. 
RY—'51 4-dr., 7: 50 2-dr., 
“a club coupe, $150. 

DBILE—’53 (98) Holiday, $1,960° 
"51 (88) 4-dr., $995*. ‘50 (93) 


D—'50 4-dr., $320*. 
—52 Cranbrook 4-dr., 

dge 4-dr., $710. 

, $445. 

-’51 Silver Streak 


$810; 
’50 Special De- 


(8) 2-dr., 


(Continued from Page 34) 
$855°. 
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"60 Silver Streak (8) 2-dr., 





$660". 


°49 Silver Streak (8) club coupe, $335*. 


STUD 
$1,140°. 


mander 4-dr,., 


$2,350° 
$2,33' 
*61 Super 4-dr., $775*, 
$740*, 


MASON CITY, IA 


(Lapiner Auction Co, Sale every 
nesday. Prices are for sale of Nov. 


BUICK—’54. Century conv., 
RM 4-dr., $2,385° ( 
*63 RM 4-dr., $1,665* (ps). 
RM 4-dr., 
$380°. 


(ps); 
0* (ps). 


$705*. 


$170 *, 


$710"; 
50 Super 2-dr., 


$2,400° 


53 Commander 4-dr., 
‘651 Commander conv., 
°650 Champion 2-dr., $395. 


$500°. 


"47 Com- 


Wed- 
17.) 


(ps), 
Ps), 


CADILLAC—'53 (62) sedan, $2,705* (ps). 
"52 (62) 4-dr., $2,095°. 


$1,355°. 
CHEVRO!) 


ten 
Two- 


SL Deluxe 4-dr., $855*, $825, $800; 
’50 SL Deluxe Bel Air, $515*; 
48 FM 4-dr., 


$605. 
dr., 


4-dr., 
ten 2-dr., 


$540, $510. 
CHRYSLER—’51 NY 4-dr., 


Windsor 4-dr., 


DODGE, — 


$1,340, 


"50 (62) 4-dr., 


$1,290. 


"48 (60) Special 4-dr., $630*. 

ILET—'55 Bel Air (6) 4-dr., $2,- 
» $1,990°; 2-dr., $1,875. 
conv., $1,740* (ps); 4-dr., $1,525°; 
$1,310, 


’54 Bel Air 


Two- 
"63 


$1,020, $1,010, $875, “52 


$765 


53 Coronet 4-dr., 


Meadowbrook 4-dr. -, $665*. 
FORD—’54 Crest (8) conv., 
(8) 2-dr., $1,100, %-ton pickup, | $900. 
"53 Custom (8) 4-dr., 


Main 


(8) 2-dr., 


$1,015*, 


$1,780°*; 


$1,085, 
$955*, 


$815°, 
$995°*. 


2-dr., 
2- 


$215. 


$800* ; 
"52 


Main 


$1,150°; 


$930°. 


*52 Crest (8) Victoria, —_ *51 Cus- 
tom (6) 2-dr., $545. Custom (8) 
2-dr., $590*, $480. °49 Custom (8) sta- 
tion wagon, $445°; 2-dr., $2650°; Cus- 
tom (6) 2-dr., $230*. 

Y—'53 Monterey 4-dr., $1,410*, 
» $1,365*. °51 4-dr., $685*, $660°, 


OLDSMOBILE—'s4 (88) Super Hard Top, 
$2,600 (ps); 4-dr., $2,530°, $2,445", 
$2,365°*. °B2 (88) 2-dr., $1,315* (ps), 
pe mag $1,175°, $1, 095°. ’51 (88) Super 


4-dr., $945°, 

PACKARD—’ 52 4-dr., $805. ‘'51 .4-dr., 
$705*, $650°. 

PLYMOUTH 55 Savoy (8) a $2,370°. 
’563 Cambridge Suburban, $1,265, $1,100. 
‘52 Cranbrook 4-dr., $605. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,985*. °53 Chieftain (8) Catalina, $1,- 
460*. '51 Silver Streak (8) 2-dr., $665°. 
*50 Silver Streak (8) Catalina, $740°. 

STUDEBAKER—’52 Champion 2-dr., $715°. 
’51 Commander Land Cruiser, $440 

"62 GMC stn 


Pickup, $660. dees 
— Auctions in Brief — 
F. N. D. 


Tri-State Auction Co. Sale every Thurs- 
day (Nov. 18). Considerable demand for 
sharp cars. Prives firm on ‘52 and °53 
models. Sold 38 out of 63. 

* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (Nov. 18). Late models falling 
fast with '49s through '52s holding firm. 
Dealer interest high. Sold 76 cars out of 97. 
* © « 


HORSEHEADS, N. Y. 
Horseheads Auto Auction. Sales every 
Tuesday, 


are for sales of Nov. 16-17-19. More ‘55s 
by about 


offered today. Prices weaker ee 
Good, clean, older cars om a little 
stronger. Sold 87 percent of 204 offerings. 
* * * 
OMAHA 
Soderberg-Kline Auto Auction. Sale every 
Thursday (Nov. 18). Market steady with 
clean cars g00d money and more 
activity among buyers. 


PA. 

Manheim Auto Sales & Auction, Inc. Sale 
every Friday (Nov. 19). Market good. Sold 
137 out of 188. 

» * 


DETROIT 
State Fair Auto Auction, Sale every Tues- 
day (Nov. 16). Prices somewhat higher and 
we are looking forward to a steady mar- 
ar Clean cars still scarce. Sold 88 out of 
* * * 


RICHMOND, VA. 

Ryan Auto Auction, Inc. Sale every Wed- 
nesday (Nov. 17). Market slow. Buyers 
stole plenty of cars as dealers let 
many good units g0 at exceptionally low 


prices. 
* * .@ 


JESSUP, MD. 

Colie’s Auto Auction. Sale every Wednes- 
day (Nov. 17). Merket excellent for clean 
cars. Sold 24 out of = 

+ + 


FORT WAYNE, IND. 

Carl Marker’s Auto Auction. Sale every 
Tuesday (Nov. 16). Little change — 
enough cars for ares Sold 89 out of 124. 

+ 


DEN VER 


Wednesday and Friday. Prices Colorado Auto Auction. Sale every Mon- 


Windsor Auto Auction. Sale every Thurs- 
day (Nov. 18). Over 85 percent of the 
cars offered this week were sold, This is 
an excellent percentage for November. 
Prices remain stable on extra clean units. 


* * * 


NEW YORK CITY 

Skyline Auto Auction. Sale every Tues- 

day (Nov. 16). With nearly all new-car 

announcements out of the way, oun are 

bidding very strongly on good, clean mer- 

chandise. Off units still bring just what 

they are worth. Sold 62 cars out of 103 
offerings. 

* * * 


MINNEAPOLIS 
Minneapolis Auto Auction. every 
Wednesday (Nov. 17). A small consign- 
ment of autos today with ‘53s and "54s in 
demand here. Buyers cautious. Sold 57 
cars out of 129 offerings. 
* *® * 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday (Nov. 17). Plenty of activity in 
new price range with buyers and sellers 
willing to get together. Sold 7/ cars out 
of 126 offerings. 


BROWNWOOD, TEX. 
Southwest Car Auction. Sale every Tues- 
day (Nov. 16). Seasonal slump in evidence 
with the market weak on most models 
Sellers were bailing out as prices seemed 
to make little difference. Sold 106 cars out 
of 143 offerings. 
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From the independent study of news- 


paper circulations in Seattle’s new, 
enlarged A. B. C. City Zone by the 
nationally recognized newspaper re- 


search organization, 


Dan E. Clark ll & 


Associates, this study shows that THE 
SEATTLE TIMES is out in front-by a 
wide margin- in every income bracket. 


If you haven’t read this authoritative study, 
contact your O. & O. man for a copy now. 
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Factories and Dealers... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Advertising is not expendable, but 
rather is an essential ingredient of 
the American economy, according 
to Thomas D’A. Brophy, chairman 
of the board of Kenyon & Eck- 
hardt, Inc. 

Speaking before the Detroit Ad- 
craft Club, Brophy said that adver- 
tising is to selling what the machine 
is to production. 

“It makes jobs. It reduces sell- 
ing costs. It helps increase our 
standard of living,” Brophy said. 

“Effectively and properly used, it 
increases company profits and 


Ford Dealers Renew Pact 

Ford Dealers Assn. of New York 
has renewed its sponsorship of 
“News Headlines” on the “Jack 
Sterling Show” over Radio Station 
WCBS, New York. 

The new contract runs for 13 
weeks. 





In three 


1953-52-51, 
electric utilities 


were bought 


following percentages 


of Successrut Farmine 


makes possible the only security a 
company can hope to have in an 
uncertain world. 
“Advertising is indeed the Cin- 
derella of American business.” 
* +. * 


Divco Appoints Allman 


Roy H. Sjoberg, sales director 
for Divco Corp., Detroit, has an- 
nounced the appointment of All- 
man Co., Inc., Detroit, as the cor- 
poration’s new advertising and 
marketing counselor. 

Divco, manufacturer of house- 
to-house delivery trucks, is plan- 
ning an expanded sales campaign 
that will include sales promotion, 
public relations and sales train- 
ing, as well as advertising, Sjo- 
berg added. Newspapers, maga- 
zines and direct mail will be used. 

* * + 


Brake Maker on Air 


Auto Specialties Mfg. Co., New 
York, makers of disk-type brakes 


years, 


by the 


subscriber families... 
new wiring . 14% 
water heater 12% 
new washer 30% 
new ironer 3% 
clothes dryer . 7% 
new refrigerator . 24% 
home freezer. . 24% 
newrange . .. 14% 
exhaust fan . . 2% 
sewing machine 18% 
vacuum cleaner 27% 
electric blanket 7% 
heating pad 10% 
electric clock . 35% 
radio set 36% 
television set . 36% 
hand iron Ss 17% 
steam iron 12% 
mixer ; 30% 
automatic toaster 27% 
toaster, non-automatic 3% 
waffle iron 14% 
toaster and grill 5% 
coffee maker . 14% 
ee eg 
portable fan . . 8% 
light fixtures . 15% 
fluorescents . . 10% 
floor lamps . 11% 
tablelamps . . . 21% 
otherlamps . . . 7% 





for automobiles, has purchased 52 
weeks of sponsorship in “Lanny 
Ross Presents,” Monday through 
Friday over Radio Station WBCS, 
New York. 

The company also has signed for 
nine participations a week on the 
“Jack Sterling Show.” 

+” + + 


N. Y. Ford Dealers on TV 


Members of the Ford Dealers 
Assn. of New York used 20-second 
announcements on WABD-TV, New 
York, to introduce their line during 
the first two weeks the cars were 
shown to the public. The ads were | 
placed by J. Walter Thompson raat 

* * 


WCBS Inks Auto Makers 


Three auto manufacturers have 
taken to the New York airwaves 
with the purchase of time on Radio 
Station WBCS, key station of the 
CBS radio network. 

Oldsmobile is participating in 
the “John Henry Faulk Show” 
Monday, Wednesday and Fri- 
days; the “Bob Haymes Show” 
six times a week; Bill Leonard’s 
“This Is New York” Mondays, 
Wednesdays and Fridays, and 
“Lanny Ross Presents,” Tuesdays 
and Thursdays. 

Oldsmobile also bought the 7:45 


Co 
eo 
s 
e 
iad 
a 
od 


‘a 





a.m, station break three times a 
week on an alternating basis. 

Lincoln-Mercury bought a 

three-week saturation 

of 12 participations a week in the 

“Jack Sterling Show;” five par- 
ticipations a week in the “John 

Henry Faulk Show;” five a week 

in “Lanny Ross Presents,” and 
three a week on the “11 O'Clock 

News.” 

Chrysler division is participating 
in the “Jack Sterling Show” six 
times a week and Bob Haymes’ 
“Melody in the Night” five times a 
week, in addition to 10 station 
breaks a week for two weeks. 

+ * * 


Munce on Dodge Account 


Hugh V. Munce has been ap- 
pointed coordinator of regional ac- 
count executives on the Dodge car 
account, according to Lawrence R. 
McIntosh, executive vice-president 
of Grant Advertising, Inc. 

Assigned to the agency’s De- 
troit office, Munce will direct field 
operations in advertising, sales 
promotion, merchandising and 
dealer relations. 

Munce formerly was with Mac- 
Manus, John & Adams on the Pon- 
tiac account. He also edited Pon- 



















Do you know any better 
C Us to re l. S ?. e ethan the 1,300,000 families served 


by SUCCESSFUL FARMING? ... Their earnings are high, 1953 
average cash farm income was almost $10,000. These families 
are larger, live more at home, eat more at home, need and 
use more equipment... In the past three years, 82% have 
remodeled or repaired their homes, and 4% have built new 
houses... They are a vast market for new automobiles, trucks 
or tractors for better farm business and better farm living! 
SUCCESSFUL FARMING alone represents a consumer 
market equivalent to another national suburbia... And no 


other medium reaches so much of the country’s best farm 


buying power, has more respect and influence in its market. 


... Ask any SF office to tell you more. 


MEREDITH PUBLISHING COMPANY, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco and Los Angeles. 
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Brown Joins Cerre ; : 
Spencer D. Brown hag joined the bal 
staff of Cerre Co. Detroit sales § *¥’ 
promotion firm, as creative direc. | cor 
tor and account — hassieee 

executive, accord- T 

ing to Arthur A. cat 


Cerre, president, 
Formerly mer- 
chandising man-— 
ager on the 
Dodge car ac . 

count for Grant 
Advertising, 
Brown also. 
served as COpy- — 
writer for seven 
years with Gamp- 
bell-Ewald, specializing on automo. © 
tive and appliance merchandising — 
programs. 


* - * 
Metro Map Available 
Recent changes in the group 
structure of Metro Sunday Comics 
are incorporated into a new “dig- 
tort” map issued by Metropolitan 
Sunday Newspapers, Inc. 
The map shows the coverage of 
Metro’s 38-paper group in 166 Met- — 
ropolitan areas. f 
Copies are available from Metro — 
Sunday Comics sales offices in New 
York, Chicago, Detroit, San Fran- 
cisco and Los Angeles. 
ok 


Chrysler Televises Parade 

Chrysler Corp. sponsored the 
telecast of the Thanksgiving Day 
parade in Detroit. 

Televised over ABC-TV, the 
parade included 1,300 marchers, 
18 bands and many floats. The 
parade itself is sponsored by J. 
L. Hudson Co., Detroit depart- 
ment store. 


* * * 

McKinney Adds Client 
The Niagara Falls (N. Y.) Gaz 

ette has appointed J. P. McKinney 
& Son, Inc. New York, Chicago 
and San Francisco, as national ad- 
vertising representative. 

* * * 


Auto-Lite Adds Color 

A new format featuring four- 
color cartoons is expected to add 
to the reader appeal of the Auto- 
Lite Sta-Ful Battery News, ac- 
cording to W. E. Blank, sales 
manager of Auto-Lite Battery 
C 





8S. D. Brown 





eee 





orp. 

The eight-page newspaper con- 
tains tips on selling batteries, in- 
formation on advertising and 
promotion material available and 
other data. 

About 175,000 copies are being 
circulated to distributors, sales- 
men, dealers, prospects and other 
outlets. 


<seceeeces= SP 


* * * 


ATTENTION Derrorr ApMEN: Ad- 
craft speaker this week (Friday 
noon, Dec. 3, at Statler Hotel) is 
Columnist Robert Ruark. This is 
the annual Adcraft dinner. 

+. + 


Names 

Ernest W. .Whitney has been 
named associate copy director for 
Campbell-Ewald Co., Detroit. Whit- 
ney formerly was with Bruce B. 
Brewer Advertising Agency, Kan- 
sas City. 
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Academic Interest— 


The original painting of Chevrolet's — 
“You're Only Young Twice” advertisement, ~ 
showing a group of students on the ‘ 
of the administration building of the Uni- 
versity of Louisville, now hangs in the 
office of Dr. Philip Davidson (left), presi: 
dent of the university. Dr. David 
shown receiving the picture from 
Browder, Chevrolet zone 
Louisville. 
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Deaver Dealer Gives Up 


Su.debaker for DeSoto 


S. M. Marcus, formerly a Stude- 
baker dealer in Denver, has 
switched to DeSoto-Plymouth, ac- 
cording to Paul Herpolsheimer jr., 
western sales manager. 

The Marcus dealership is 
eated at 1156 Broadway. 


lo- 


USE THE WANT AD 
DEPARTMENT OF 


Automotive 
News 


TO BUY OR SELL 















AUTO TURNTABLES 


Amazingly low in price and easily 
set up by you—ANYWHERE. 


As simple as that—AMER-STAGE ae 
turntables now bring flight s! 
ship within ~ reach every car Goat 


er's budget. all, they can be 
— and Be. ened to any spot you 


a. "hs a rugged, all steel turntabie, 
scientifically balanced to take all cars. 
on plug in. For indoor or outdoor 
isplay. 


Write for illustrated ¢ 
AMERICAN STAGE 
EQUIPMENT, INC. 
805 East 134 St., Bronx 54, N. Y. 


FREE Portfolio 


GETTING PROSPECTS 
for New & Used Cars 


No matter how large or how small 
your organization, Salesmen spend 
most of their time looking for pros- 
pects. Help them to quickly get Good 
Prospects daily, and you will make 
more sales and better deals. 


Ai no obligation, write for your FREE 
Portfolio of Proven ideas, used by 
Many successful auto dealers who are 
making money in today’s market. 
Please give name and title. 


CONSOLIDATED ADV. SERVICE 
19827 FENKELL DETROIT 27, MICH. 


AUTO 
TURNTABLES 


oe 
Menstectered by 
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High ways & Safety... 


Ike Asks for Support 
Of S-D Day Effort 


By Gerhardt Neumann 
Staff Writer 

N APPEAL to the motoring 

public to cooperate in the ob- 
servance of Safe Driving Day on 
Dec. 15 has been 
issued by Presi- 
dent Eisenhower. 

S-D Day is 
sponsored by the 

President’s Action 
Committee on 
Traffic Safety in 
conjunction with 
the major na- 
tional safety groups. 

“The purpose of S-D Day,” the 
President said, “is to save lives 
and to prevent injuries. No en- 
deavor could be more worthy of 
our universal cooperation. None 
is more urgent.” 

Meanwhile, the Inter - Industry 
Highway Safety Committee, one of 
the co-sponsors, has sent out let- 
ters to all state auto dealer associa- 

tions and auto and tire manufac- 
turers, urging them to work out 
plans regarding their participation. 
+ * * 





Suggestions to Dealers 


M R. DARLINGTON jr., manag- 
* ing director of the commit- 
tee, suggested that the dealer as- 
sociations encourage their members 
to take a hand in local S-D Day 
activities. 

Dealers also could distribute lit- 
erature to customers and employes, 
such as bumper stickers, calendar 
cards, booklets and special license 
plate frames bearing the message 
“Drive Safely.” 

Finally, dealers could include 
safety messages in their news- 
paper and radio advertising. 

To the manufacturers, Darling- 
ton suggested that they help pro- 
mote S-D Day in their advertising, 
or by urging their dealers to work 
for the cause on the local or state 
level. 

The president listed three things 
citizens can do—all year around— 
to make S-D Day a success: 

1. Obey all traffic regulations. 

2. Follow common-sense rules of 
sportsmanship and courtesy. 

3. Always be mindful of the con- 
stant possibility of accidents caused 
by negligence. 


* = * 


Oil Industry's Vow 


ULL support of S-D Day also 

Was promised by the oil indus- 
try at the 34th annual meeting of 
the American Petroleum Institute. 

Joseph P. Walsh, chairman, de- 
scribed S-D Day as “one of the 
most important events ever plan- 
ned in the highway safety move- 
ment in the U. 8S. 

At the same conference, Gen. 
Lucius B. Clay, chairman of the 
President’s committee on the 
highway program, said that the 
group is considering the estab- 
lishment of an authority which 
would issue $26 billion in bonds 
to step up road building during 
the next 10 years. 

“A Balanced Program for High- 





For Traffic Violators— 


Capt. J. Parker, of the Waterloo (N. Y.) 
police department, accepts from Les 
Sheets, district manager for Universal 
C.1.T. Corp., a stack of copies of a book- 
let, “It Can't Happen to Usi," which :s 
distributed by the firm. The booklet will 
be given to traffic violators to brush up 
on their driving techniques. 


way Safety” was outlined by Walsh 
who emphasized that the “safe op- 
eration of a vehicle depends upon 
a driver.” Human error, he said, is 
the cause of 92 percent of all fatal 


auto accidents. 
* * + 


The Human Factor 


Lawes suggested that recogni- 
tion be given the expert driver 
instead of the .careless one, as 
when accidents “are so glaringly 
headlined and traffic violators be- 
come sympathetic figures in ratio 
to their amassing of tickets.” 
Stanley Learned, of Phillips Pe- 

troleum Co., recommended a 15- 
point program to promote safety 
in the operation of the oil firms’ 
vehicles, with penalties for of- 
fenders, improved supervision of 
drivers, periodic testing of driv- 
ers and training courses. 

Learned also suggested that all 
oil firms should campaign for pay- 
as-you-go roads, which he termed 
the only practical way to a quick 
solution of the road problem. 


Chrysler Official 


Urges Stepped-Up 


Law Enforcement 


Increased traffic law enforce- 
ment and adoption of a “vigorous 
program of jailing serious traffic 
offenders,” were 
urged by Nicho- 
las Kelley ir. sec- 
retary of Chrys- 
ler Corp., at the 
22nd annual 
meeting of the 
American Assn 
of Motor Vehicle 
Administrators in 
Los Angeles. 

He added that 
engineering and 
education also are 





Nicholas Kelley 


vitally important. 


Kelley pointed to the need of 
adequate roads and stressed that 
driver education “holds promise of 
creating a better class of drivers 
who are not encumbered with the 
haphazard driving habits derived 
from self-instruction.” 

* 


Back to School 


Adult Jaywalkers Face 
Stern Lesson 


The ordinance committee of the 
Common Council of New Britain, 
Conn., has approved enactment of 
a law providing that jaywalking 
adults be required to attend spe- 
cial safety education classes. If en- 
acted, it would be the first such 
law in the state. 

With police reporting that school 
children already know and obey 
the crossing regulations, the new 
classes would be held for adult 
pedestrian violators to teach them 
to cross safely with traffic controls 
at protected intersections. 

*~ * os 


Ark. Pike ‘Unfeasible’ 


A proposed toll road between Lit- 
tle Rock and West Memphis has 
been found unfeasible in an engi- 
neering report to the Arkansas 
State Highway Department. 





S. D. Dealers Sponsor 
Editorial Safety Contest 

For the second year, the South 
Dakota Automobile Dealers Assn. 
is co-sponsoring with the South 
Dakota Press Assn. an editorial 
contest on highway safety. Week- 
ly papers may submit one edi- 
torial each month for a monthly 
prize during November, Decem- 
ber and January. 

The association has asked its 
members to call the attention of 
their local papers to the contest 
and encourage editors to submit 
their material. 





a $100 U. 8S. Defense Bond will go 
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Troy Buick Offers Bond To Top Local Golfer 
A special “Troy Buick Award” of | Albert J. Morris is president of the 


cog 

to the champion of the Northeast-| Troy k sponsors the local 
weekly golf series, “Tee Off with 
the Ca 
WTRI- 


ern New York Professional Golfers 
Assn. this year through the cour- 


ital District Pros,” on 
tesy of Troy Buick, Troy, N. Y. Z 





you have greater protection 
from production delays when 
you receive component parts 


VIA AMERICAN 





Today—with suppliers of component parts only hours 
away by air, you have greater protection from pro- 
duction delays. Inventories can be cut to a fraction, 
freeing capital and providing savings on warehous- 
ing. This is a job airfreight can do for any manu- 
facturer, but one American can do best of all with 
more scheduled flights to more key areas than any 
other Airline! 


AMERICAN AIRLINES “ 


Aeneas Leading Airline 
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The Greatest Yea 














Separate Edition 
Editorial Offices: 


RALEIGH 
BIRMINGHAM 


MEMPHIS The Progressive Farmer circulation is 
keeping pace with the growth of the 
South; from 950,000 in 1945 to more than 


DALLAS 1,260,000 today! 
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jin History 
rogressive Farmer 


...1n Advertising Revenue 
...1n Circulation ...in Service to 
Southern Rural Families 


ADVERTISERS invested more money in The Progressive Farmer in 1954 than in any previous year. 


And, for the third consecutive year, The Pro- 
gressive Farmer leads all other farm magazines 
in lines and pages of advertising. 


It’s easy to see why advertisers have made The 
Progressive Farmer their No. 1 choice among 
farm magazines. Retail trade in the 16 Southern 
states was $42 BILLION for 1953, 25% of the 
nation’s total and 4% times as great as it was in 
1939. And the South is a predominantly rural 
market, 51.4% rural in population. 


Advertising needs a rural magazine to sell the 
rural South. Urban magazines have compara- 
tively few subscribers among Southern rural 
families... TV coverage is spotty and inadequate 
...City newspaper circulation is concentrated in 


urban counties. ike Uetatnieh elhibaien 


The Progressive Farmer dominates the rural 
South as no other magazine dominates a market 
of similar size. The Progressive Farmer is far 
out in front of all other farm magazines in edi- 
torial service, carrying 50% more editorial linage 
in 1954 than any other farm magazine. 

The Progressive Farmer offers advertisers 
powerful merchandising value. Ask to see the 
results of 54 surveys which show that The Pro- 
gressive Farmer is the 4 to 1 choice of Southern 
retailers as the one farm magazine with great- 
est advertising influence in the rural South. 

This year is the greatest year in history for 
The Progressive Farmer. Next year can be your 
greatest year in Southern sales. Place more of 
your advertising in The Progressive Farmer. 


THE SOUTH SUBSCRIBES TO 


The Progressive Farmer 
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But Situation Is in Hand, Dealers Say... 


Bootleggers Try for Comeback 


Eprror’s Norte: Following are 
accounts of the bootleg situation 
in representative cities across the 
country, as reported by AuTomo- 
t1ve News correspondents: 


Detroit 
NY Detroit dealer who sells a 
new car to a bootlegger knows 
he’s selling to a bootleg operator 
in almost every case,” says a Buick 
dealership sales manager who re- 
quests anonymity. 

This official continues, “Because 
Detroit dealers sell so many cars 
to visiting relatives and friends of 
Detroiters, as well as traveling 
salesmen and actors, many boot- 
leggers attempt to disguise them- 
selves as one of these. 

“Anyone can get burned by 
one of these birds and I’ve had 

‘a car out of control’ a couple of 
times myself, but bootleg sales 
can be screened out by watching 
these three things: 

“1, Check all cold-cash deals 
carefully. Of course, full-price 
checks always need watching. 

“2. Learn why a particular buyer 
comes to your dealership. Most 
legitimate out-of-town buyers will 
be brought in by a friend, relative 
or neighbor. 

“8. Examine the profit in all 


Car Ownership 
Of Grocers Tops 
National Average 


NEW YORK. — The average op- 
erator of a super market or the 
smaller superette in the U. S. owns 
1.65 cars, according to a survey by 

essive Grocer, a magazine for 
super markets. The national aver- 
age is .95 cars per household. 

Among super market operators, 
the study indicated that Chevrolets 
and Buicks were the most popular 
cars. Among superette operators, 
Fords and Chevrolets were found 
most often. Eighty-six percent of 
the cars were 1950s or later models. 

The study showed the following 
ownership of cars among super 
market operators: Chevrolets, 19 
percent; Buick, 19 percent; Ford, 
11.3 percent; Plymouth, 8.7 per- 
cent; Cadillac, 8.2 percent; Olds- 
mobile, 5.6 percent; Chrysler, 4.1 
percent; DeSoto, 4.1 percent; Pack- 
ard, 3.6 percent; Pontiac, 3.1 per- 
cent; Mercury, 2.6 percent; Lincoln, 
26 percent; Dodge, 2.1 percent; 
Studebaker, 2.1 percent, and Hud- 
son, 1.5 percent. 

The following car ownership was 
found among superette operators: 
Ford, 14.6 percent; Chevrolet, 14.1 
percent; Plymouth, 11.6 percent; 
Buick, 10.7 percent; Dodge, 8 per- 
cent; Oldsmobile, 7.5 percent; De- 
Soto, 5.5 percent; Pontiac, 5 per- 
cent; Chrysler, 4.5 percent; Pack- 
ard, 3 percent; Hudson, 2.5 percent; 
Studebaker, 2.5 percent; Cadillac, 
2 percent; Mercury, 1.5 percent, 


and Nash, 1.5 percent. 


deals. A bootlegger almost has to 


buy a car at below-market prices. 


As a rule, if a dealer keeps away 


from the $25 or $50-over-invoice 
deals, he’ll have no trouble.” 

This sales manager asserts that 
his firm shies away from bootleg- 
gers for these reasons: 

(a.) Because the factory frowns 
on the practice. He said this was 
particularly true with Buick. 

(b.) Because of the small 
profit. However, he declares, if 
a dealer is badly overstocked 
with cars, a low-profit or a no- 
profit deal sometimes looks very 
good. 

(c.) Because if the company gets 
to a point where it is making $25 
deals, it would prefer to make 
them in the neighborhood—and at 
least have a chance at the service 
and used-car business. 

(d.) Because it’s fundamentally 
bad business when a retailer begins 
wholesaling his merchandise. 

* * * 


Springfield, Mo. 
Ya eeLy every make of new 
models is on display on used- 
car lots here and dealers report 
that used-car dealers will take or- 
ders for new ’55s in models and 
styles not on the lots for early de- 
livery at substantial discounts. 

The present situation is more 
serious than it ever has been be- 
fore, according to the dealers. 

One has kept a record of new 
cars offered by nonfranchised deal- 
ers. While some show they have 
been obtained by the used-car deal- 
er through the fleet technique, 
most have been sold by regular 
dealers in other states or towns 
and transported here. 

Some franchised dealers here re- 
portedly are contributing to the 
bootleg situation with a gimmick 
that works like this: They take all 
the cars they can get, fill their lo- 
cal demand and ship the surplus 
directly to used-car dealers else- 
where at dealer cost plus a small 
profit. 

One Springfield dealer, a director 
of an outlying bank, said the bank 
recently handled a financial trans- 
action in which the town’s fran- 
chised dealer was billed—and paid 
—for a car which was delivered 
directly from the factory to a used- 
car dealer in Kansas City. 

Bulk of the bootleg business here 


Tide Water Oil Opens 
Terminal Near Scranton 


NEW YORK. — Tide Water As- 
sociated Oil Co. has begun opera- 
tion of its new distributing ter- 
minal located on the Buckeye Prod- 
ucts Pipe Line at Dupont, Pa., near 
Scranton. 

Storage facilities total 121,000 
barrels at the Dupont terminal, 
which is also equipped with truck- 
loading facilities for serving a wide 
area. 





Indian Dealer Visits Studebaker— 
M. R. Rungta (second from left), treasurer of Hindustan Motors of Calcutta, India, 


observes operations in Studebaker'’s South Bend plant. His firm assembles and dis- | 9 


tributes Studebaker cars and trucks in India. Shown (from left) are B. B. Harvey, 
supervisor of export shipping; C. R. Weaver, assistant to R. A. Hutchinson, export 
vice-president, and N. C. Schwanz, of the export division. 















is with Ford, Chevrolet and Buick 
units.—(L. H. Houck.) 


Atlanta 
OOTLEGGING of new cars con- 
tinues in Atlanta, but is not too 
prevalent at this time. 

A number of ’55s have shown up 
on used-car lots here, with dealers 
and zone personnel not having 
much success in tracing their 
origin. 

Ford and Plymouth dealers say 
a few used-car dealers have tried 
to buy new cars at the full re- 
tail price, just for the prestige 
value of having a ’55 on their lot. 
Most new cars on used-car lots, 
however, have come through auc- 
tions. 

No new techniques have been de- 
veloped for procuring new cars, so 
far as is known. Dealers say fleet 
cars are sold on purchase order 
only. Fleet buyers are personally 
known to the dealers and each or- 
der igs checked back with the pur- 
chaser before delivery. — (E. C. 
Bash.) 

* + + 


Birmingham, Ala. 


New <a dealers say they have 
not discovered any new devices 
to procure new cars for the boot- 
leg market. 

However, some new cars are 
showing up in the auctions, but 
their origin is a mystery.—(Stuart 
Riddle.) 


+ * . 
Chicago 
pees in Chicago say that 
plenty of phony orders by so- 


called leasing firms are being 
offered. 


In one instance, it was said, a 
leasing operator ordered 12 new 
cars from each of 12 dealers and 
took title to all the cars. 


However, he took only two cars 
from each dealer for his own use 
and the other 10 went into the 
bootleg dealer. Legitimate fran- 
chised dealers say this type of 
transaction is unworkable unless 
there is connivance between the 
phony buyer and the dealer. 


There have been no known in- 
stances of forged orders. Dealers 
who handle fleet orders are famil- 
iar with buyers on their own ac- 
counts and know pretty well what 


The following vertised - delivered 
prices the retail list price sug- 
gested by the ’ for 
Federal taxes, and suggested delivery 
and handling ¢ They do not cover 
transportation state and iocal 
taxes, optional pment or any other 
charges that may be passed on to the 


BUICK—Special — 4-dr. sed., $2,291.32; 








GM Panel Stylings— 


A variety of sizes and shapes in in 
strument panel stylings are featured by 
the new General Motors models. All GM 
instrument panels are made by AC Spark 
Plug Division. On the table (from left) 
are panels for the new Pontiac, Buick 
Century, Cadillac, Buick Super and Road- 
master, Buick Special and Oldsmobile. 


accounts are handled by other 


dealers. (George Barclay.) 
* + + 


Baltimore 

OOTLEGGING in Baltimore re- 

portedly is picking up with in- 
troduction of the new models. 

The Automobile Trade Assn. of 
Maryland says its members are 
checking bootleg cars to trace 
their source. The association is 
discouraging its members from 


ss 
ut 





— 


supplying cars to the illicit mar- 
ket. 


One dealer said attempts are fre. 
quently made to buy cars in groups 
of 50 or more at substantial dig. 
counts. Most dealers, he said, turn 


down offers that aren’t legitimate, 


—-(Kate Savage.) 


* * * 


Buffalo 

HE new-car market in Buffalo 

is relatively free of bootleg ac- 
tivity, although big dealers 
they are constantly plagued by 
phony fleet bids from large opera- 
tors in New York City and New 
Jersey. 


These handlers present them- 
selves as taxi operators or try te 
employ phony fleet orders. 

“Dealers are wised up to the 
fleet gimmick,” one Buffalo dealer. 
ship official said. “It has been over. 
worked and most dealers are gus- 
picious of this type of order.” 

Dealers say that the New York 
City area appears to be the sore 
point in bootlegging operation in 
the East. 

Buffalo dealerships which do a 
fleet business are tightening up all 
along the line on validating fleet 
orders. Contracts are thoroughly 
investigated before they are ac- 
cepted to make sure that cars are 

(Continued on Page 42, Col. 1) 





Service Finance Plan Used 
By 25,000, C-A-S Says 


MONTICELLO, Ill.— The Certi- 
fied Automotive Service plan, 
whereby motorists pay for car re- 
pairs and parts on the installment 
plan, has been extended to 25,000 
dealers in 250 cities, according to 
Robert F. Grubb, C-A-S general 


manager. 

Addressing the firm’s board of 
directors here, Grubb added that 
2,500 jobbers are employing the 


He said a drive currently is un- 
derway in Columbus, Minneapolis, 
Springfield, Ill., and St. Louis. 

Marcus A. Brown of Aetna Fi- 
nance Co. said the C-A-S plan was 
the best business-builder ever made 
available to small loan companies 
doing a merchant referral type of 
business. 

declared that eotns has 


en tc te Ce es ee 
that his firm is assisting in the 
organization of C-A-S groups in 
cities where Aetna has offices. 


4-dr. sed., $2,310; ouepe cpe., $2, 
Custom Royal V-8—4-dr sed., $2,472.50 
hardtop cpe., $2,542. 50; conv., §$2,7 
(PowerFlite optional at $178.30.) 
FORD—(Prices are for 6-cyl. models; 


for V-8, add $99.98) 
sed., $1,753.24; oar, sed., $1,707. 02: us, 
sed., $1,605. 97. Customiine—4-dr. 
$1,844.66; 2-dr. sed., $1,800. Fairlane 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 


2-dr. sed., $2,232.88; hardtop cpe., §$2,-| Victoria hardtop, $2,094, 74; Crown Victoria 
332.43; conv., $2,590.17; 4-dr. stat. wag.,|cl. cpe., $2, 04; Crown Victoria glass- 
$2,974. Century — 4-dr. sed., $2,548.17;|top, $2,271.53; conv., $2,204.09. Station 
hardtop cpe., ey conv., $2,991; 4-| Wagons—2-dr. 2-seat Ranch Wagon, §$2,- 
dr. stat. wag., $3,17: Super-—4-dr. sed., 043.07; 2-dr. 2-seat Custom Ranch Wagon, 
aes: hardtop a: $2,830.56; conv., | $2,108.64; 4-dr, 2-seat Country Sedan, $2,- 
$3,224 ter — 4-dr. sed., $3,- | 156.14; 4-dr. 3-seat Country Sedan, §2,- 
349.36; hardtop cpe., $3,453.05; conv., $3,- | 287.32; 4-dr. 3-seat Country Squire, $2,- 
561.56. (D w standard on Road-| 391.59. Thunderbird Hardtop, $2,944; 
master, optional at $192.50 on other |conv., $3,019.30; combination hardtop-conv., 
models. ) $3, 234.30. ¢ Fordomatic optional at $178.20 

CADILLAC—Series 62—4-dr. sed., $3,- 4 eee models, $215 on Thunder 


976.70; cl. cpe., $3,881. ae hardtop. cpe., 
$4,305.01; conv., $4,448. Series 60 Spe- 
$4, 128.3 33. Series 75—8- 


-dr. sed., 
Pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra- 
standard on all models.) 
CHEVROLET — (Prices are for 6-cyL 
ae: for V-8, add $99)—One-Fifty—4- 


dr. 
sea. $1 


cl. cpe., 


$1,728; 2-dr. sed., $1,685; y ~~ 
$1,503; 2 2-dr., stat. wag., $2,030. Two- 
, $1,819; 2-dr. sed., $1,775; 
, $35; 2-dr. stat. wag., $2,079; 4- 
$1. 932; ang ar. aa $1,888 — 
. = : Scat cpe., 
$2,067; conv., $2200. 4 4-dr. stat. wag., $2,- 
Corvette—con V., $2,799 aie a extras. 
‘Feuummas optional "at $178.35.) 
CHRYSLER—Windsor Deluxe—4-dr. sed.. 
serene Nassau hardtop cpe., $2,703.25; 
$2,818.25; conv., 


(PowerFlite standard 

orker Deluxe, optional at $189 on Wind- 
sor Deluxe.) 

DeSOTO—Fire Dome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75. Fireflite—4-dr. sed., $2,726.75; 

jportsman hardtop cpe., $2,938.75; conv., 
$3,150.75. (PowerFlite optional at $189.) 
DODGE—Coronet 6—4-dr. sed., ss 
2-dr. sed., $2,013. Coronet V-8—4-dr. sed., 
$2,196; hardtop cpe., $2,281; Royal. ‘v-3— 


IMPERIAL — Custom 
, | 483.25; hardtop cpe., 
Flite standard.) 


HENRY J — Corsair 2s sed., 
$1,404. Corsair Deluxe Six — 2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr. sed., $1,358; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-ar. sed., $1,954; 2-dr. sed., Ss: 
932.75. Jet-Liner — 4-dr. 


(Hydra-Matic optional 
models in Jet category. Borg-Warner 
matic transmission optional at $178.03 on 
all other models.) 


— 4-dr. sed., $4,- 
$4,719.75. (Power- 

KAISER — Special — 4-dr. sed., $2,389; 
2-dr. sed., $2,334. -dr. sed., 
$2,670; 2-dr. sed., $2,617. 


METROPOLITAN — Hardtop, 
conv., $1,469 (both prices at coastal 


of entry.) 
Super — 


ASH—Statesman 4- dr. 
$2,163; 2-dr. sed., $2,115. 


Prices on New Cars 


At the meeting, plans were dis- 
cussed for advertising in national 
magazines in 1955. Also, local news- 
paper, radio, television, and bill 
board advertising materials were 
displayed. 

It was announced that C-A-§ 
Inc., will maintain booths at the 
Auto Service Industries show, the 
Motor & Equipment Wholesalers 
Assn. convention and the National 
Standard Parts Assn. convention. 

The directors adopted an offi- 
cial monthly report to be filled 
out by each finance company 
worlting with C-A-S and sent to 
the national C-A-S 

in Champaign, DL 

The reports will provide informa- 
tion on loan applications, loans 
processed or rejected and other 
data, permitting local groups to 
compare their practices and results 
with other groups. 

George W. Young, president, an- 
nounced that the C-A-S trademark 
is now registered with the U. & 
Patent Office and that it soon will 
be registered in Canada. 





tom — 4-dr. sed., 
Ambassador 


which is equipped with overdrive.) 
OLDSMO) 88 — 4-dr. sed, 


$2, 714. '39; conv., ” $2,893. 59. 
dr. sed., '$2, 832.82; hardtop cpe., $3,068.75; 
seen ie’ —" (Hydra-Matic optional 
$1 


at 

544, Deluxe—4 $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
Clipper Super — 4-dr. sed., $2,815; 2-dr. 
sed., $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. sed., $3,344; 
Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3,935; Caribbean conv., 
$6,100; 8-pass. sed., $5,610; lim., $5,960. 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $190 
on other models.) 

PLYMOUTH—Piaza 6—4-dr. sed., f. 
780.50; 2-dr. sed., $1,737.50; bus. cpe., 
638.50. Plaza V-8—4-dr. sed., $1,884; 2-dr. 
sed., $1,841. Savoy 6—4-dr. sed., $1,879.50; 
2-dr. sed., $1,836.50. Savoy V-8—4-dr. sed., 
$1,983; 2-dr. sed., $1,940. Belvesess, 6 - 
4-dr. sed., $1,978.50; 2-dr. sed., [= 
oo § epe., age Belvedere 
cpe., $2, S10. or conv., $2,351. 
opt ional at $173. 30.) 


90 ere 
PONTIAC — Chieftain 360 — 4-dr. sed 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. 

wag., $2,434; 4-dr. a wag., $2,518 
Chieftain 870—4-dr. sed., $2,267.51; 2-dt 
sed., $2,209.32; Catalina, 334.99; 4d. 
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DYER AUTO AUCTION 
300 Car Sale Every Friday 


On Route U. S. 30 at Ind. & Ill. State Line 


Phones—Dyer, Ind. 2361 and 4051 


Checks and Titles Guaranteed by Dyer Auto Auction and Insured. 
Dyer Auto Auction Price List and Ten State Report $12.50 per year. 


Where Dealers have bought and sold 
with confidence for eight years. 


GEORGE LAWSON BUD FENNEMA 
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41 


ROBERT McCARTHY and his partner, 
PHIL CONTANT, own and operate PRIOR 
MOTOR SALES, Chicago, Ill. They mer-_ 
chandise 300 cars per month from three 


lots. 


"We have been using DYER AUTO AUC- 
TION PRICE GUIDE in our business from 
the time we started. It takes all the guess 
work out of trading." 


Says Bob. 





FOR YOUR PROTECTION 
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Situation in Hand, Dealers Sa 





Bootleggers Trying 
For Comeback in °55 


(Continued from Page 40) 


going into legitimate channels.— 
(George E. Toles.) 
* * 


New York City 

ACTORIES have not been able 

to rid their fleet lists of phony 
leasing companies, although the 
use of forged orders on the blanks 
of legitimate accounts has not been 
widely noted. 

Dealers have found, however, 
that as soon as one phony fleet 
is struck from the factory list, 
another one arises in another 


High 55 Demand 
Seen Curtailing 
Bootleg Supply 


(Continued from Page 1) 
that they can’t be duped into 
supplying bootleg cars. In cases 
where dealers are supplying cars, 
they say, the dealer knows what 
he is doing and is operating in 
collusion with the bootleg buyer. 
Association officials say the smart 
dealer realizes that if he bootlegs 
he is only hurting himself. 
* . 


* 


EALERS in recent weeks, con- 
fronted by new cars on used- 
car lots, have redoubled efforts to 
track down the source of such cars 
and to press the factories involved 
to deal with the offenders. 
The fleet system of obtaining 
cars for the illicit market has 
been overworked, dealers say, and 
is being held in check. Dealers 
are tightening up all along the 
line in validating such orders. 
Careful dealers refuse to accept 
fleet orders unless they personally 
know the buyer and know that the 
cars will be put to legitimate fleet 
use. Each order also is being 
checked with the intended user 
before delivery when the purchas- 
ing is handled by an agent. 


section to raise doubts as to ac- 
credibility. 

One dealer said he had been re- 
cently approached by a buyer he 
suspected of having forged a fleet 
order. He refused to deal, he said, 
because he conducts fleet business 
only with buyers he knows person- 
ally.—(Ed Brown.) 

* * * 
Minneapolis 
Gea, bootlegging is not 
a serious problem in Minne- 
apolis. 

Fleet accounts are being checked 
carefully to see that they do not 
buy in excess of “normal” require- 
ments, and fleets who sell to used- 
car jockeys are removed from the 
list. 

A favorite dodge to obtain cars 
for the bootleg market is to send 
shoppers to small towns with a 
clunker to trade in. 

The shoppers buy as cheaply as 
possible, and pay particular atten- 
tion to dealers who are eager to 
dispose of new cars.— (Donald M. 
Lyons.) 


General 


_ GENERAL reports from other 
areas indicate that 1955 models 
will be in short supply for several 
months. 

Many observers speculate that 
only a trickle of new models will 
reach the bootleg market, except 
under unusual circumstances, since 
new-car dealers are getting near 
list price for the 1955 models. 

This leaves little inducement 
for bootlegging, and little mar- 
gin on which the used-car deal- 
ers can operate. 

In addition, the reduction in 
freight charges for distant areas— 
the West Coast and Southwest, in 
particular—is expected not only to 
help the retail market in those 
areas but also to curtail one of the 
factors that has encouraged boot- 
legging. 


* * = 





Cleveland Dealers Stage Airlift for Press— 


Giving press and radio representatives of the Cleveland area an opportunity to 
inspect and test 1955 models on a little-used runway, the city's Oldsmobile dealers 
transported them by air to Hopkins Airport. A helicopter is shown landing with 
Harry Linge, automotive editor of the Cleveland Plain Dealer. 


DEARBORN. — Ford Motor Co.’s 
engineering staff has issued a list 
of suggestions to help motorists in 
the winter. 

For instance, a bag of sand in the 
car trunk for sprinkling under the 
rear wheels for traction may mean 
the difference between a freezing 
night in a roadside ditch and one’s 
own cozy fireside. 

A couple of cardboards will 
come in handy for motorists who 
park their cars in the open. The 
cardboards, if tucked under the 
windshield wipers, will insure 
clear glass against freezing rain 
or snow when motorists are ready 
to drive. 

An old windshield wiper blade 
kept in the glove compartment also 
is useful when moisture causes fog- 
ging on the inside of the car. The 
blade will keep the glass clear long- 
er than if the driver uses the palm 
of his hand. 

One precautionary word is offered 
about batteries on sub - freezing 
days. Ford engineers warn against 
adding water unless the driver 


Winter Driving Tips 
Ford Engineers Advise Drivers to Carry 
Sand, Cardboard, Wiper-Blade 


plans to go farther than just a few 
blocks afterwards. Until the water 
mixes thoroughly with the battery 
acid, it may freeze and damage the 
battery. 

A good trick to use to thaw a 
frozen door lock is to hold a 
lighted match or the flame of a 
cigaret lighter to the car key and 
then insert the heated key into 
the lock. 

Ford engineers say that if a mo- 
torist is caught in a sudden cold 
snap without sufficient antifreeze, 
he can save his radiator—and all 
the troubles that go with frozen 
coolant—by slipping a large card- 
board or a flattened paper shopping 
bag ¢n front of the radiator until 
he reaches his auto dealer for 
service. 

If the sharp drop in the ther- 
mometer is due overnight, Ford en- 
gineers say, the car owner can 
guard against a frozen radiator by 
hanging a lighted electric bulb un- 
der the hood of the car in his ga- 
rage and draping a blanket over 
the radiator. 





Monthly Scorecard on New-Car Sales 


JANUARY 
1954 Pos. Make 1953 Pos. 
1—82,233 Chev. 69,933— 2 
2—81,413 Ford 16,617— 1 
3—33,362 Plym. 47,002— 3 
4—24,655 Pontiac 26,845— 4 
5—23,360 Mercury 19,831— 7 
6—23,679 Buick 26,102— 5 
7—13,777 Olds. 18,798— 8 
8—11,583 Dodge 21,604— 6 
9— 9,033 Chrysler 11,702—11 
10— 7,384 Stude. 11,704—10 
1l— 6,964 DeSoto 9,356—12 
12— 5,784 Nash 12,7638— 9 
13— Packard 6,450—14 
14— 3,219 Cadillac 8,118—13 
15— 2,941 Hudson 5,316—15 
16— 2,669 Lincoln 2,929—17 
1li— 1404 Willys 4,416—16 
18— 479 Kaiser 2,621—18 
19— 160 Henry J 1,302—19 
1595 Misc. 2,812 
Total All Makes 
340,788 886,221 
MAY 
1954 Pos, Make 1953 Pos 
1—132,966 Chev. 129,764— 1 
2—127,523 Ford 90,112— 2 
3— 51,534 Buick 43,549— 4 
4— 42,626 Olds. 31,690— 6 
5— 38,184 Plym. 54,207— $3 
6— 32,872 Pontiac 38,314— 5 
j— 24,794 Mercury 21,317— 8 
8— Dodge 30,249— 7 
9— 10,735 Cadillac 9,726—13 
10— 9,288 Chrysler 14,771—11 
ll— 17,929 Nash 15,076—10 
12— 17,582 Stude. 19,318— 9 
13— 6490 DeSoto 11,620—12 
14— 3,460 Lincoln 4,596—16 
15— 3,065 Packard 7,725—14 
16— 2,729 Hudson 7,541—15 
17— 1814 Willys 4,521—17 
18— 988 Kaiser 2,559—18 
19— 87 Henry J 1,000—19 
2,406 Misc. 2,920 
Total All Makes 
520,958 540,575 


FEBRUAR 

1954 Pos, Make 1953 Pos. 
1— 91,789 Ford 69,922— 2 
2— 89,390 Chevrolet 89,881— 1 
8— 33,292 Buick 34,680— 4 
4— 29,318 Plym. 41,235— 3 
5— 25,292 Pontiac  26,108— 5 
6— 23,062 Mercury 17,745— 8 
I— 20,308 Olds. 23,722— 6 
8— 10,976 Dodge 7 
9— 8,471 Chrysler 11,076—10 
10— 7,045 Stude, 71,514—13 
li— 6409 Cadillac 8,583—11 
12— 6,046 DeSoto 8,344—12 
18— 6,502 Nash 12,588— 9 
14— 3,718 Packard 6,654—14 
15— 2,750 Lincoln 2,507—17 
16— 2,221 Hudson 4,700—15 
17— 1325 Willys 4,483—16 
18— 469 Kaiser 2,211—18 
19— 119 Henry J 1,144—19 

1,590 Misc. 2,878 

Total All Makes 
869,592 396,558 
JUNE 

1954 Pos. Make 1953 Pos. 
1—168,804 Ford 72,500— 2 
2—152,028 Chevrolet 137,390— 1 
8— 52,753 Buick 47,526— 4 
4— 44,234 Olds. 35,092— 6 
5— 42,776 Plymouth 58,405— 3 
33,888 Pontiac  42,360— 5 
7— 271,972 Mercury 17,768— 8 
8— 14,114 Dodge 31,651— 7 
9— 11,650 Cadillac 10,324—13 
10— 8,805 Nash 14,081—11 
1l— 8,728 Chrysler 15,307—10 
12— 8,170 Stude. 17,079— 9 
18— 6,701 DeSoto 11,717—12 
14— 3,812 Lincoln 5,010—16 
15— 3,718 Hudson 7,348—15 
16— 3,105 Packard 71,710—14 
17— 1,914 Willys 3,942—17 
18— 9891 Kaiser 2,657—18 
19— 97 Henry J 1,142—19 

2,603 Misc. 3,234 

Total All Makes 

596,753 542,193 


MARCH 
1954 Pos. Make 1953 Pos. 
1—115,607 Ford 81,076— 2 
2—115,070 Chev. 116,786— 1 
8— 47,972 Buick 41,422— 4 
4— 35,087 Olds. 28,751— 6 
5— 384,362 Plym. 47,768— 8 
6— 32,126 Pontiac  33,210— 5 
7— 27,165 Mercury 21,557— 8 
8— 13,673 Dodge 25,717— 7 
9— 10,545 Cadillac 9,940—13 
10— 10,179 Chrysler 13,600—10 
ll— 8,319 Stude. 11,822—11 
12— 7,440 Nash 16,005— 9 
18— 17,089 DeSoto 10,062—12 
14— 4954 Packard 7,948—14 
15— 38,525 Lincoln 2,510—13 
16— 2,708 Hudson 6,160—15 
1lj— Willys 5,075—16 
18— 814 Kaiser 2,659—17 
19— 135 Henry J 1,280—19 
1,998 Misc. 3,025 
Total All Makes 
480,731 486,368 
JULY 
1954 Pos. Make 1953 Pos 
1—119,544 Chev. 128,040— 1 
2—109,893 Ford 99,1738— 2 
38— 47,051 Buick 43,194— 4 
4— 40,426 Olds. 32,923— 6 
5— 37,791 
6— 27,221 Pontiac  39,352— 5 
I— 24,910 Merc. 22,270— 8 
8— 12,447 Dodge 7 
9— 10,233 Cadillac 9,752—13 
10— 8,463 Stude. 10 
ll— 1,738 14,321— 9 
12— %,599 Nash 12,178—11 
13— 5,958 DeSoto 11,185—12 
14— 4,276 Hudson 6,236—15 
15— 3,031 Lincoln 4,435—16 
16— 2,691 Packard 6,470—14 
17— 1,679 Willys 3,140—17 
18— 159 Kaiser 2,067—18 
19— 71 Henry J 1,173—19 
2,535 Misc. 2,699 
Total All Makes 
474,316 533,783 


APRIL 

1954 Pos. Make 1953 Pos. 
1—126,255 Chev. 126,378— 1 
2—121,475 Ford 85,273— 2 
3— 50,359 Buick 43,465— 4 
4— 38,643 Olds. 30,278— 7 
5— 37,926 Plym. 53,920— 3 
6— 32,560 Pontiac  36,549— 5 
I Mercury 21,250— 8 
8— 14,148 Dodge 30,524— 6 
9— 11,169 Cadillac 9,770—13 
10— 9,794 Chrysler 15,099—I11 
1l— 8,968 Stude. 16,614— 9 
12— 8,282 Nash 16,077—10 
13— 17,398 DeSoto 11,496—12 
14— 3,741 Packard 8,057—14 
15— 3,589 Lincoln 4,011—17 
16— 2,779 Hudson 7A91—15 
17— 1,670 Willys 4,918—16 
18— 1,153 Kaiser 2,731—18 
19— 123 Henry Jd  1,201—19 

2,467 Misc. 3,176 

Total Ail Makes 
508,102 528,278 
AUGUST 

1954 Pos. Make 1953 Pos. 
1—110,613 Chev. 117,175— 1 
2—109,408 Ford 106,859— 2 
3— 45,549 Buick 39,070— 4 
4— 37,665 Olds. 28,475— 6 
5— 27,296 Pontiac  35,039— 5 
6— 27,172 Plym. 49,218— 3 
I— 21,062 Merc. 26,515— 7 
8— 11,262 Dodge 21,988— 8 
9— 9,755 Cadillac 8,429—13 
10— 17,901 Stude. 14,317— 9 
1ll— 6,817 Nash 10,082—12 
12— 6,435 12,629—10 
13— 5,448 DeSoto 10,162—11 
14— 2,998 Hudson 5,017—15 
15— 2,980 Packard 5,110—14 
16— 2,747 Lincoln 3,986—16 
17— 1,157 Willys 2,960—17 
18— 877 Kaiser 1,630—18 
19— 147 Henry J 955—19 

2,423 Misc. 2,304 

Total All Makes 
440,312 502,430 





Dealer Offers Gls 


Break on Credit 


Special Plan Set Up 
By Mass. Retailer 


CAMBRIDGE, Mass. — 
class financing for our first-class 
citizens” is the slogan of Seymour 
Chevrolet, Inc., Central Sq 
which is implementing this ide 
with another “first” in auto finan. 
cing. 

Lawrence C. McNeil, vice-pregj. 
dent and general manager of 
Seymour, New England’s largeg 
Chevrolet dealership, reports great 
success in the firm’s special ap. 
rangements whereby all enlisted 
servicemen and women of the firgt 
three grades and officers, whether 
stationed anywhere in the U. § 
or in Europe, as well as civilian 
employes of the Army, Navy and 
Air Force, may purchase new or 
used cars through a special time 
payment plan at bank rates, es 
pecially tailored to their needs. 


Dismayed at the prevalent con- 
ditions of subjecting these per- 
sonnel to “wildcat financing 
schemes,” McNeil felt that our 
servicemen and women should no 
longer be denied the normal 
financial privileges available to 
private citizens.” 

Realizing these conditions, Sey- 
mour has launched what McNeil 
considers “one of the most forward 
steps in automobile financing of- 
fered in recent years.” 

All a serviceman or woman need 
do to purchase a new car is to 
present a one-third down payment 
with 36 months maturity, a 30 per- 
cent down payment with 30 months 
maturity or a 25 percent payment 
with 24 months maturity. Used 
cars may be similarly financed with 
a 24-month maturity limit. 

An added and especially attrac- 
tive feature of this bank plan is 
that these persons also may pur- 
chase cars for overseas use—in 
these cases a one-third down pay- 
ment is required with a 24-month 
maturity limit. Full insurance cov- 
erage is available in all these plans. 

A statement issued by Seymour 
says: “Fully believing that our 
servicemen and women are en- 
titled to such co-operation from 
automobile dealers, Seymour 
Chevrolet Sales, Inc., whose long- 
range merchandising plan calls 
for the sale of 3,600 new cars and 
4,500 used cars this year, is happy 
to cooperate in this manner with 
our military personnel, enabling 
them to purchase new or used 
automobiles on the same basis a8 
civilians, at bank rates.” 

The plan, advertised in general 
terms in Boston and Cambridge 
newspapers, has brought thousands 
of inquiries from throughout New 
England from servicemen and 
women and is winning wide accept- 
ance. 

McNeil sees it as a great boost 
to morale of servicemen and women 
and believes that it will be adopted 
throughout the nation by other 
dealers who are sick and tired of 
having our first-class citizens given 
“the run-around” by too many Te- 
strictions which other citizens do 
not face. 


SEPTEMBER 
1954 Pos. Make 1953 Pos. 
1—107,849 Ford 106,424— 2 
2—105,816 Chev. 112,356— 1 
3— 41,657 Buick 35,062— 4 
4— 34,130 Olds. 18,282— 8 
5— 24,544 Pontiac 25,629— 6 
6— 19,136 Plymouth 46,074— 3 
7— 17,898 Merc. 28,617— 5 
8— 10,468 Dodge 19,174— 7 
9— 9,287 Cadillac  3,036—15 
10— 6,795 Nash 1,371—12 
ll— 6,285 Stude. 1 9 
12— 5,753 Chrysler 10,926—10 
13— 5,100 DeSoto 9,538—11 
14— 3,173 Packard 4,458—18 
15— 3,070 Lincoln 2,862—16 
16— 2,585 Hudson $,630—14 
17— 1,193 Willys 2,493—17 
18— 714 Kaiser 1,181—18 
19— 105 HenryJ 529—19 

2,341 2,164 

Total All Makes 
407,844 453,806 
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Dealer Minimizes Bootlegging, Price Wars... 


‘Set Goal and Policy—Then Sell’ 


By L. H. Houck / 
Staff Correspondent 

SPRINGFIELD, Mo. — Bootleg- 
ging, price Wars and giveaway 
programs have overshadowed some 
of the other real problems of the 
conscientious middle- price dealer, 
according to M. Jess, owner of M. 
Jess Auto Shops (Studebaker), a 
firm which traces its beginnings 
79 years back. 

“So much smoke and some fire 
tends to make the dealer lose sight 
of true and tried objectives which 
prevail through all time,” said Jess. 

“No dealer can compete with 
the same methods and on the 
same terms with dealers and fac- 
tories who are bent on pushing 
out more cars than the com- 
munity can absorb in a normal 

manner. 

“When such dealers sell more 
cars than is represented by their 
normal volume plus _ reasonable 

, then they must get their 
customers from other dealers by 
overallowance, little or no down- 
payments and built-in rapid-fire 
repossessions,” Jess declared. 

“There always has been a true 
saying in the automobile business 
that the bad deals make the 

ions, and price wars mag- 

nify and enlarge the circle of bad 
deals and dissatisfied customers.” 
But as long as dealers occupy 
their time and energy talking 
about price wars and bootleg- 
ging, they are not devoting 
enough time to our other prob- 
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lems, which are many and varied, | said. “In his urge to create volume 


he said. 

Jess outlined some of the prob- 
lems facing the dealer which he 
feels should have the attention of 
all other dealers, national and state 
associations and other experts in 
the automobile field. 

One of them he considers im- 
portant is to know how big a 
dealer wants to be and what his 
maximum expectations are, based 
on an intelligent study of his own 
city and market. 

“Too many dealers,” Jess said, 
“want to do a Kansas City volume 
in Hickory Corners and make a 
profit. besides.” 

If more study were given to 
reasonable potentials, Jess said, 
there would be fewer dealers 
loaded down with chrome and 
glass palaces too large and too 
expensive for their volume. Such 
dealers, Jess said, are like some 
people who live beyond their 
means and try to keep up with 
the Jones family. 

Having set a goal for volume and 
size based on the sales potential 
and the local economic possibilities, 
other problems loom that are in 
need of study. 

Most important, according to 
Jess, is a business policy that re- 
flects what the management is 
trying to do. It will make sales for 
a dealer when overallowances and 
fantastic discounts fail. Such a 
policy must be based on truthful- 
ness under all conditions. This pol- 
icy should promote fairness to all 
concerned in every deal whether 
it is the top-priced car or the sale 
of a battery. 

A dealer should have the cour- 
age and the desire to avoid deals 
which do not promote goodwill 
and better friendships, and every 
deal should be carefully exam- 
ined while at the conference table 
or the closing desk to see if it 
will benefit all concerned, he 


said. 

Established on this basis with 
such a policy only leads to other 
problems which need the attention 
of the industry and which have not 
been solved. 

Most of these problems involve 
the selection and training of per- 
sonnel to carry out the owner's 
policies. 

The key men in any dealership, 
according to Jess, are the foreman 
of the shop, the sales manager and 
the service manager. All of these 
men should be salesmen, Jess said. 

“Salesmen who have enthusi- 
asm for selling are hard to find,” 
Jess said. “Real salesmen are 
sometimes called natural sales- 
men because they sell all the 
time instead of from 8 to 4 day- 
times only. Such men with en- 
thusiasm for selling their prod- 
uct, with which they are thor- 
oughly familiar, can hardly help 
selling, and the completed deal 
after hours at night or on Sun- 
day works no hardship. 

“Selling is one job that does not 
permit divided interests. Many 
salesmen today tell customers that 
they can’t see them on a certain 
night because that’s the night to 
bowl and are not willing to regu- 
late their own affairs to suit the 
times when the customer can talk. 

“On the other hand a real sales- 
man will make a call at night to 
finish up the sale of a new car, 
lose the sale because company 
policy can’t lower the terms and 
stretch the time, and then come in 
with an order for an overhaul or 
a paint job. Most salesmen feel 
they must call for help before they 
can complete some of their deals. 
It doesn’t take a salesman to make 
an overallowance and write up a 
new-car sale on the buyer’s own 
terms.” 

The function of the service 
manager should be clearly out- 
lined and that outline may not 
conform to the popular concep- 
tion of the modern service man- 
ager who often operates best by 
scaring the customer into a new 
set of brakes, tie-rod ends or 
what have you, according to Jess. 

“Too many service Managers op- 
erate like kings who take charge 
of a customer and his car like the 
customer was a moron and the car 
was on the verge of collapse,” Jess 


such a service manager may create 
the impression in the customer's 
mind that the car he has bought 
whether new or used, needed an 
overhaul just before he bought it. 
“Certainly he must recommend 
proper service and repairs but a 
real service manager that produces 
the kind of business that stays 
with a dealer through thick and 
thin, lets the customer make the 
decisions. If a customer comes in 
for a minor adjustment he can 
easily be informed of work that 
might be needed in the future. 


“The service manager can ap- 
proach the problem of brakes, 
for instance, in this manner: 
‘You now have so many thou- 
sand miles on your brakes. We'll 
examine the lining. While this 
car is particularly easy on brakes 
and I know that you are not one 
to ride them, they eventually 
wear out. The most economical 
time to replace them is before 
they get too thin, so it’s some- 
thing you'll want to be thinking 
about in a couple of months or 
so’.” 

That customer, Jess continued, 
has been given something to think 
about and something which he will 
plan to work in with his financial 
situation. 

Lots of car owners are afraid of 
service managers because they ex- 
pect to be sold a bill of goods 
which they may need but are not 
ready to buy at that moment. The 
good service manager will sell serv- 
ice and keep the customer happy 
and confident that he is in safe 
hands, he said. 

The shop foreman can do much 
to make profits for a dealership 
and keep his men happy, accord- 


jing to Jess. 


“The ideal shop foreman is one 
who can space the work to keep 
his men busy without pushing or 
rushing,” Jess said, “and simple as 
the problem seems to be, few have 
solved it. You have only to look at 
the service volume and manpower 
of various deals to learn that it can 
be solved. Some deals do twice the 
volume with half the manpower 
that some others do and the men 
are not rushed either. 


Fair Trade 


Makers Who Police Prices 
aid Securing Future 


S 

NEW YORK.—National brand 
manufacturers who enforce their 
fair-trade policies right down to the 
dealer level are building sound 
trade relations for the future, it 
was concluded at a meeting of the 
National Advisory Committee of the 
Bureau of Education on Fair Trade. 

Trade association executives par- 
ticipated in a round-table discus- 
sion which revealed that more and 
more retailers are featuring the na- 
tional brands of manufacturers who 
honor their fair-trade contracts. 


“Businessmen over the country 
who recognize that fair trade plays 
a vital role in our brand-name 
economy must speak up for fair 
trade to counteract the distortions 
spread by the shrill handful who 
oppose fair trade,” said Maurice 
Mermey, bureau director. 


vision can slow the whole works 
down by taking a man off a job 
on which he is doing a careful 
painstaking job that will keep 
customers happy, to do a rush 
job which should not be a rush 
job. 


“Work has to be delivered as 
promised. Too many service man- 
agers and foremen fill up the morn- 
ings and one hour in the afternoon 
and then find nothing to do for the 
last two hours of the day.” 

This is a constant problem in all 
shops, Jess continued, and various 
means of pacing the work have 
been tried, from electric service 
boards to expeditors, but in the 
final analysis, the morning calls 
should be allotted to the last hours 
of the day instead of the first and 
the morning hours filled up with 
the rush emergency calls. 

“One extra-successful dealer I 
know uses only a certain number 
of mechanics whether volume is 
up or down,” Jess said. “When he 
has more work than they can han- 
dle he spaces it into the next days, 
informing the customer that his 
shop is working at capacity and 
rather than add to the force and 
take the chance of having mistakes 
made by new men, he knows the 
customer would prefer to have the 
regular mechanics do the job even 
if it means a wait of a day or two. 


“Plenty of work and loyalty of 


“Competent mechanics like | the dealer in keeping a heavy 


their jobs and prefer a steady 
flow of work, but faulty super- 
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work flow to mechanics increases 
their value to the company, their 
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earning capacity and the security 
of their job.” 

Jess said that the financ plan 
for the dealership should e the 


owner to full ownership in a rea- 
sonable time, which means conven- 
tional downpayments and terms, 
and prevents overloading a cus- 
tomer. 

Jess said the used-car policy 
should be such that it will win 
friends and not make enemies. 
Each satisfied customer will send 
in his friends and from these used- 
car buyers many new-car buyers 
can be developed. Every sale to a 
resident gives the dealer an oppor- 
tunity to sell himself and his serv- 
ice and keep the customer coming 
back for his needs. 

Jess has a lot in common with 
Studebaker. The business was es- 
tablished in 1875 by his father, who 
started a blacksmith shop and 
then built buggies. 


The first auto handled was Car- 
tercar, of which the firm sold two 
before discontinuing the line. M. 
Jess, the son and present owner, 
has been a Studebaker dealer for 
10 years. 

One of the departments that has 
been in existence since the begin- 
ning of the modern automobile is 
the wreck - rebuilding department, 
and this brings up an interesting 
method of selling wreck service. 

Each wreck brought in is photo- 
graphed before and after and the 
customer is given a folder with 
both of these photographs, which 
he can carry in his billfold. The re- 
sult is that the customer is ever 
ready to show his friends these pic- 
tures and recount the details and it 
makes a good advertisement, Jess 
said. 

“It’s the second and third sale 
that counts most,” Jess said, 
“whether it’s a wreck, a service 
job or a new car.” 


Detroit Court Kills 
Tax Indictment 


DETROIT. — Charges of income- 
tax evasion against two Highland 
Park (Mich)., auto dealers were 
dismissed last week by Federal 
Judge Theodore Levin. 

The dealers were Louis V. 
Thompson and his partner, Leo J. 
Golcar, who operate Carson Auto 
Sales (Buick). They had been ac- 
cused of failing to report $98,774 in 
income for 1946-47 and failing to 
pay $81,571 in taxes. 
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18,093 Foreign Cars 
Sold in 9 Months 


By Ed Brown 
Staff Correspondent 


NEW YORK.—September for- 
eign-car registrations totaled 2,085, 
compared with 2,103 in the same 
1953 month, a decline of only 0.8 


percent. 


Sales in the first nine months 
amounted to 18,093, while the same 
period of 1953 witnessed 23,237 sales. 


Volkswagen maintained the lead 
it assumed last May, registering 
489 vehicles for September’s first- 
place position. That was a drop 
from the 614 registered in August, 
but it was sufficient to assure 
Volkswagen first place for the 
year. September sales were some 
300 percent ahead of September, 
1953. Market penetration for the 
month was 23.5 percent. 

Volkswagen also took first place 
in the first nine months of the year, 
with 3,487 registrations at 19.3 per- 
cent of the market. That was more 


How They Fared . . . 
Imported Cars 





Sept., 1954 9 Mos., 1954 
1—489 Volkswagen. 3,487— 1 
2—275 MG 2,501— 3 
3—254 Jaguar 2,747— 2 
4—207 Austin-Healey 1,622— 5 
5—191 Hillman 2,010— 4 
6—162 English Ford 1,199— 6 
7—117 Triumph 676— 9 
8—102 Austin 1,187— 7 
9— 76 Morris 7182— 8 
10— 51 Porsche 359—11 
11— 42 Sunbeam Talbot 411—10 
12— 39 Mercedes-Benz 309—12 
13— 15 Rover 156—14 
14— 12 Singer 162—13 
15— 53 Miscellaneous 485—15 
Total All Makes 


18,093 





than 400 percent ahead of its 1953 
figure for the like period. 

MG moved up from third place in 
August to second place in Septem- 
ber, with the sale of 275 vehicles 
for a 13.2 percent market penetra- 
tion. That compares with its first- 
place position in September, 1953, 
at 462 units sold for 22 percent of 
the market. MG is in third place 
for the year with 2,501 registra- 
tions and 13.8 percent of the mar- 
ket. In ’53 the same period wit- 
nessed MG in first place with 5,574 
sales and 24 percent of the market. 

Third place in September went 

to Jaguar, which slipped from its 
second- position of August. 
September sales totaled 254 for 
12.2 percent of the market. It 
hung onto second place in the 
yearly total with 2,747 registra- 
tions for 15.2 percent of the mar- 
ket. In 1953, Jaguar was in third 
place in both monthly and year- 
to-date figures with 270 and 3,104, 


Austin-Healy, a new entrant in 
the foreign-car field this year which 
has performed the amazing stunt 
of stepping into the top five, again 
remained in fourth place in Sep- 
tember with 207 sales for 9.9 per- 
cent of the market. First-nine- 
month figures show a 9 percent 
slice of the market with 1,622 reg- 
istrations, giving it fifth position. 

Hillman, which enjoyed second 


Dalgleish Switches 
To Olds-Cadillac 


DETROIT. — Heretofore the na- 
tion’s largest-volume Nash dealer, 
Charles Dalgleish sr., owner of 
Charlie’s Nash here, has purchased 
Griffith Oldsmobile (Cadillac-Olds- 
mobile) from David J. Griffith. The 
firm has been renamed Charlie's 
Oldsmobile. 

Dalgleish, a Nash dealer for 31 
years, said that the former Griffith 
dealership on Grand River Ave. 
would be the Cadillac outlet and 
that the former Nash building on 
Livernois Ave. would be the Olds- 
mobile outlet. 

Dalgleish has been an NADA di- 
rector since 1952 and is a former 
president of the Detroit Auto Deal- 
ers Assn. Griffith, a former NADA 
director and veteran dealer, is re- 
tiring. 



















place in September, 1953, as 
well as the first nine months of 
1953, remained in fifth place in Sep- 
tember, 1954, with 191 registrations 
for a total of 9.2 percent of the 
market. Year-to-date figures indi- 
cated fourth place for Hillman with 
2,010 registrations, at an 11.1 per- 
cent market penetration. 

English Ford held onto sixth 
place in September for 7.8 per- 
cent of the market at 162 units, 
while year-to-date figures also put 
this automobile in sixth place, 
with 1,199 units for 6.6 percent of 
the market. 

Triumph placed just behind Ford 
with 117 registrations for 5.6 per- 
cent of the market in September. 
Austin took eighth place, a one-slot 
slide since August, with 102 sales 
for 4.9 percent of the market. 


Austin placed seventh in the 
year-to-date figures, however, with 
1,187 registrations for 6.5 percent. 
Triumph, on the other hand, was 
in ninth place with 676 sales. 


Other August sales were as fol- 
lows: Morris, 76 registrations for 
3.6 percent; Porsche, 51 at 2.4 per- 
cent; Sunbeam Talbot, 42 for 2 
percent; Mercedes-Benz, 39 at 1.9 
percent; Rover, 15 for 0.7 percent; 
Singer, 12 at 0.6 percent, and mis- 
cellaneous, 53 at 2.5 percent. 

Other registrations for the first 
nine months totaled: Morris, 782 at 
4.3 percent; Sunbeam Talbot, 411 at 
2.3 percent; Porsche, 359 at 2 per- 
cent; Mercedes-Benz, 309 at 1.7 
percent; Singer, 162 at 0.9 percent; 
Rover, 156 at 0.9 percent, and mis- 
cellaneous, 485 for 2.7 percent. 








Austin Cambridge Offered in 6 Models— 


The new Austin Cambridge models A40 and A50 are offered in Britain at a price 
range of $1,282 to $1,422, plus purchase tax. The A40 has a 1,200-cubic-centimeter 
engine, and the A50, a 1,500-c. c. engine. The line includes two- and four-door 
family and deluxe saloons. Eleven color schemes are available. 





SALT LAKE CITY. — A predic- 
tion that auto sales would reach 
near-record levels in 1955 and that 
prospects for business are better 
than in any other peacetime year 
was made at the 27th annual con- 
vention of the Utah Automobile 
Dealers Assn. last week by Charles 
C. Freed, president of NADA and 
himself a Salt Lake City dealer. 

However, he warned: 

“We must find some way to tell 
the public what cars should sell 
for. Prices cause confusion in the 

mind of the public. Some method 
should be found to tell the truth 
on the pricing of cars.” 

Freed apparently referred to the 





NASHUA, N. H. — (UTPS) — A 
two-month-old controversy over 
Sunday auto sales seems to be 
headed for a showdown. 

The Board of Aldermen has re- 
ceived a proposed ordinance which 
would make it “lawful, on the 
Lord’s Day, to sell or expose for 
sale motor vehicles or the parts 
and accessories thereof.” 

The new move is a test by deal- 


4 Dealers Gain 
Montana House; 


One Voted Out 


BILLINGS, Mont. — (UTPS) — 
Montana auto dealers scored four 
victories and suffered one setback 
in the November legislative elec- 
tions. 

Successful dealer-candidates for 
the lower house were Dean Chaffin 
(Buick - Chevrolet), of Bozeman, 
NADA regional vice-president; Cas- 
per Nybo (Studebaker), of Mis- 
soula; H. H. Haines (Ford), of 
Terry, and John H. Pierce (Kaiser- 
Willys), of Billings. 

Missing from the 1955 House 
roster will be Glendive’s R. J. Hil- 
ger (Chevrolet-Oldsmobile), a vice- 
president of the Montana Automo- 
bile Dealers Assn. 

In Billings, John H. Pierce won 
the House seat from which his 
father, George R. Pierce, retired 
after five successive sessions. 

In the State Senate, two dealers 
are serving out holdover terms. 
They are Charles M. Hatch (Stude- 
baker), of Miles City, and Fred 
Robinson (Buick), of Malta. 






Romney, Fruehauf 


AOT Directors 


NEW YORK. — Manufacturers 
George Romney and Roy Fruehauf 
and Buick dealer C. A. Gilbert 
have been elected directors of the 
Automobile Old Timers, President 
Willard F. Rockwell announces. 

Romney is president of American 
Motors; Fruehauf, president of 
Fruehauf Trailer, and Gilbert, 
president of Gilbert Buick, St. 
Louis. 


Ordinance Plea in Conn. 
Tests Sunday Sales Ban 


ers in Nashua and nearby Hudson 
of a “blue law” which resulted in 
court action some time ago against 
three used-car dealers. The charges 
were dropped after a hearing be- 
fore Judge Antoine A. Guertin in 
Nashua Municipal Court. 

The ordinance is sought by Lucien 
R. St. Onge, president of L S Mo- 
tor Sales, who petitioned the board 
to “take appropriate action” allow- 
ing him to sell cars on Sunday. 
The matter was referred to a com- 
mittee, which was expected to re- 
port this week. 

Mayor Lester H. Burnham, one 
of the committee members, told the 
aldermen that the ancient blue law 
was outdated and that the pro- 
posed ordinance should be ap- 
proved to rectify injustices to auto 
dealers. 

Some time ago, Police Chief 
Joseph L. Regan was advised by 
State Attorney General Louis C. 
Wyman to take action against 
dealers who violated the old stat- 
ute, which prohibits Sunday sales 
of all merchandise except food, 
—e and the “necessities of 

ie.” 


Omnibus Name Changed 


To The Hertz Corp. 

CHICAGO. — The name of The 
Omnibus Corp. Friday was changed 
to The — Corp., following sale 
by Omnibus of its New York City 
bus properties, placing the com- 
pany exclusively in the truck and 
car rental business. The proceeds 
of the bus sale will be used for the 
further expansion of the Hertz 
properties. 

Hertz Corp. is the first company 
engaged exclusively in the vehicle 
rental business to be held publicly 
with its securities listed on the 
major stock exchanges. The cor- 
poration has more than 4,000 stock- 
holders and 733,739 shares of stock 
outstanding. 


Bathrick Heads Bank 


In Fort Lauderdale 

FORT LAUDERDALE, Fla. — 
Donald U. Bathrick, former sales 
vice-president of Pontiac, has been 
named president of the American 
Bank of Fort Lauderdale, organ- 
ized 10 months ago. 


Freed Hits Price Packing 


Utah Address Calls for Truthful Publicity; 
Near-Record Sales Seen for 55 


packing of new-car prices which 
opens the door to bootleg competi- 
tion. 

He asserted that the business of 
auto auctions is expected to exceed 
$2 billion next year and that boot- 
legging has become a business. 


Freed suggested that before sub- 
mitting any proposed legislation, 
auto dealers should ask themselves: 


1. Is it good for our country? 
2. Is it good for our customers? 
3. Is it good for us? 


Retiring UADA President A. W. 
Bartlett opened the convention un- 
der the theme: “Prepare to Thrive 
in ’55.” 

Officers elected to head UADA 
for 1955 were: Neuman C. Petty, 
Salt Lake City, president; Pete 
E. Ashton, Provo; Floyd Wilson, 
Logan,. and Neil Boyer, Cedar 
City, vice-presidents; Harlan H. 
Starr, Salt Lake City, secretary; 
Frank B. Streator, Salt Lake 
City, treasurer; Melvin H. Bal- 
lard, Fred A. Carleson, Richard 
Freed, all of Salt Lake City; Ar- 
thur L. Duckett and Clarence 
Harmon, both of Provo; John S. 
Hinckley, Ogden; Chris McKin- 
lay, Vernal, and William Thorley, 
Cedar City, directors. 

Referring to present highway 
systems as “horse and buggy roads 
in a jet age,” Freed said that 
NADA not only backs President 
Eisenhower’s proposed $50 billion 
highway program, but also is ask- 
ing that the amount be increased 
to $100 billion to be spent over the 
next 10 years to get highways up 
to date. 

He lauded the national driver 
training program in which new-car 
dealers provide nearly $14.6 million 
worth of equipment each year for 
training 397,000 high school stu- 
dents. 

He stated that manufacturers 
were aiding the people of the inter- 
mountain area by cutting costs of 
transportation from $60 to $100 per 
car, partially eliminating the dis- 
crimination against the West from 
freight charges. 

Freed’s closing statement was, 
“The future will be tremendously 
successful. Each dealer should 
make a decision now to say as 
individuals, ‘I will make a profit 
this model year.’” 

Featured speaker at the luncheon 
was Horace E. Henderson, director 
of the junior dealer division of 
NADA. He spoke of his experiences 
on a world tour of 47 countries and 
stated, “I saw the paralysis that 
sets in when Communism takes 
over. America has to be strong, 
vital and positive to survive.” 


Walter B. Cooper, chairman of 
NADA’s Public Relations commit- 
tee, said that the auto dealer “ac- 
cepts a genuine obligation when he 
sells a new car, an obligation to 
keep the car running, an obligation 
which is tied to the welfare of men 
and their families in any com- 
munity.” 

James C. Moore, general counsel 
for NADA said that the association 
is working to relieve the motoring 
public from what he termed “a 
grossly disproportionate load of the 
taxes on automobiles” and to pre- 
vent any extension of the rate of 
excise taxes on vehicles. 





|South to Brighten _ 


55 Sales Picture — 


ATLANTA. — Two top. automo. 


tive officials have labeled the South 


“a bright spot for car manufactur. 
ers in 1955.” 

N. K. VanDerzee, Hudson sales 
vice-president, and Henry B. Dan. 
iels, assistant general sales man. 
ager of Lincoln-Mercury, who were 
here for dealer meetings, predicteq 
the South’s expanding economy wilj 
produce an upsurge of new - car 
buying. : 

VanDerzee, after pointing to the 
addition of new Hudson dealers, 
five of them in the Atlanta areg 
alone, declared: 

“Georgia’s increased industrial 
development is bringing about gq 
balance between industry and 
mechanized agriculture which pro- 
vides a sound foundation for prog- 
perity. This transition is directly 
related to the auto sales outlook. 

“Annual auto sales of more than 
six million cars will be common- 
place in a few years, and sales dur- 
ing 1955 will substantially top this 
year’s figure.” 

VanDerzee added that finance 
companies see a ear buying boomin 
ahead in 1955 because of the “se- 
ductive” products offered the pub- 
lice in the new models. 

Daniels noted that the South and 
West ranked as the top Lincoln 
regions in the country, and cred- 
ited this standing to dealer organi- 
zations and higher per capita in- 
come gains in these areas. 

Daniels said Mercury is shooting 
for 6 percent of the total new-car 
market in 1955, and Lincoln hopes 
to get 1 percent. 

The new Continental models 
which will appear late next year 
will be sold only through “selected 
Lincoln dealers” where there ap- 
pears to be a potential market for 
this type of car, according to Dan- 
iels. 


Advertisers Honor 
Poss, Mohr on 


Eve of Retirement 


HIGHLAND PARK, Ill.—In cere- 
monies during its fall meeting here, 
the Automotive Advertisers Coun- 
cil paid tribute to Pete C. Poss, as- 
sistant advertising manager of 
Timken Roller Bearing Co., Canton, 
O., and H. C. Mohr, advertising 
manager of General Motors’ Pack- 
ard Electric division, Warren, O., 
who are retiring this year. 

Both men, long active in the af- 
fairs of the automotive service 
industry, were presented with en- 
graved watches. 

Mohr was one of the charter 
members of the Council, which was 
founded in 1941. Poss’ activities in 
Council affairs covered the period 
from 1944 to 1954. 
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Pontiac Speedometer— 





The “Safety Arc,” a disc-type speed- 
ometer, is used on 1955-model Pontiacs. ~ 
Speed is indicated by a continuous curved — 
red line, which is pointed out by Hedy 
Dach, of the AC Spark Plug division of” 
General Motors, producer of the device 
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Says Dealers Won’t SELL Him a Car... 


Old Customer Speaks His Piece 


Epitor’s Notes: This may be 
old stuff to you. But, on the 
other hand, it may be just the 
information you need to get the 
right perspective on some of 
your prospective customers. 


By Lou Weston 
An Old Customer 


EMEMBER me, guys? I’m just 

an old customer. I come around 
sometimes. Not often enough, you 
gay. But maybe that’s where the 
trouble lies, for you. Because you 
never coMe around to see me, 
any more. 

I’ve never had an auto dealer- 
ship or distributorship, nor run 
a gasoline station or an auto 
repair shop. I’ve always been on 
the outside of the automobile 
business, looking in. 

But I do know one thing. If 
you're trying to sell cars, I’m the 
guy you’re trying to sell—I’m the 
eustomer—and a lot of you are 
missing the boat. 

Let’s get right down to facts. I 
own a °49 Chevrolet. Bought it 
new from a dealer. At least, I 
think I did. 

+ 


a about it on the phone. 
And dropped in one day to see 
—no, not a salesman—the office 
manager, whose only concern was 
that I fill out the forms right. 


I bought the car from a very 


people put out—bought it from 
a picture, that’s all. Kind of like 
a mail-order deal, and when my 
car arrived at the dealers, I had 
to call him to see if it had come 
in. He did not bother to call me. 
So help me, I never saw a dealer 
or a salesman. I asked the dealer 
on the phone how late he stayed 
open, so I could pick up my new 
ear. He said 5 o’clock. I said I 
could not make it before 5:30. He 
said one of the truck salesmen 
would be there (they were pushing 
trucks in those days) and would 
show me where it was. 

I went there at 5:30. 


“I guess this is it,” said the 
truck salesman, pointing out a car 
on the lot with “Weston” written 
on a piece of paper stuck under 
the windshield wiper. Without 
showing identification of any sort, 
I climbed in the car and drove 
away. 


AS I said, I never saw a sales- 

man nor the dealer. Well, you 
say, that was in the days when 
there weren’t enough cars to go 
around. 

But now get this. To this day, 
five years later, I have never seen 
that dealer or one of his salesmen. 

Oh, I'm on his mailing list, 
that’s true, and I get mighty 
pretty pictures of new cars now 
and then from him, but I’m 
through buying cars by mail- 
order, I think. 

It just happens that my car is 
& Chevrolet. From what I hear 
from my friends, it could be any 
Make from Henry J to Cadillac. 

Now take six guys like me. Don’t 
you think, after five years of driv- 
ing the same car, two out of us 
Would be very interested in a new 


car, and one of us would buy? 
* * * 


ALER man, where are you 
hiding? 

To be honest, I'm happy with 
my car. Why shouldn’t I be? It 
gives me a minimum of trouble, 
takes me where I want to go. Gets 
me back. 

But what is more to the point, 
nobody has ever tried to make me 
unhappy with it. I guess that’s 
what would be called creative 
salesmanship. I wouldn’t know — 
nobody’s tried it on me since the 
Japanese stopped production on 
your ’42 models. 

Let me tell you how it was 
before the war. Maybe some of 
you weren’t around then. Might 
have been before your time. Say 
in 1940, when I was 21 years old. 

When spring came, and the 
happy feeling of new grass and 
green leaves and fragrant flowers 
and pretty girls, there was the car 
salesman for sure. 

He’d drive up into my yard with 
a car. Maybe I didn’t know the 
guy from Adam. He had an easy 
manner, though—he liked to sell, 
and he liked people. 

* * * 


E LIKED them so much he 

visited them in their normal 
habitat. 

This guy would climb out of 
the car and introduce himself. 

“m Joe Smith,” he’d say. 
“Like that car? Beauty, isn’t it? 
Hop in.” 

And awaaaay we'd go! After a 
few miles he’d bring me home. By 
this time Pop and Mom were out 


Obituaries 


Robert Hamilton Lilly 
GOSHEN, Ind.—Robert Hamilton Lilly, 
73, operator of Lilly Auto Sales for 32 
years, died Nov. 17. 
* * 


Chauncey A. Williams 
MANCHESTER, N. H.— (UTPS)— 
Chauncey A. Williams, who operated the 
former Williams Motor Co. (White trucks) 
here, died Nov. = . 
* 


John Paul Zimmerman 
PORTLAND, Ind.—John Paul Zimmer- 
man, 38, associated with Cecil Thomas in 
an automobile dealership at Ypsilanti, 
Mich., died of a heart attack in a hotel 
here Nov. 17. He had been to Louisville, 
Ky., on business and was on his way home. 
* * * 


Herbert S. Powell 

UTICA, “N. Y.—Herbert 8. Powell, 71. 
inventor and manufacturer of an automo- 
bile muffler, died at his home here Nov. 14 
after a long illness 

Mr. Powell founded the Powell Muffler 
Co. to manufacture his patented invention 
in 1904. The concern was sold in 1950 to a 
group of Chicago industrialists. He was a 
director of the National Assn. of Motor 
Equipment ea. 

* 


Michael P. Lawler 

KANSAS CITY. — Michael P. Lawler, 
a Nash distributor and dealer from 1938 to 
1952 and a former Ford executive and 
dealer, died here Oct. 29. Born in Bay City, 
Mich., Mr. Lawler joined Ford Motor Co. 
in Detroit in 1909. After rising to chief 
auditor and establishing the accounting de- 
partments in eight branch offices, he was 
appointed assistant branch manager of the 
Philadelphia branch in 1914. In 1916, he 
was made manager of the St. Joseph (Mo.) 
branch, A year later, when Ford decided 
to close the St. Joseph branch, he bought 
out the assets and took over the entire 
operation as a Ford dealer. He continued 
to operate his Ford business unti] he took 
on the Nash distributorship in Kansas City 
in 1938. He later opened a Nash dealer- 
ship, but retired in February, 1952. He 


was one of the original directors of Uni- 
versal Underwriters and served on its board 
for many years. 





Follestad Nash Modernizes Facilities— 
More than $40,000 was spent by Follestad Nash, Inc., Everett, Wash., on the 


Modernization of its facilities. More than 
Opening ceremonies. 


1,500 people visited the premises during 


there with me—or maybe they took 
the ride with me. Why not? It was 
free, and it was fun. 

“Look,” Joe would say. “The 
tank is full. The car is yours over 
the weekend. Try it out—no obliga- 
tion. I mean it. Just try it out, and 
I'll pick it up Monday morning.” 

oe 


* * 

thing. Those guys would 

do that on a used car, where 
their margin was less. It was hard 
to sell cars then, new or used. The 
way it worked, I guess, was that 
they figured they’d sell more cars 
and make more profit on the big- 
ger volume. They must have fig- 
ured it right, because some of 
those boys were making big money. 

Of course, they liked people, 

too. They liked to see them, liked 
to talk to them face to face, 
liked to go after them, visit 

them. Liked to sell them, too. 

A salesman like this, maybe he’d 
sit in a tavern of an evening, 
drinking a beer. He seemed to 
know everybody in the place, what 
kind of car each man drove, when 
he bought it, and whether that 
man was figuring on buying a new 
car soon. 

Suppose a man‘ walked in this 
salesman didn’t know. He’d lean 
over and say to you: 

* 


* * 
—* that fellow?” 


“Why, that’s Mark Harris,” you’d 
says. 

“What kind of a car does he 
drive?” 

You’d tell him if you knew. 
One way or the other, this sales- 
man made it a point to talk to 
Mark in the next few minutes. 
Not this lapel-grabbing business, 
you know, and none of this fast- 
talking “hard sell” they talk 
about today, that stiffens up a 
customer so fast he’s as resistant 
as tool steel. 

No, this salesman liked people, 
and he let people know it without 
falling all over them. Some people 
never would buy a car from him, 
and he knew it, but he liked them 
just as much as guys who lined 
his pockets for him. He loved 
people, and he loved to sell. 

This salesman would call you 
on the phone, too. That might 
even be his first approach. He’d 
just introduce himself, say he 
thought you might be interested 
in a car. 
+ aa 7 

AYBE he’d mention the name 

of a friend of yours he’d been 
talking to. And maybe you’d say 
you were interested, and maybe 
you’d say definitely no. Anyway, 
he broke the ice, and the next 
week or so he’d be around. 

“Thought you'd like to take a 
little run,” he’d say. “Only take a 
couple of minutes. Boy, this car 
is a real honey!” 

That salesman, he liked us, and 
we liked him. 

A week or so ago, I read about 
@& very expensive survey some re- 
search people made to learn why 
people aren’t buying new cars as 
fast as the dealers and the man- 
ufacturers think they should. 

The reason seemed to be this, 
the survey showed: “After the war, 
you guys made us fawn and crawl 
for our new cars. We had to be 
real nice to you and buy lots of 
extras, and we had to humiliate 
ourselves, beg you for our cars. 
This made us mad deep inside, the 
survey said, and we’ve been doing 
a slow burn. 

~ * + 
“Wey we've got the whip hand, 
and boy, we’re going to make 
you feel the lash. We want to see 
you guys cry and crawl and 
whimper and whine and beg us to 
take your cars. We want revenge.” 

Well, I don’t want revenge, and 
there are a million guys like me 
who don’t want revenge. We aren’t 
even mad at you. 

If you want to know how to 
sell me a new car—or a used 
car—Ill tell you. You have to 
come and get me. 

You have to call me, visit me, 
know me on the street, be inter- 
ested in me. You have to like me, 
and like to sell me. And then you 
have to show me that I want, that 
I really want, a new car. 

So far, none of you guys have 
even given me the time of day. 
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Civilian Jobs Up 8 Million Since '45— 


In nine years, civilian jobs have increased by eight million, according to the 
National Assn. of Manufacturers. Most of this rise occurred during the Korean War 
expansion of the military forces. Production requirements were so great that the 
number of jobs increased more rapidly between 1950 and 1953 than the number of 
persons available for employment, NAM says. The result was reduction of unemploy- 
ment to 1.5 million in mid-1953, the lowest figure since 1945. Despite increased 
unemployment in the first half of 1954, the number of employed was 7.8 million 
greater than in 1945 and 1.9 million greater than in 1949, according to NAM. 


Agents Act to 


Curb Sale 


Of Insurance by Dealer 


HARRISBURG, Pa.—Four insur- 
ance agents have filed suit to have 
Good Chevrolet-Cadillac, Inc., Al- 
toona, Pa., permanently enjoined 
from soliciting and selling insur- 
ance, collecting premiums and re- 
taining the commissions on policies 
which insure vehicles it “owns or 
is financially interested in.” 


The complaint charges that such 


Hudson Receives 
3 Defense Jobs; 
Baits Fills Post 


DETROIT.— George Romney, 
president of American Motors 
Corp., announced last week that the 
Hudson special products division 
had been awarded three new de- 
fense contracts and that Stuart G. 
Baits would be general manager of 
the division. 

Baits, an AMC vice-president, be- 
came Hudson’s assistant general 
manager and second vice-president 
in 1936. He was named first vice- 
president in 1936 and president of 
Hudson Motors of Canada, Ltd., in 
1937. 

Romney also announced the ap- 
pointment of J. W. Eskridge as 
manufacturing vice-president for 
Hudson and J. F. Jones as sales 
vice-president for Hudson. 

Eskridge is a former factory man- 
ager at Hudson. Jones has been a 
Hudson factory manager also. 


Third Dearborn Show 


DEARBORN. — Visitors at the 
Henry Ford Museum and Green- 
field Village will get a chance to 
see the European look in automo- 
tive styling when the Sports Cars 
Internationale opens Jan. 14 for a 
two-week stay. The 1955 show will 
be the third to be held at the 
museum. 


a practice ig contrary to Pennsyl- 
vania’s insurance laws in that by 
receipt of these commissions, the 
dealer is procuring insurance at a 
cost less than the premium speci- 
fied in the policy. 

Thus, it is said, the dealer is ob- 
taining a rebate from the estab- 
lished rate, which is an induce- 
ment for the placing of insurance 
and is in violation to the law. 

The Pennsylvania Automotive 
Assn, is watching the outcome of 
the suit against Good, describing it 
as “vitally important to all Penn- 
sylvania automobile dealers who 
are licensed insurance agents.” 


Bendix Appoints 
Fontaine, Hall 


DETROIT.—Appointments of A. 
P. Fontaine as director of engi- 
neering and Dr. A. C. Hall as 





Dr. A. O. Hall A, P. Fontaine 


general manager of the research 
laboratories have been announced 
by Malcolm P. Ferguson, president 
of Bendix Aviation Corp. 

Fontaine formerly helped direct 
operations in aircraft control, navi- 
gation and instrument equipment, 
electron tubes, ignition systems and 
other products at Bendix’ 24 manu- 
facturing divisions. 

Dr. Hall has been associated with 
Bendix since 1950, first as associate 
director and later as technical di- 
rector of the research laboratories. 





King Pontiac Hosts Critchfield— 


In South Carolina for the unveiling of the new Pontiac models, factory officials 
were welcomed by King Pontiac Co. officers in Columbia. Shown (from left), are 
R. K. Vietor, assistant general. manager of King; F. B. Davis jr., president of King; 
W. R. Matthews, general manager of King, and Robert M. Critchfield, Pontiac general 


manager. 
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all tire manufacturing. He join 
B. F. Goodrich in 1926. 


Auto Personnel elie icdstape tensile 


As Purchasing Agent 


Car, Truck Output Estimates 


By Automotive News 
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DEALERSHIPS AVAILABLE 


SEALERSHIP AVAILABLE HANDLING 


obile in Michigan county seat town 
of 7,000 population, trading area 50,000. 
Will sell parts, equipment and fixtures at 
inventory value and lease nearly new 
factory approved building with plenty of 
customer parking and adjoining used car 
jot, Total inventory less than $50,000. 
Box 4349, c/o Automotive News, Detroit 
26. 


ee ee ee di ce a ee 
DEALERSHIP AVAILABLE HANDLING 


DeSoto - Plymouth. Showroom front on 
Main St. Modern and fully equipped gar- 
age. Will sell or lease. Factory approval 
can be obtained. See or call John De- 
Pumpo, Waverly, N. Y. Phone 1. 


SOTA DEALERSHIP — Two top 
GM lines. Town of 10,000. New, modern 
pbuilding. Prefer to sell but will consider 
renting. Box 4350, c/o Automotive News, 
Detroit 26. 


ee 
foR SALE OR RENT. Agency handling 
Kaiser, Packard, International truck. 
Shop equipment, parts, bins. Discount 
prices. Swalley Motors, Galion, Ohio. 


nen eee 
HANDLING CHEVROLET-BUICK DUAL. 
One of the best for its size in the mid- 
west. County seat, 8,000 population, 
25,000 trade area. 200-225 new car po- 
tential. Good lease on new building and 
used car lot. No used cars or accounts 
receivable. You must qualify with Chev- 
and Buick. Reply Box 4351, c/o 
Automotive News, Detroit 26. 


RSHIP NOW HANDLING Dodge, 

uth and trucks. Approximately 125 
ear franchise. Located in Delaware River 
Valley near Philadelphia. Garage approxi- 
mately 5,700 square feet with good facili- 
ties and in residential area. Terms can 
be arranged. Box 4353, c/o Automotive 
News, Detroit 26. 


ee a 
DEALERSHIP HANDLING CHEVROLET 
— Southern Wisconsin in heart of dairy- 
land, covering two towns and surround- 
ing farmland. $28,000 will handle. Box 
4354, c/o Automotive News, Detroit 26. 


TEXAS DEALERSHIP HANDLING Pack- 
ard and Willys. Top location in city with 
‘over 165,000 population. Excellent equip- 

in parts end service department. 
accounts receivable. Best possible 
ear facilities. Wonderful reputation. 
*t miss this one. Replies strictly con- 
> x 4355, c/o Automotive News, 

26. 


HANDLING FORD—West- 
@m Wisconsin, town of 2,000 population. 
12 miles from city of 50,000. Gross sales 
‘over 100 units and $450,000. Due to seri- 
ous illness must be sold at once and very 
reasonable. Salem Motors, West Salem, 
Wis. 


HANDLING MERCURY on 
Fla. gold coast. Average monthly net 
$2500 at present. Good lease available on 
best possible location. No accounts, no 
used cars. $10,000 will handle on fast 
gale. Write Box 4328, c/o Automotive 
News, Detroit 26. 


GM DEALERSHIP. Possibility, building 
completely equipped, large operation, 
mid-west, 500,000 population. If you have 
$150,000 cash and can secure GM factory 
approval. Box 4339, c/o Automotive 
News, Detroit 26. = 


DEALERSHIPS WANTED 


GENERAL MOTORS, SINGLE or dual, 
prefer dualed with Cadillac. 100 to 250 
units. Have ample téapital and factory 
approval assured. Prefer location in 
Ohio or nearby states, but any location 
will be considered. Replies strictly confi- 
dential. Box 4298, c/o Automotive News, 
Detroit 26. 


Wii PAY CASH FOR GM, Chrysler 
product or Ford franchise of any size. 
Southeast or southwest coast of Florida. 
Factory approval assured. Will lease or 
buy building if necessary. Box 4288, c/o 





BUSINESS OPPORTUNITIES 

“Bia THREE” AUTOMOBILE franchise. 
20 years’ successful background, averag- 
ing 500-1000 new units yearly. Modern 
facilities. Fine southern city 200,000. 
Tremendous permanent payroll expansions 
underway. Also, consider sale of half in- 
terest to experienced capable person, to 
assume complete responsibility. Ability, 
financial strength necessary for factory 
approval. Wishful thinkers will waste 
time. Give background, age, address, 
Phone, present status. Box 4329, c/o Au- 
tomotive News, Detroit 26. 


Large Dodge-Plymouth franchise, many 


Years successful history. Excellent set-up. 
Average sales past five years 700 annually. 


Southwest City, quarter-million trade area. 
Sale of 50% interest might be considered. 
Factory approval necessary. Box 4332, c/o 
Automotive News, Detroit 26. 





1000 BUSINESS CARDS—$2.95 postpaid. 

letters—$3.95. Two colors—$4.95. 

Job and business printing catalog. Scull’s, 

Dept. F-2, 121 West 25th Ave., Wild- 
Wood, N. J. 
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BUSINESS OPPORTUNITIES 





WANTED — PITTSBURGH 


DISTRIBUTOR 
Must have retail and wholesale used car and 
new car selling background in Pittsburgh 
area. We offer established accounts and ex- 
clusive protected territory to the right man. 
Our field tested line is' approved by major 
car manufacturers. National sales manager 
will interview you in Pittsburgh December 6th. 


Write complete details and include snap- 


shot to Box 4357 c/o Automotive News, 
Detroit 26, 





MANUFACTURE WATERLESS hand 
cleaners yourself—no special equipment 
needed. Popular service station item. In- 
quire freely. Donner & Co., Consulting 
Chemists, 505 McIntyre Bidg., Winnipeg 
2, Canada. 


BUSINESS WANTED 
TRUCK LEASING COMPANY wanted by 
major experienced truck leasing organi- 
zation—member NTLS. Location and size 
no problem. Box 4330, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 





ad say our a is and testing of 
lures alone worth cost of inventory 
Full time experts. No pick-up part time help. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





PARTS FOR SALE 


OLDSMOBILE 
BRAND NEW 


Genuine 6-cyl. 


e ™ 
Fire Power Engines 
For 1937-48 

50s F.0.8. 
+199 Los Angeles 
Consists of Motor Block, Pistons, Pins, and 
Rings, Connecting Rods and Bearings, 
Crankshaft and Bearings, Camshaft and 


Bushings, Timing Gears and Chain, Valves, 
Springs and Lifters. 


KAISER BROTHERS 


1540 So. Figueroa St. 
Les Angeles 15, Calif. 


The largest Oldsmobile Dealer in the West. 
We regularly stock 12000 Part Numbers. 

















GENUINE NEW FORD & 
MERCURY PARTS 


1939-1951 Doors, fenders, quarter panels 
1937-1949 Grilles 
1935-1951 Window regulators, 
channels—all types 
1949-1951 Mercury inside fender panels 
1949-1951 Mercury front and rear hubs 
& drums 
Car and truck springs 
Truck gas tanks 
Truck doors 
1939-1947 Front and rear truck hubs and 
drums 
1934-1939 Truck ring gear and pinion 
1935-1948 Rod bearings; main bearing 
rings, pistons 
Fast—Direct—C.0.D. Service 
Cloutier Zimmerman, Inc. 


Ford - Mercury 
Sandusky, Michigan Telephone 118-408 


window 








CARS WANTED 





PACKARDS WANTED 


Will pay from $500 to $2,500, truly legitimate wholesale prices for clean 
uitramatic models from 1951 to 1954 (1953's preferred). No roughies or 
commercials. Will bring cash for one or fifty anywhere in the east. 


Note: | have for sale three diamonds, 14% carat—$750; 1% carat—$1,000, 
ond a 43, carat—$6,500. All flawless and blue white with written money 


back guarantee. 


One luxurious antique persian rug 5'x22', about 1" thick; camel beige color 
with Kirman blue intricate border. Beautiful for new car showroom. Take 


$150 F.0.8. 


Write or Call 


ALBERT BRINKMAN 


3619 Bailey Ave. 


Buffalo, N. Y. 


Special cash bonus for any make genuine hardtop coupe. 








PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 


Fast—Direct—C.0.D. Service 
Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 


CARS FOR SALE 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


B. Spielman 
John W. Becker 





AUCTION 
I's New — It’s Nice 
I#’s Detroit's Finest 


WES COON 
AUTO AUCTION 


Grand River at Telegraph 
U. S. 16 and 24 
Every Thursday at 1 P.M. 
Carl Marker, Auctioneer 
All checks guaranteed 
Kenwood 3-3090 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tu 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarentee Checks 
Dealers Only 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ie west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 














AUTO AUCTION 


TIM ANSPACH 


“"Midw. 1S 20 
amenpainenets 


Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


City would like to handle 
from overstocked dealer on consignment 
basis. Excellent facilities in town ~ of 
35,000. References furnished. Box 4356, 
c/o Automotive News, Detroit 26. 





WANTED 
1954 or 1955 Model Cars 


Will purchase any quantity courtesy cars, 
brass hat cars or demonstrators. 


Accept delivery anywhere in U. S. A. 


GRENTNER BROS. 


1215 N.W. 42nd Ave. Miami, Florida 








TRUCKS FOR SALE 





ment surplus. Federal 10 ton army 
wrecker, 6x6 all wheel drive ten wheeler, 
equipped with 10 ton power driven 30 ft. 
telescopic boom, two heavy duty winches, 
11:00 x 20 tires, air brakes, tandem 
axle. Exceptionally clean. Original cost 
to government—$22,500. We offer $3,500 
f.o.b. Atlanta. Fulton Auto Exchange, 
2235 Stewart Ave. S.W., Atlanta, Ga. 


TRUCKS WANTED 





NEW OR LATE MODEL 


STATION WAGONS 
WANTED 
ODD MOTORS 


70-32 Queens Bivd. _ Woodside 77, N. Y. 
Hickory 6-2811 





SHOP EQUIPMENT FOR SALE 


TWO BEAR FRONT END machines—one 
with cabinet. One heavy duty Van Nor- 
man brake lathe. Five merchandisers. 
One set of ten Alemite overhead grease 
guns. Two battery chargers. Contact Ed 
Lahaie, Diamond 1-9600, Detroit. 
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500 PORTABLE AIR conditioners. Brand 
new. Original crates. Fraction of cost— 
$39.50. Easily converted to ae 


trucks, buses, trailers. Immediate. 


1271, Clearwater, Fla. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 
Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW - GUIDE 
and 


BRAKE-MOBILE 


TOW - PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 
Write Today for 
Iustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


The Dealer's Market Place! 


BUY IT! 
SELL IT 
TRADE IT! 
HIRE HELP! 
Through 
AUTOMOTIVE NEWS 
Classified Want Ads 


= | 


ATTENTION: Men of Top Calibre Capab 


of Barning $30,000 


to $40,000 per Year 


NEW MASONRY PROCESS 


Franchises Now Available 


Lifetime masonry applied over siding, shingle, con- 
crete and cement block or stucco. Looks and wears 
like genuine brick and ledgerock. Insulates against 


moisture, heat and cold. 


Life-time guarantee. Pro- 


tected territories. Franchise investment dependent 
upon size of market. For full particulars write— 


Life-Brik and Stone Co. 


8821 Fenkell Street 


for One Year $8 [_] 


eae 


Detroit 38, Michigan 





or Two Years $14 [] 


for which check is attached [_] or send bill [[] 
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New Subscription Order 


Send Automotive News to Address Below 
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For original equipment... 
for replacement... 


There’s nothing finer than Sealed Power 
chrome-faced top compression rings, 
included in every Sealed Power 
KromeX Ring Set. 

For best oil control, even in badly 
tapered and out-of-round bores, there’s 
nothing finer than the Sealed Power MD-50 
Steel Oil Ring with chrome-faced side 
rails, included in every Sealed Power 
KromeX Ring Set. 

28 leading engine builders use Sealed 


Power Chrome Rings. 


Thousands of America’s best mechanics agree... 


_ Sealed Power Chrome Ring: 


top the field in performance! 
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